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Prison locks out PCs 


BY J. A. SAVAGE 
CW STAFF 


MONROE, Wash. — It used 
to be that after the steel door 
clanged shut at 9:30 p.m. in 
the state maximum security 
prison here, one could hear 
some of the 348 inmates 
pounding on the 
keyboards of 30 
personal comput- 
ers. But last Fri- 
day, this experi- 
ment — the only 
one of its kind in 
the U.S. — was 
halted, and the 
computers were 
removed. 
Removing the PCs was im- 
perative for a number of rea- 
sons, according to state pris- 
on management. However, 
inmates and others said the 
decision contradicts society’s 
desire to reform criminal be- 


2: 


Dow Jones 
snubs IS chief 


BY GLENN RIFKIN 
CW STAFF 


NEW YORK — Bill Dunn rode 
technology as far as he could at 
Dow Jones. But in the end, it 
wasn’t far enough. Today, Dunn 
is preparing to leave behind his 
notable 28-year career at the 
company. 

Dow Jones & Co. last week 
named Peter R. Kann, publisher 
of The Wall Street Journal, to 
the post of president and chief 
operating officer, placing him in 
a clear line to succeed Chairman 
Warren Phillips. 

Dunn, the flamboyant and 
outspoken head of the Informa- 
tion Services Group, had been 
seen as Kann’s chief rival for the 
top spot. His reaction to the pro- 


motion was to announce his re- | 


tirement from Dow Jones, effec- 
tive January 1991. 
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havior during incarceration 
and fill empty hours with use- 
ful pursuits. 

Prison officials cited the 
following problems: 
eThe storage capacity and 
complexity of the computers 
exceed the staff’s ability to 
thoroughly keep track of the 

prisoners’ data. 
eThe monetary 
value of the com- 
puters is greater 
than the liability 
limits for damage 
or loss by the in- 
stitution. 
e The computers 
are so bulky that 
they restrict the guards’ abili- 
ty to check cells. 

After the Computing Be- 
hind Bars program was under 
way at the Washington State 
Reformatory, prison officials 
realized that prisoners 

Continued on page 100 


Dunn had already raised eye- 
brows at Dow Jones and 
throughout the industry by be- 
ing considered for chairman. For 
the past year, the scuttlebutt at 
the firm had Dunn pitted against 
Kann as the potential successor 
to Phillips [CW, Jan. 30]. 


Continued on page 7 
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Kodak training IS 
on server strategy 


Pilot project leads downsizing drive to year 2000 


BY ELISABETH HORWITT 
CW STAFF 


Eastman Kodak Co. initiated a 
pilot LAN-based distributed sys- 
tem earlier this month that it 
hopes will ultimately let it move 
the majority of its information 
systems from mainframes to lo- 
cal-area networks by the year 
2000. 

According to Gary Savarese, 
project manager for corporate 
IS, the test project is a human re- 
sources information system 


| based on 3Com Corp. LANs and 


Microsoft Corp. OS/2 database 
servers. 

The prototype system for hu- 
man resources, personnel and 
payroll will help Kodak deter- 
mine whether it is “technically 
possible from an application and 
communications standpoint to 
move those functions closer to 
our own business units,” Savar- 
ese said. 

Beyond that, however, the 
system will provide Kodak with 
“our first look at a distributed 
SQL environment” in which the 
workstations run applications 
and the data resides in an SQL- 


based database on the LAN serv- 
er, he added. In an internally dis- 
tributed corporate statement 
issued two months ago, Kather- 
ine Hudson, vice-president of 
corporate information systems, 
said the company’s vision of the 
future anticipates that price/per- 
formance and ease-of-use fac- 
tors within the company “‘will be 


Underexposed 


Kodak shuts EDS out of data 
center consolidation project, 
talks with IBM. Page 101. 


| 
such that most applications will 
be on workstations and LANs.” 
One of the main advantages of 
SQL is that users can mix and | 
match front ends, or DBMS 
servers, and back ends, or user 
applications. But while industry 
analysts agreed that SQL data- 
base servers are the wave of the 
future, some indicated that early 
implementors should proceed 
cautiously. 
“All sorts of front-end prod- 
ucts, including Méicrosoft’s 
Continued on page 101 


Can Sun ride out stormy weather? 


BY JAMES DALY 
CW STAFF 


MOUNTAIN VIEW, Calif. — In 
the hills overlooking Sun Micro- 
systems, Inc.’s headquarters 
grows a brittle yellow grass fam- 
ous for one thing — its combus- 
tibility. When ignited, the foot- 
high vegetation serves as arbor- 
eal tinder, burning like crazy and 
rapidly consuming everything in 
its path. 

Until recently, these same 
characteristics applied to Sun, 
which ignited almost immediate- 
ly after its inception in 1983 to 
go from a kitchen table start-up 
toa red-hot $1 billion firm with a 
headlock on the workstation 
market. 

But a recent financia! hiccup, 
coupled by high-level departures 
and management gaffes, has cast 
a critical shadow over one of the 
sterling success stories in the 


history of American business. 
Last month the firm blamed in- 
ternal financial glitches for a ma- 
jor setback in revenue, and early 
this month it announced a hiring 


Clouded picture 
Sun's dominance of the low-end 
workstation market is under 
pressure from competitors 
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freeze on most positions (see 
story page 99). 

Predictably, many of the criti- | 
cal arrows have been aimed at 
34-year-old President Scott 
McNealy. Viewed as part mar- 
keting visionary and part whiz- 
kid egomaniac, McNealy has 
some observers wondering if the 
firm has become unable to cope 
with his ambitious management 
style. 

“Decisions were made with 
no concern for their impact on 
each other,” said Steven Ossad, | 
an analyst at Montgomery Secu- 
rities, a research firm in San 
Francisco, referring to the si- 
multaneous internal systems 
conversion and introduction of a 
broad new product line. 

In turn, McNealy has been 
characteristically brash with 
what he sees as his critics’ myo- 
pic sense of the company: “‘Wall 

Continued on page 99 








IN THIS 
ISSUE 


SOPHO HESS SEES E SOOO SEES EESE ESSE ESSE ESE E SESE EE EESEEEE SESE SE SES ESESESSSESESSES SESE EEE ESESES ESSE EESOSEESES 


NEWS 


4 SAA runs an obstacle 
course on the road to accep- 
tance. 


4 After a slow first-quarter 
fiscal start, IBM gets a sec- 
ond-quarter wind, blowing 
industry projections away. 


6 Additions to 3B line and 
a RISC-based mini lie in 
AT&T’s plans for the fu- 
ture. 
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101 Kodak focuses on 


IBM to help run its data cen- 
ters. 


UPDATE 


ohn Landry, executive 

vice-president of Cul- 

linet Software, ex- 
plained at last week’s congres- 
sional hearings on computer 
viruses that he got involved with 
the virus issue out of concern 
that software vendors could be li- 
able for damage caused by virus- 
es planted in commercial soft- 
| ware by employees. For 
| example, Landry noted that Cul- 
linet’s IDMS database manage- 
ment software is used by the 
U.S. Strategic Air Command 
(SAC). Landry said that one 
night he was horrified by the 
thought of Cullinet’s liability if 
the “SAC bombed Chicago” be- 
cause of a virus in the software. 


| Oy vey! 
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On his recent resignation from 
Andersen Consulting. 
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@ iS takes new shapes as groups try to 
adapt structures and methods to business re- 
quirements. Some are dividing into two dis- 
tinct but connected parts, one to participate 
in business initiatives and the other to pro- 
vide technical support. Increasingly, organi- 
zations are geared to advance the business 
objectives of the company. IS can actually 
help companies absorb changes that are on 
the horizon, one consultant says. Because it 
has already weathered more tumult than 
most parts of the business, it is logical to en- 
vision IS helping to introduce organizational 
innovations. Stories begin on page 51. 


@ Downsizing on a grand scale is the 
goal at Eastman Kodak, which this month 
started a pilot project to test LAN-based al- 
ternatives to mainframe applications. 3Com 
LANs and OS/2 database servers are at the 
heart of the test. Page 1. 


@ You can insure your 
portable PC but not neces- 
sarily the data in it. As porta- 
ble storage options increase, 
insurers are wrestling with 
the question of how to put a 
value on information that is 
increasingly susceptible to 
theft. Page 100. 


@ More nontechnical ex- 
ecutives are taking over 
top IS management posi- 
tions, creating opportunities 
and problems. The managers 
may help IS gain a higher pro- 
file but may not be prepared 
to cope with a systems disas- 
ter. Other questions concern 
how IS will be treated in the 
competition for resources, 
how IS’ role will change under 
nontechnical management 
and how IS fits into the tradi- 
tional path to top manage- 
ment. Page 67. 


@ An IS visionary loses 
out in bid to succeed Dow 
Jones Chairman Warren Phil- 
lips. The firm promoted Peter 
R. Kann, publisher of The 
Wall Street Journal, to pres- 
ident, putting him in line for 
the top spot. William Dunn, 
head of Dow Jones’ profitable 
Information Services Group 
had been considered a leading 
contender for the job. Page 
a. 


@ Do you know how much 
your executive informa- 
tion system costs? A new 
study says development can 
cost more than $350,000, 
putting EIS out of reach of all 
but the richest companies. 
Page 46. 


@3-D graphics for 39 
cents. That’s what two Law 
rence Livermore National 
Laboratory designers have 
done in developing a system 
converts flat-screen 


that 


drawings into lifelike wire- 
frame models by incorporat- 
ing a pair of cardboard 3-D 
glasses. Page 31. 


@ Workstation wars turn 
to service, opening bargain- 
hunting options to buyers. 
Flexible maintenance fees as 
well as free training and in- 
stallation are just a couple of 
the incentives you can get. 
Page 31. 


@A multinational firm 
cites IBM distribution and 
support in choosing a net- 
work of IBM System/38s and 
AS/400s to replace a mish- 
mash of machines. Page 25. 


@ Real time is the key to 
Walgreen’s third-party billing 
network. A pharmacist can 
get approval for a patient’s 
prescription and payment 
terms within seconds of en- 
tering information at a termi- 
nal. Page 41. 


@ Rate cuts by long-dis- 
tance carriers forced tele- 
communications prices down 
1% between the first and sec- 
ond quarters of this year, the 
biggest decrease since the 
first quarter of 1987, accord- 
ing toasurvey. Page 41. 


@ Diving into technology, 
Cincinnati Milacron moves to 
seli IS services to manufac- 
turing customers — quite a 
move for a company that has 
bought most of its PCs within 
the last two years. Page 45. 


@ Computer Sciences 
bids for IS business, con- 
solidating its systems integra- 
tion and consulting groups 
into @ single -unit’ and hiring 
formet Andersen Consulting 
exec Melvyn E. Bergstein as 
senior vice-president. Page 
101. 
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The Best Database 
Now Comes With A 
Couple Of Extras. 


CA-DATACOM/DB is now supported’ 
by the technological and financial 
strengths.of Computer Associates: 


With its unique combination of c 
RDBMS facilities and unsurpassed pe 
DATACOM/DB has always been a superior database. 
Now, backed by our commitment to 
database investment, CA-DA’ 


ready for the future by giving SOL stipport 
woes . See 


OMPUTER 
SSOCIATES 


offware supe 





NEWS 


Quarterly income up for IBM 


BY NELL MARGOLIS 
CW STAFF 


ARMONK, N.Y. — IBM came 
roaring back from its lackluster 
first-quarter stumble last week 
with impressive second-quarter 
gains across all product lines and 
national boundaries. Even as 
they applauded the striking per- 
formance, however, industry ob- 
servers noted indications that an 
encore may not be easy. 

For its fiscal 1989 second 
quarter ended June 30, IBM re- 
ported net income of $1.3 billion, 
a 39% leap from $964 million 
logged in last year’s comparable 
quarter. Revenue was $15.2 bil- 
lion, up 9.4% from last year’s 
second-quarter revenue of 
$13.9 billion. 

“The revenue blew us away,” 
said David Wu, who follows IBM 
for S. G. Warburg & Co. “It was 
much higher than [Wall Street] 
expected.” 


The company was quick to 
point out, and analysts consis- 
tently confirmed, that the reve- 
nue numbers were depressed by 
unfavorable currency translation 
and otherwise would have ap- 
peared brighter still — indeed, 
would have marked a double-dig- 


Against the grain 
Although much of the industry 
paused, IBM's sales were healthy 
this quarter 


SOURCE: IBM (CW CHART: DOREEN DAHLE 





TP monitor issue stands 
in way of SAA linkup 


BY STANLEY GIBSON 
CW STAFF 


While the Systems Application 
Architecture (SAA) promise of a 
common application environ- 
ment across disparate IBM plat- 
forms continues to loom brightly 
on the horizon, obstacles to ar- 
riving there remain, including 
the lack of a common SAA tele- 
processing monitor. 

“Tt’s something we’ re consid- 
ering,” an IBM spokesman said, 


adding that the firm recognizes 
that SAA needs a general-pur- 
pose teleprocessing monitor. 

Some developers have specu- 
lated that CICS may fill that role. 
IBM has refrained from includ- 
ing CICS under SAA. However, 
the IBM spokesman said that 
IBM is “looking into” moving 
CICS to the Application Sys- 
tem/400. 

Currently, developers have to 
take into account different tele- 
processing monitors in different 


it rise of approximately 12.5% 
worldwide after several years of 
underwhelming increases or 
even decreases. 

However, the 39% net in- 
come surge would have been 
whittled down to a single-digit 
figure — approximately 8% — 
had extraordinary items been re- 
moved, analysts said. 

“Therein lies the problem,” 
said Bob Djurdjevic, president of 
Phoenix-based market research 
firm Annex Research. ‘Overall, 
especially in the U.S., this looks 
very impressive. But there are 
problems.” 

Weighing in heavily on the im- 
pressive side was that IBM could 
attribute its swelling revenue to 
every one of its product and ser- 
vice offerings, Wu said. ‘“PS/2 
sales grew close to 40%, both in 
the U.S. and worldwide,” he not- 
ed. The Application System/400 
proved a strong midrange com- 
petitor and contributor to IBM’s 


IBM environments, which can 
slow development and hinder 
portability of applications — a 
goal of SAA. 

Under MVS, TSO, CICS and 
IMS/DC are supported. 
Under VM, VM/CMS is 
supported. CICS is of- 
fered under OS/2 Ex- 
tended Edition. The 
OS/400 operating sys- 
tem is interactive but 
does not include a teleprocessing 
monitor as such. 

As « result, developers must 
write applications differently 
when writing an SAA applica- 
tion, noted Brian Cohen, head of 
development at Management 
Science America, Inc. in Atlanta. 

“There is a missing link with 


Users forcing PL/1 under umbrella 


BY STANLEY GIBSON 
CW STAFF 


SAN JOSE, Calif. — Carrying 
through on its promise to alter 
its Systems Application Archi- 
tecture to satisfy what it called 
user demands, IBM will add 
PL/1 to the list of SAA languages 
later this year. 

“We're working very hard to 
add PL/1 to SAA this year,”’ said 
Millie Clarke, manager of lan- 
guage products at IBM’s Santa 
Teresa Laboratory. Her com- 
ments came at a press briefing 
on languages held last week at 
the lab, located here. 

IBM suggested further ex- 
pansions of SAA could be in the 
offing as well, including the addi- 
tion of Pascal and Inspect, IBM’s 
interactive debugger. 

“Our customers have been 
telling us for some time that they 
want PL/1 to become part of 


4 


SAA,” said Al Kennedy, PL/1 
product manager. He said Euro- 
pean customers in particular 
who have PL/1 applications on 
370-architecture mainframes 
want to put those applications on 
distributed Application Sys- 
tem/400 systems. 

To do so, a version of PL/1 for 
the AS/400, an SAA platform, 
would be needed. 

However, George Schussel, 
president of Digital Consulting 
Associates, Inc. in Andover, 
Mass., asserted that the PL/1 
user base is only about 1.5% of 
IBM users. 

At the briefing, IBM lan- 
guage-develoment officials also 
said Pascal, which currently runs 
across all SAA platforms — 
MVS, VM, OS/400 and OS/2 Ex- 
tended Edition — could be added 
to SAA as well. 

However, John Birch, corpo- 
rate vice-president at McCor- 


mack & Dodge Corp., said most 
users and developers prefer C to 
Pascal. Schussel, however, sug- 
gested that the widespread use 
of Pascal among college students 
and personal computer users in- 
dicates future demand for it will 
be strong. 

Bev Moncrieff, IBM product 
manager for scientific language 
products, also noted that IBM 
currently maintains the same 
version of Pascal across all SAA 
platforms as well as AIX, IBM’s 
version of Unix. She said this is 
always IBM’s practice when de- 
veloping a language. 

IBM officials pointed out that 
C, Fortran and Cobol exist in 
common versions across all SAA 
platforms and AIX. By maintain- 
ing common definitions across all 
platforms, IBM allows little-rec- 
ognized portability from the SAA 
world to the Unix world. 

IBM, however, continued to 
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quarterly bottom line, he added. 

Also significant, Wu said, is 
the second-quarter revenue 
stream’s evidence that IBM 
“has found a way of slowing Am- 
dahl.” Moreover, he added, 
while IBM appears to owe its re- 
surgence of might in its ongoing 
price war with mainframe rival 
Amdahl Corp. largely to clever 
deployment of an arsenal of indi- 
rect pricing deals, ‘‘if they gave 
the store away, you certainly 
couldn’t see it in the [second- 
quarter] margins.” 

However, there were areas of 
concern to analysts. Software, 
which in recent years was good 
for a growth rate in excess of 
20%, this time climbed a mere 
6% higher than last year’s sec- 
ond quarter and actually declined 
from the first quarter. 

On the hardware side, Wu 
said, in view of emerging cus- 
tomer complaints about conver- 
sion and support problems, 
“there’s some question as to 
how helpful the AS/400 is going 
to be over the next several quar- 
ters.” 


the AS/400 TP monitor,”’ Cohen 
said. To get around the problem 
for now, MSA is writing all host 
calls to use LU6.2, which can 
communicate with both CICS 
and the AS/400. 

Developers such as 
Cohen are waiting for the 
advent of the SAA Com- 
mon Programming Inter- 
face for Communications 
(CPI-C), which may in- 
clude a teleprocessing monitor. 
IBM has said only that LU6.2 
will be compatible with the CPI- 
C and that users and developers 
should work with LU6.2 until 
CPI-C is specified. 

“CPI-C could be the glue that 
holds the monitors together,” 
Cohen said. 


stick to its line of not including 
AIX within SAA because of dif- 
ferences in communications pro- 
tocols and user interfaces. 

IBM officials made other an- 
nouncements last week: 
e Inspect, currently available for 
IBM’s C/370 language and PL/1, 
will be brought to other IBM 
platforms. Kennedy said IBM is 
currently working to put Inspect 
on the AS/400. 
e IBM plans to create a version 
of Cross System Product (CSP) 
that generates Cobol. IBM is 
known to be working with 
Transform Logic Corp. in 
Scottsdale, Ariz., to develop a 
successor to CSP that will gener- 
ate Cobol. 
e Clarke reaffirmed RPG’s sta- 
tus as a full SAA language. Sup- 
port for RPG was announced 
with the AS/400 processor in 
June 1988. Clark also said that a 
two-year development time 
frame remains reasonable for 
RPG and indicated that an an- 
nouncement could come within 
the next year. 
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RISC may hold key 
to AT&T mini plan 


BY PATRICIA KEEFE 
CW STAFF 


NEW YORK — AT&T Comput- 
er Systems told analysts last 
week to expect additional offer- 
ings in its 3B2 line during the 
next 18 months and confirmed 
reports that it will produce a re- 
duced instruction set compu- 
ting (RISC)-based minicomputer 
next year. 

James Clark, AT&T’s vice- 
president of minicomputers and 
high-performance systems, told 
one analyst that AT&T may 
make some “‘fairly significant” 
3B2-related announcements in 
the next two months. 

Analysts said the statements 
presage a broader move by 


AT&T into RISC, one they ex- 
pect will eventually make up the 
bulk of the 3B2 line. 

“Clark said to expect more 
changes in their minis in the next 
two years than [we have seen] in 
the last 10,” said Paris Burstyn, 
an analyst at Business Research 
Group in Newton, Mass. 

These comments were played 
against the backdrop of a 
stripped-down vision of AT&T’s 
role in the computer market. 
Just five years ago, it was widely 
anticipated that AT&T would 
lock horns with IBM in a duel of 
the titans for the Fortune 1,000. 

Instead, AT&T acknowl- 
edged last week that it cannot 
conquer the computer world, 
saying it now plans to focus its 


ws 


resources on specific vertical 
markets, bolstered by a stream- 
lined product family and precon- 
figured systems. 

Analysts supported the re- 
vised plans as a more realistic ap- 
proach to the computer market. 
“Tt shows they are getting their 
act together,” said Richard Vil- 
lars, an analyst at International 
Data Corp. (IDC). 

What were uniformly de- 
scribed as blatant hints about 
plans to move to another proces- 
sor platform also earned points 
for AT&T. “They were very 
clear that RISC was integral to 
their strategy,” said IDC analyst 
Maggie Konner. 

“We are working toward a 
RISC-based architecture,” con- 
firrned AT&T spokesman Barry 
Campbell. 

The picture sketched by ana- 
lysts has the low end of the 3B2 
line — Models 310, 400 and 
500, which now overlap in part 
with its own Intel Corp. 80386- 
based servers introduced last 


BBN super attracts specialty shops 


"BY ROSEMARY HAMILTC ROSEMARY HAMILTON 
CW STAFF 


CAMBRIDGE, Mass. — BBN 
Advanced Computers, Inc. last 
week became the latest compa- 
ny to target commercial users 
with a supercomputer-class ma- 
chine. 

But chances are its TC2000, 
which will be offered as a 
$350,000 minisuper that can be 


BBN’s TC2000 supercomputer ; 


configured up to a $13 million 
machine with 504 processors, 
will initially catch the attention 
of highly specialized technical us- 
ers instead of finding a place in 
the typical information systems 
shop 


The Bolt Beranek and New- 
man, Inc. subsidiary said the sys- 
tem boasts a fully configured rat- 
ing of 9.6K million instructions 
per second, and three sales have 
already been made to select 
technical users. The customers 
are the U.S. Navy’s Naval Un- 
derwater Systems Center, Lit- 
ton Industrial Automation Sys- 
tems, Inc.’s Integrated Auto- 
mation Division and Argonne 
National Laboratories. 

The Data Systems Division of 


General Dynamics Corp. is cur- 
rently evaluating the TC2000 
but not for its heavy-duty perfor- 
mance rating, according to John 
Taylor, a senior engineering 
specialist. Taylor said the sys- 
tem could be suitable for a real- 
time flight-simulation project 
there. 

“It’s a pretty significant sys- 
tem, but we won’t immediately 
see a rapid ramp-up in sales,” 
said Stephan 
Yost, an analyst 
at Labe Simpson 
& Co. “It’s really 
designed for ap- 
plications _ that 
don’t exist yet, 
like very large- 
scale database 
processing.” 

BBN  Advan- 
ced Computers 
could use a big hit 
with this system, 
Yost added. Its 
parent company 
reported a losing 
quarter for the 
year’s first three 
months. Yost said the poor per- 
formance actually has more to do 
with the company’s communica- 
tions division and not the com- 
puter-system subsidiary. It has 
made a respectable showing in 
technical and scientific markets 
with earlier Butterfly systems 
based on the Motorola, Inc. 
68000 series of chips. 

The new system is BBN’s 
first move into reduced instruc- 
tion set computing territory; it 
uses Motorola’s 88000 chip and 
can be expanded to accommo- 
date up to 504 of those proces- 
sors. Such a system would cost 
$13 million, and BBN noted it 
had not received any orders for 
that configuration yet. A typical 
configuration would be in the 16- 


to 232-processor range. The 
$350,000 entry-level system in- 
cludes eight processors. 

BBN argues that it stands a 
good chance of scoring big with 
the TC2000 because technical 
applications are available now 
and more commercially oriented 
applications are on the way. The 
firm, for instance, has had a deal 
cooking with Oracle Corp. that 
would put the Oracle database 
management system on the BBN 
platform. No availability date has 
been indicated yet. 

At the same time, BBN itself 
is making a bigger push for the 
technical market. It has fine- 
tuned the system for time-criti- 
cal applications by offering both 
a Unix implementation as well as 
a real-time operating system. In 
addition, it will use direct sales 
for this market while planning to 
team up with resellers or soft- 
ware partners to go after com- 
mercial business. 


week -— being phased out, while 
the now high-end 3B2 1000 will 
function as the low end of a new 
line based on two RISC chips. 
That picture, Campbell said, 
“is not terribly far off the mark.” 
He stressed that low-end 3B2s 
will not go away in the near 
term, adding that those models 
were still viable for users who re- 
quire a Unix-only server. 
Still unclear is which RISC 
chip AT&T will support. 
Analysts speculate that 
AT&T will support two RISC 
chips. Clark, according to Kon- 
ner, said ‘“‘not to take [any] one 
thing that we do too seriously; 
we're likely to develop with 
more than one architecture.” 
AT&T has a relationship with 
Sun Microsystems, Inc., but 


Sun’s Scalable Processor Archi- 
tecture (Sparc) is considered by 
some to be unsuitable for larger 
systems. 

“Rumors are persistent that 
what AT&T comes out with 
won’t be Sparc,” said Andrew 
Allison, editor of ‘“Risc Manage- 
ment” newsletter, based in Los 
Altos, Calif. “I really think it 
would be a mistake on AT&T’s 
part to try ... a Sparc-based 
product, and I think they realize 
that.” 

However, AT&T has also al- 
lied recently with Intel, which is 
also promoting a RISC chip. 
That alliance resulted in the an- 
nouncement last week of a range 
of 386-based boxes positioned as 
high-end networked computers 
and Unix-based file servers. 





Silicon Valley’s first super 
takes a ‘moderate’ approach 


BY JAMES DALY 
CW STAFF 


MOUNTAIN VIEW, Calif. — 
The first supercomputer to 
come out of Silicon Valley 
emerged last week with the ar- 
rival of an Evans & Sutherland 
Computer Corp. model designed 
to make the powerful machines 
more affordable to users and 
more amenable to new classes of 
applications. 

Officials from the company 
said they hope the ES-1 super- 
computer will carve out a niche 
through its “moderately” paral- 
lel architecture, wherein the ma- 
chine’s eight processors can ei- 
ther be used together to solve 
complex problems or shared by 
multiple users. 

The ES-1 is capable of pro- 
cessing up to 1.6 billion instruc- 
tions per second and will sell for 
between $2 million and $8 mil- 
lion when it becomes available 
later this quarter, the firm said. 

Evans & Sutherland spent 
nearly three years and $30 mil- 
lion crafting the ES-1, including 


Processor aid debut 


oncurrent Computer Corp. last week announced a 
new software tool, due this fall, to assist in transform- 
ing Fortran applications written for a single processor 
to run in parallel on multiple processors. 

Previously, transforming software for parallel pro- 
cessors was largely a manual task, requiring programmers to 
pore over code looking for places in which parallelism could be 
ee 
ent parallelism, the Environment for Sequential-to-Parallel 
Processing, or E/SP, goes beyond that to fine-tune applications 


licati 
E/SP was designed for use with Concurrent’s 3200 family of 


systems, its OS/32 proprietary 


multiprocessor 
tem and Fortran VII compiler 
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operating sys- 


compiler. Pricing starts at $17,500. 


AMY CORTESE 


setting up a division here to ex- 
ploit the local design talent. Until 
last week, the Salt Lake City- 
based firm specialized in comput- 
er graphics applications, includ- 
ing sophisticated flight simulat- 
ors used in pilot training. 

The move comes at a particu- 
larly uncertain time for the em- 
battled U.S. supercomputer in- 
dustry. While the machines 
continue to draw enthusiastic 
support in every area from 
weather forecasting to military 
strategizing, domestic manufac- 
turers are facing stiff pressure 
from Japanese companies that 
promise speedier price/perfor- 
mance alternatives. 

Evans & Sutherland officials 
said they hope the ES-1 can in- 
vigorate the industry and expand 
the market for the commercial 
use of supercomputers. 


Easier, please 
“Supercomputers need to be 
much easier to use if we’re going 
to achieve the growth rates we 
hope for,” said Jean-Yves Le- 
clerc, president of the compa- 
ny’s computer division. 

Company officials said that to 
help achieve this goal, the ES-1 
runs on an enhanced version of 
Unix, allowing users to modify 
and fine-tune programs while 
the system is running. 

Already being counted among 
the believers is Oliver McBryan, 
director of the Center for Ap- 
plied Parallel Processing at the 
University of Colorado. McBry- 
an said he hopes to exploit the 
ES-1’s parallel processing abili- 
ties to alleviate the serial bottle- 
necks that weaken his center’s 
computational strength. Paralle! 
processing, he said, “‘offers the 
only hope of getting around that 
in the next five to 10 years.” 

So far, Evans & Sutherland 
has two orders for the ES-1: one 
from its Japanese distributor Ri- 
kei Corp. and one from Brigham 
Young University. 
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Dow Jones 


CONTINUED FROM PAGE 1 


In a place in which the powerful Jour- 
nal had always been the spawning ground 
for the chairmanship, it was considered 
remarkable that Dunn, coming from the 
IS Group without an editorial back- 
ground, could be a serious candidate. But 
when the dust settled, tradition held and 
Dunn was the odd man out. 

The announcement put an end to the 
internal debate about who would succeed 
Phillips when he retires. Although the an- 
nouncement 
made no formal 
mention of suc- 
cession and Phil- 
lips, at 63, claims 
he has no immi- 
nent plans for re- 
tirement, it is 
clear that Kann 
won out over 
Dunn in_ the 
search for a fu- 
ture successor. 

In fact, Phillips 
denied that it was a contest between Kann 
and Dunn, blaming such speculation on 
“people’s need to cast things in the image 
of a horse race. I don’t doit that way.” 

Phillips named Dunn chairman of the 
IS Group and announced that Dunn will 
spend the next 18 months focused on 
long-range plans and projects. At 53, 
Dunn is unlikely to remain at the company 
until 1991. 

“Dunn is likely to get scooped up by 
another company,” said Ken Noble, an 
analyst for Paine Webber, Inc. who fol- 
lows Dow Jones. “‘He is still young enough 
to get an opportunity to go to the top spot 
somewhere else.”’ 

Dunn, who took the nascent IS Group 
from its beginnings in 1980 to a nearly 
$200 million business unit, refused to 
comment on the announcement. But his 
immediate reaction makes it clear that he 


CORRECTIONS 


Due to an editing error, the last two para- 
graphs were cut from a recent Training 
column [CW, July 10]. The paragraphs 
completed a description of a chart accom- 
panying the column. The missing para- 
graphs read as follows: 

In the third year we need major up- 
grades or introduction of new courses at a 
cost of 70% of the first-year expenses. 
Costs also rise for the purchase option be- 
cause it may be necessary to buy new in- 
structor manuals. 

Years four, five and six repeat the cy- 
cle. Over the long term, it is more cost-ef- 
fective to purchase than to develop. 


An error in a letter to the editor from 
Robert J. Sywolski, chairman and chief 
executive officer of CAP Gemini America, 
resulted in understating the size of 
his company [CW, July 17]. The letter 
should have read: “As the CEO of a 
$200,000,000/year professional services 


Inthe Product Spotlight chart on relation- 
al microcomputer DBMS [CW, June 19], 
the prices for The Small Computer Co.’s 
Filepro Plus 3.0 were runtime prices 
only. The full development price for DOS 
is $990. The network has a price tag of 
$1,495. 
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was more than miffed at being over- 
looked. He had made it clear in a previous 
interview [CW, Jan. 30] that he had ac- 
crued enough wealth from bonuses over 
the years to retire ‘‘and wander in the de- 
sert near Santa Fe in a white robe.”” Now 
that the road to the top has been effec- 
tively blocked, Dunn may indeed seek his 
white robe. 


No big surprise 

Still, those who follow Dow Jones believe 
Dunn should hardly be surprised at the 
choice of Kann. The company’s chairmen 
have always risen from the editorial ranks 
of The Wall Street Journal. Despite flat- 
tened revenue and profits from the Jour- 
nal in the past five years, the Journal 
“fs still dominant within the company,” 


according to Noble. “‘And as long as it re- 
mains dominant, that’s where the chair- 
man will come from.” 

Carl Valenti, president of the IS Group 
and Dunn’s successor as head of that op- 
eration, called Dunn “‘a great leader and 
visionary. We are saddened that Bill has 
decided to retire. This is a loss for us. He 
put us in the position we’re in today.” 

Valenti pointed out that Dunn and his 
top managers within IS have been togeth- 
er for more than 25 years at Dow Jones. 
“My hope is that something will change 
over the next year and a half and he won’t 
leave,” Valenti said. However, he insisted 
that the road to the top at Dow Jones is 
not blocked to anyone from outside the 
Journal. 


more promotions and movement from the 
IS Group; he was promoted last week to 
senior vice-president of Dow Jones. He 
admits that while virtually all of the com- 
pany’s growth has come from IS in recent 
years and the print side of the house has 
been flat, ‘remember that for years we 
were supported and allowed to develop by 
the Journal. We owe a lot to the print 
side. I see the electronic and print side 
growing side by side. I believe the top po- 
sition is open no matter whether you 
come from IS or news.” 

Phillips said that he would like to see 
Dunn stay with Dow Jones beyond his re- 
tirement date. ‘Whether he can be per- 
suaded to change his mind, I don’t know,” 
Phillips said. “He has indicated other- 
wise 


Valenti added that he expects to see ise.” 
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NEWS SHORTS 


Microsoft, HP see Apple losing 

AUS. District Court judge ruled Friday that only certain icons 
and the overlapping windows feature of Microsoft Corp.’s Win- 
dows 2.03 and Hewlett-Packard Co.’s New Wave may be sub- 
ject to Apple Computer, Inc.’s infringement claims. The initial 
order by Judge William W. Schwarzer limited the case to less 
than a dozen of the nearly 200 points of similarity that Apple 
had contended infringed upon the Macintosh user interface. 
Microsoft and HP attorneys claimed after the hearing that the 
remaining windows and icon features are either not copyright- 
ed by Apple or are under copyrights that were fraudulently ob- 
tained. “‘At this point, the case is virtually over,” said HP co- 


IBM turns up service fees 

Another across-the-board service price hike was issued by 
IBM late last Friday. All maintenance charges will increase by 
3%, with the exception of those maintenance fees that had 
some sort of pricing action on or after April 18. Also excluded 
are a few select pieces of equipment such as the Personal Sys- 


Hacker given ‘stiff’ sentence 

Kevin David Mitnick was given the “‘stiffest sentence a hacker 
has received” last week, the U.S. Justice Department said, af- 
ter he was sentenced to a one-year prison term, six months in a 
residential treatment program and three years of probation for 
the possession of Digital Equipment Corp. security codes. Mit- 
nick had begun cooperating with the U.S. attorney in a case 
against Leonard Di Cicco, who is expected to plead guilty to- 
day, according to the U.S. attorney’s office. 


Renegades settle with Andersen 
Asettlement was announced last week between Arthur Ander- 
sen & Co., Saatchi & Saatchi Co., PLC and six former Ander- 
sen partners who formed The Information Consulting Group in 
Chicago last year. Andersen said all parties had agreed to “‘put 
torest all controversy . . .” and dismiss pending suits. 


AT&T profits soar 

Citing gains in the white-hot long-distance market and aggres- 
sive cost controls, AT&T last week reported record quarterly 
profits of $699 million, an 18% gain over the same period last 
year, een a cee npeeeienetnnetent te 


incorporate Microsystems, Inc.’s scalable font technology 
nireTtucteoev, Release 4.0. 


Data General inks Unix-RISC pacts 
Fifteen software developers agreed to port applications to 
Data General Corp.’s Aviion family of reduced instruction set 
computing-based Unix workstations. The joint marketing 
agreements include fourth-generation language developers 
—— Corp., Informix Software, Inc. and Relational Technol- 
ogy, Inc. 


MCA version of Vines due 

Banyan Systems, Inc. last week announced an IBM Micro 
Channel Architecture version of its Vines/386 network operat- 
ing system. Available in August, it reportedly will enable a wid- 
er variety of platforms to be certified for use as Vines network 
servers. 


MAI revises offer for Prime 

MAI Basic Four, Inc. last week offered $600 million for 
Prime’s minicomputer business, leaving on the table the CAD/ 
CAM business Prime purchased from Computervision Corp. 
Meanwhile, the proxy battle MAI is waging for control of that 
same board is still on schedule for the Prime annual meeting 
later this week. 
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Refac to press spreadsheet patent 


BY DOUGLAS BARNEY 
CW STAFF 


Visicalc co-developer Dan Brick- 
lin always said that if he had got- 
ten a patent on the spreadsheet, 
he would be a very rich man. Un- 
fortunately, his lawyer pooh- 
poohed the idea, and Bricklin, 
while comfortable, has not joined 
the jet set. 

But Refac International Ltd. 
of New York was not swayed; it 
obtained a patent that reported- 
ly covers much of the spread- 
sheet technology. The patent — 
filed in 1970, some 10 years be- 
fore the advent of Visicalc — 
was not awarded until 1983. 

Refac is poised to go after the 
bulk of spreadsheet makers that 
appear to infringe on its patent, 
including Lotus Development 
Corp., Microsoft Corp., Ashton- 
Tate Corp., Wordperfect Corp. 
and Borland International, Inc., 
Refac officials said. 

Refac may seek up to 5% roy- 
alties, said Refac general patent 
counsel David Fink. Potentially 
infringing companies have yet to 
be notified of the alleged viola- 
tions. Notification should begin 
next week, and those that refuse 
to ante up could find themselves 
in court, Fink said. Lotus de- 
clined to comment, saying it has 
not been contacted by Refac. 

Refac, in business since 1952, 
specializes in licensing intellec- 
tual property and has annual 
sales of $11 million. It obtained 
the spreadsheet patent from 
Forward Reference Systems 
Ltd., a Canadian software firm 
that reportedly pioneered many 
concepts used in electronic 
spreadsheets. 





Ironically, both Lotus and 
Ashton-Tate are pressing cases 
that claim other firms violate 
their copyrights because the 
products look and feel too much 
like the originals. Copyright law 
generally applies to the look or 
creative aspects of a product. 
Patents, however, apply to the 
very workings of a product, 
which are often invisible. 

The patent also covers “‘so- 
phisticated computations 
generally carried out by main- 
frame computers designed for 
highly complex problems.” Like 
a spreadsheet, a sophisticated 
computer can break up informa- 
tion and handle it out of order, 
Fink said. This notion forms 
much of the basis of this patent. 

Many lament the chilling ef- 
fects that patent and copyright 
infringement cases have on soft- 


ware development. Critics have 
charged that such cases not only 
limit the creativity of developers 
but also make smaller develop- 
ers unnecessarily fearful. Brick- 
lin himself is opposed to the 
abuse of copyright and patent 
law. “Users should be upset be- 
cause it is going to harm innova- 
tion and standardization,” Brick- 
lin said. He is especially con- 
cerned about firms that buy 
patents for the purposes of li- 
censing. “The people that are 
doing it have nothing to do with 
innovation,” Bricklin said. 

“Most of the people that 
voice the strongest resistance to 
paying for patents go to work in 
limos,” Fink said. ““They want a 
free ride.” Perhaps most dis- 
turbing is the aspect of patent 
law that prevents the use of of- 
fending products. 


Exec prescribes change at firm 


FORT LEE, NJ. — On-Line 
Software International, Inc. 
founder Jack Berdy plans on run- 
ning the company electronically 
from long-distance — 
while cracking the 
books as a first-year 
medical student. 

With the company 
en route to profitabili- 
ty, Berdy last week 
retooled top manage- 
ment, _ relinquishing 
the titles of president 
and chief operating of- 
ficer to turnaround consultant 
Peter Boni. 

The 42-year-old Berdy, who 
will remain chairman and chief 


executive officer, said he will at- 
tend George Washington Uni- 
versity in Washington, D.C., be- 
ginning in August and guide the 
compauy’s strategic 
direction via the com- 
pany’s electronic-mail 
# system. 

“T’m tied into the 
company’s electronic- 
mail system and I run 
the company half the 
time by electronic- 


On-Line’sBerdy mail right now,” 


Berdy said. 

The 43-year-old Boni has 
spent the previous three years 
as an interim executive for finan- 
cially troubled firms. 


Fire group douses proposed standard 


BY ELLIS BOOKER 
CW STAFF 


The National Fire Protection 
Association (NFPA) last week 
backed away from a plan to in- 
crease the fireproofing require- 
ment on cables found in comput- 


. er rooms as part of an expanded 


safety standard for data commu- 
nications wires in building air 
spaces. 

The association, whose 
guidelines are often adopted by 
many local regulatory agencies, 
had planned to stiffen require- 
ments next month. However, 
under pressure from within its 
own membership, the standard, 
which could have substantially 
raised the cost of building com- 
puter centers, has been modified 
to exempt raised computer floor 
installations. 

At issue was a proposed revi- 
sion to NFPA’s Code 90A that 
would have treated the spaces 
under raised computer room 
floors as plenum air spaces and 
thus subjected them to existing 
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NFPA standards for such areas. 
Those standards call for the use 
of Teflon-coated cable or steel 
conduit pipe for uncoated cables. 

According to Richard Bielen, 
a senior fire protection engineer 
at NFPA familiar with the de- 
bate, NFPA’s HVAC (heating, 
ventilation and air-conditioning) 
Committee had pushed the mod- 
ification, over which it has juris- 
diction. Nevertheless, two other 
NFPA committees, both of 
which oversee aspects of com- 
puter center guidelines, filed 
complaints. Both committees ar- 
gued that raised computer floors 
should not be defined as plenum 
air spaces. 

Other complaints were filed 
by Du Pont Co., Prime Comput- 
er, Inc. and longtime NFPA 
member the Computer and Busi- 
ness Equipment Manufacturers 
Association (CBEMA). 

CBEMA’s recommendation 
was accepted by the NFPA 
board last week. 

Even if NFPA had adopted 
the proposed revision, it would 


not automatically have changed 
the practice of building comput- 
er centers. NFPA is a nonprofit, 
voluntary organization, and its 
260 standards, which include the 
National Electrical Code, are 
only guidelines for its 50,000 lo- 
cal and state fire authority mem- 
bers, who are not legally bound 
to follow the NFPA’s lead. 

In fact, a number of states and 
municipalities already have some 
kind of data cable fire code re- 
quirements for air plenums, in- 
cluding those under computer 
room floors. In Chicago, for ex- 
ample, the building code speci- 
fies that all cable in air plenums 
must be inside a conduit. 

Prices for Teflon-coated ca- 
ble are much higher than PVC- 
sheathed cable, a worry to those 
who fought the NFPA rule 
change. For example, at Nation- 
al Electric Cable, Inc. in Elk 
Grove Village, Ill., the Teflon- 
coated cable used for an IBM 
3270 network is $600 per 1,000 
ft, while the PVC type is just $92 
per 1,000 ft. 
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What number does The Hartford 
call for application development 
productivity insurance? 


1-800-345-DBMS. 


jt years ago, The 
Hartford's Group Life & 
Health Insurance Operation 
decided to modernize 39 
company-critical information 
systems. They selected 
Oracle Corporation. Why? 
Because Oracle promised 
tools that would enable them 
to quickly develop applica- 
tions with customizable user 
interfaces, non-procedurally. 
Because Oracle promised 
to become the world’s largest 
relational DBMS company. 
Because Oracle set out 
to be the number one soft- 
ware company in customer 
satisfaction. 
Oracle delivered it all. 


“ORACLE? tools 
increased our 
productivity 300% over 
other application 
development tools.” 


Jim Bosco, Project Manager 
The Hartford Insurance Group 


“With SQL*Forms® 
and ORACLE, 
we've developed over 
one-thousand interactive 
screens, without 
writing a single line 
of procedural 
language code.” 


Dave Annis, Assistant V.P. 
The Hartford Insurance Group 


Dave Annis 


And today, over 50,000 
customers have used Oracle 
tools to build powerful, world- 
class applications. Applica- 
tions that run on everything 
from an IBM PC to a Sun 
workstation to a DEC VAX to 
an IBM mainframe. 


Get your own 
productivity insurance 


Reserve a seat in the next 
free Oracle data management 
conference in your area. Find 
out how Oracle’s CASE and 
application tools can instantly 
improve your company’s 
productivity. To insure your- 
self a reservation, call today. 
Conference seating is limited. 
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IBM’s OSI: How openis it? 


First system may not work with other vendors’ OSI products 


BY ELISABETH HORWITT 
CW STAFF 


WHITE PLAINS, N.Y. — IBM's first 
concrete commitment to the Open Sys- 
tems Interconnect standard may not be so 
open after all. 

The vendor’s OSI Communications 
Subsystem, which promises to allow us- 
ers to manage their OSI networks via 
Netview, will be unable to interoperate 
effectively with many other vendors’ OSI- 
compliant products unless it gets a major 
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overhaul before its official release date 
next spring. 

Fortunately for IBM’s customers, the 
computer giant has hinted that it may 
bring its product back into the OSI main- 
stream by the March 1990 commercial 
release date. 

The subsystem, announced last Sep- 
tember, only supports OSI network man- 
agement as defined by the Manufacturing 
Automation Protocol (MAP) Version 3.0, 
according to Michael Gering, a develop- 
ment programmer at IBM’s architecture 
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development group in Raleigh, N.C. This 
could prevent the subsystem, and there- 
fore Netview users, from interoperating 
with products from such vendors as Digi- 
tal Equipment Corp., AT&T and Hewilett- 
Packard Co., whose products will support 
subsequent versions of the International 
Standards Organization (ISO) network 
management protocols. 

IBM chose toincorporate the MAP 3.0 
version rather than the ISO’s specifica- 
tions because at the time, “‘only MAP had 
defined the details of protocols far enough 
to enable two systems to communicate 
for management,” Gering said. 

The earliest that the ISO’s version 
could become stable is this fall, when the 
organization is due to vote on whether to 
make the current specifications an inter- 


“Our policy is 24 hour turnaround on customer 


claims. Thanks to Siemens 


“Members insurance Group.is a 
growing firm that provides 


rapidly 
property, casualty and life 
insurance to more than 270,000 


policy holders throughout Texas, 
Oklahoma 


and New Mexico. 
in an industry dominated by 
Fortune 1000 ies, we've 
“staked our claim” in the 


existing impact printers. The 
solution was Clear. . . laser 
technology. Unfortunately our 
choice of another leading 
vendor resulted in disaster. 
Downtime disrupted our entire 
cycie of operations. . .no 
matter what repairs were made. 


As Vice President of Corporate 


Information Systems | was 


with resolving the 
probiem. So | turned to Siemens. 
We installed a Siemens 2300 
Model 2 taser printer, and since 
then... we've had uptime all 
the time. 


Today, our Siemens printer 
produces 1 milfion feet of output 
every month. We never miss a 
production window. And best of 
all, with Siemens advanced 
features we were able to reduce 
nightly print time by 3 hours and 
increase productivity beyond our 
greatest ions. That's 
what | call reliability. 

24 hour turnaround? Thanks 
to the Printer Professionals. . . 
we're covered.” 
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laser printing 
systems 


Systems 
240 East Palais Road 
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Vice President 

Corporate Information Systems 
Members insurance Group 
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national standard. 

The MAP/TOP Users Group based 
MAP 3.0 network management protocols 
on one of the earlier versions of the ISO’s 
OSI specifications, which have had a num- 
ber of technical changes since then, Ger- 
ing said. Like IBM, the MAP/TOP Users 
Group did not want to wait around for the 
ISO to define a formal OSI standard. 

“The MAP/TOP approach is com- 
pletely OSI-compatible”’ but not the same 
as the latest ISO version of OSI, said Mi- 
chael Kaminski, General Motors Corp.’s 

of communications/MAP. The 
MAP/TOP Users Group “‘drove a stake in 
the ground” with MAP 3.0, freezing the 
protocol for six years in response to ven- 
dors’ requests for stable protocols, Ka- 
minski said. GM “would consider using 
the IBM Communications Subsystem,” 
he added. 

The problem for IBM, and for vendors 
and users at large, is that too many stan- 
dards bodies are coming up with their own 


|| unique versions of OSI network manage- 


ment. In addition to the ISO and the MAP/ 
TOP Users Group, there is the European 
standards body SPAG and the OSI Net- 
work Management Forum. 

“We will implement whatever the 
market requires, so if that means multiple 
versions, we will implement them,” Ger- 
ing said. “The Communications Subsys- 
tem ships next March, and a lot of things 
could happen by then.” 


Buyer found for 


| CDC education, 


training units 


MINNEAPOLIS — When Control Data 
Corp. founder William C. Norris pioneer- 
ed the idea of using computers as an inter- 
active educational tool 25 years ago, his 
was a visionary concept full of 1960s- 
style optimism. 

Last week, however, CDC said it had 
found a buyer for Plato and several other 
parts of its training and education busi- 
ness. The sale is the latest in a series for 
CDC, which has spent the better part of 
the year realigning its market strategy 
and methodically selling off parts of its 
business. 


CDC said it had reached preliminary 
agreement with William R. Roach & As- 
sociates in Chicago to form a new training 
and education company in which it will re- 
tain an unspecified, minority interest. 


fered the computer-based remedial cur- 
riculum for kindergarten through 12th 
grades since 1975. 

e Plato Professional Testing & Certifica- 
tion Services, with 66 testing and certifi- 
cation centers throughout the U.S. 

e Industrial Training. 

e Aviation Training. 

eGovernment Training and Education 
Services 


Terms of the agreement, expected to 
be completed in August, were not dis- 
closed. CDC, however, estimated the ini- 
tial revenue of the new education unit at 
$50 million. 
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PUFA! 


Its About Time! 


PDSEAST Is About Time 
and Money Saved by 1 Out of Every 3 
MVS Users in the Following Critical Areas. 


@ DASD/SPACE Management-PDSFAST interfaces 
transparently with all existing DASD Management 
systems, reclaiming more space and saving up to 90% 
of the time and resources used. SPEAK TO ANY OF 
THE OVER 4,500 CONTRACTED PDSFAST USERS 
WHO, COMBINED, HAVE VIRTUALLY EVERY MAJOR 
DASD MANAGEMENT SYSTEM AVAILABLE, AND THEY 
WILL TELL YOU “No DASD management configura- 
tion is complete without PDSFAST.” 


@ CICS/DATABASE Libraries — PDSFAST copies and 
compresses CICS and Database libraries in a fraction 
of the time presently used. Typical elapsed time for a 
copy or compress of screen libraries, and other similar 
datasets goes from about 40 minutes to under 1 
minute. PDSFAST eliminates unnecessary system down- 
time spent waiting for copy and compress operations to 
complete. 


@ IEBCOPY/SPFCOPY—PDSFAST will replace all 
batch and interactive IEBCOPY and SPFCOPY/COM- 
PRESS functions. PDSFAST will save over 80% of the 
time and resources presently used. 


@ SMP Processing—SMP and SMPE both dynamically 
invoke IEBCOPY thousands of times during a typical 
run. PDSFAST reduces SMP and SMPE run time and 
resource consumption by over 75%. 


PDSFAST is now used at over 4,500 MVS installa- 
tions worldwide. PDSFAST provides a competi- 
tive advantage for MVS installations of all sizes, 
saving many thousands of dollars in data center 
resources daily. PDSFAST is also saving thou- 
sands of individuals many hours of unnecessary 
time spent waiting for work to be completed. 


Isn't It About Time You 
Had The PDSFAST Advantage! 


For further information call 1-800-272-7322. 


™ SOFTWARE ENGINEERING OF AMERICA*® 
WORLD HEADQUARTERS « 2001 Marcus Avenue, Lake Success, New York 11042 
Tel: (516) 328-7000 1-800-272-7322 Telex: 6973556 Fax: (516) 354-4015 


Products Licensed In Over 40 Countries 
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Busy airline systems blank out screens 


BY MITCH BETTS 
CW STAFF 
WASHINGTON, D.C. — Overloaded 
computer systems at many U.S. airports 
are causing air-traffic control screens to 
blank out or flicker during peak hours, 
thus increasing the risk of midair colli- 
sions, according to a government report 
released last week. 

Nearly 70% of the nation’s 63 largest 
airports have experienced computer ca- 
pacity problems that led to blank or flick- 
ering screens or slow response times, ac- 
cording to the study by the U.S. General 





Accounting Office (GAO). 

For example, at the Dallas-Fort Worth 
airport on a busy Friday afternoon in Oc- 
tober, the screens of air-traffic control- 
lers went blank for 16 minutes, said the 
GAO report on airport Terminal Radar 
Approach Control (Tracon) facilities. 

“Existing computer capacity shortfalls 
at some large, busy Tracons are impairing 
controllers’ ability to maintain safe sepa- 
ration of aircraft,” the GAO concluded. 
The study was requested by U.S. Sen. 
Frank R. Lautenberg (D-N J.). 

The Federal Aviation Administration 
(FAA) has taken several interim steps to 


unburden the overloaded Tracon systems 
such as postponing training sessions and 
streamlining software. However, the 
GAO sharply criticized the agency for fail- 
ing to have a computer capacity manage- 
ment program that could have foreseen 
the problem years ago. 

Furthermore, the capacity problem is 
likely to get worse because the FAA on 
July 1 ordered 44,000 small planes to be 
equipped with transponders that transmit 
flight information to Tracon facilities, the 
GAO said. 

Lautenberg criticized the new tran- 
sponder rule. “It doesn’t make any sense 
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An Online Alternative for Microfiche, 
Printed Output, Image Data, and more... 
Consider these advantages: 


Multiuser Online Query 


Direct Record Access 


Automated Optical Disk Libraries 
High Capacity Storage 


Whether it’s coded data or image 
data, the DW 34800 Optical Storage 
Subsystem stores billions of bytes 
online—so you can query, process, and 
distribute information on your main- 
frame quickly and easily. 

Call us. 


We'll tell you how the DW 34800 
Optical Storage Subsystem can put 
hundreds of gigabytes of image or 
coded data online, providing direct 
access to your data and reducing 
costs at the same time. We'll be 
glad to answer your questions about 
S/370 Optical Storage. 


DW 34800 performance and features 
are available now: 


MAINFRAME COMPATIBILITY 
Data/Ware’s DW 34800 Optical Stor- 
age Subsystem plugs directly into 
IBM® S/370 and PCM systems. It 
attaches as a standard device directly 
to the channel of your mainframe and 
provides you with automated optical 
disk libraries that operate unattended. 


IBM 
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Proven 


HIGH CAPACITY STORAGE. 
Data storage capacities from 190 to 
760 gigabytes are ordinary tasks for 
the DW 34800, making it a natural 
storage device for the large-capacity 
requirements of image data. Its 
flexible configurations handle up to 
four libraries and sixteen optical disk 
drives from a single subsystem. 


DIRECT RECORD ACCESS 
The DW 34800 is fast. It provides you 
direct access to any data on a drive- 
mounted platter in milliseconds. Auto- 
mated retrieval of an optical disk in 
the robotic library is in seconds. 


MULTIUSER SHARED ACCESS 
Data/Ware’s optional Mainframe 
Document Storage and Retrieval 
System software (MDRS) is a conve- 
nient application interface aiding 
the integration of the DW 34800 into 
your document storage and retrieval 
environment. The MDRS software 
provides shared direct access to your 
optically-stored data via high-level 


S a registered trademark of International Business Machines Corporation 


Mainframe Compatibility 


Performance 


Cost Savings 


languages, as well as multi-user query 
capability from TSO, CICS, IMS, and 
VTAM communications systems. 
SERVICE SUPPORT 

Data/Ware’s maintenance partnership 
with National Advanced Systems 
assures a network of DW 34800 parts 
and service that will meet your needs 
365 days a year. 


That’s just the beginning. 
There’s a lot more to tell. 
For further facts about the benefits of 


optical storage using the DW 34800, 
call Gary Holtwick at... 


Datajware” 


DEVELOPMENT, INC 


9449 Carroll Park Drive 
San Diego, CA 92121 
Telephone: (619) 453-7660 
FAX: (619) 453-2794 
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if an effort to improve safety at one level 
degrades it at another. If these computers 
can’t handle the additional signals, we 
should put in a system that can,” he said in 
a statement. 

The Tracon facilities use 15-year-old 
Univac 8303 processors obtained from 
the predecessors of Unisys Corp., accord- 
ing to Joel C. Willemssen, assistant direc- 
tor of the GAO’s Information Manage- 
ment and Technology Division. 

The FAA, recognizing that it needs to 
boost capacity at the Tracon facilities, 
plans to award a sole-source contract to 
Unisys for memory upgrades and as many 
as 300 additional computers. 

The FAA concluded that rewriting 
software for newer processors would be 
too time-consuming and costly, so the 
sole-source contract will supplement the 
current Unisys systems. 


PC makers test 
high, low limits 
of technology 


BY RICHARD PASTORE 
CW STAFF 


Two personal computer makers are 
stretching the frontiers of PC manufac- 
turing, but in opposite directions. Ad- 
vanced Logic Research, Inc. has gone for 
the gusto with an Intel Corp. 80486- 
based IBM Micro Channel clone, while 
Zenith Data Systems has concentrated on 
the other end of the scale, designing its 
smallest portable ever. 

Because Advanced Logic’s Power- 
cache 4 was built from the ground up, it 
was designed expressly to take advantage 
of 486 technology, said Dave Kirkey, 
vice-president of sales and marketing. 

The company claimed that Power- 
cache 4’s proprietary cache design has 
beaten the performance of machines us- 
ing IBM’s 486/25 Power Platform add-in 
board by 37%. 

The system comes standard with 2M 
bytes of random-access memory, expand- 
able to 32M bytes, and packs a 1.44M- 
byte 3¥-in. floppy disk drive. Advanced 
Logic, which boasted of plans to become 
“the Compaq of the Micro Channel indus- 
try,” expects to ship Powercache 4 in 
September. 


Zenith’s notebook 

Zenith’s Minisport portable computer is 
about the size of a 1-in. stack of paper and 
weighs six pounds with battery. The com- 
pany calls this class of machine a ‘‘note- 
book” computer. 

Zenith is betting that worldwide sales 
of notebook-class computers will reach 
100,000 units by year’s end, said Zenith 
Data Systems President John P. Frank. 

Minisport, available in two models, 
features a Daybright screen that is re- 
portedly readable in light ranging from 
darkness to brilliant sunlight. 

It also incorporates a 2-in. minidisk 
drive. The minidisks hold 720K bytes of 
data, about the same capacity of 3¥2-in. 
disks, Zenith said. The machine’s battery 
can run for three hours between re- 
charges. 

Minisport Model 1 will sell for $1,999 
and Model 2 for $2,799. Zenith said it will 
ship the portables next month. 
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Okay. 


Youre a developer and 
normally you couldnt 
care less, but the budgets 
getting squeezed. So they 
wont buy the new mini 
after all, which fries your 
bacon because the old 
one is overloaded. 
What's more, Shipping 
will join you on the 
system tomorrow. 

No big deal. You'll 
only share your mini 
with 40 more people. 
And 5 applications 
due next week. 


With Professional ORACLE* everything 
you develop on a mini, you can develop on a PC. 
Which means you dont have to wait for every- 
one to go home to get decent system response. 
And you wont have to compete with production 
systems or other developers. 

What's more, Professional ORACLE is exactly 
like ORACLE on a mini or mainframe. Same 
tools, same documentation, same everything. 

So you can develop with all your familiar 
tools. And then port your application to the host 
with no changes. 

You can have Professional ORACLE for only 
$1,299, Or the Trial Version for $199. 


If youre not happy, return it within 30 days 
; for a full refund. 
” Call 1-800-ORACLE 1, Ext. 8152 to order. And 


enter the computing environment of the 90's. 


, { ORACLE 


Compatibility - Portability - Connectability 


Develop with ORACLE on the PC, instead. Call 1-800-ORACLE 1, Ext. 8152. 


Offer valid in US. Professional ORACLE Requirements: MS-(:00S—80286/80386 PC with MS-DOS V3.1-+, hard disk, 640KB of memory and 896K extended memory required. 2 SMB of extended memory recommended (required for SQL*ReportWriter™) OS/2— 80286 /80386 PC w/ 0S/2 V10+. hard disk, 3MB memory “ReportWriter’ 
le OS/5 and is replaced by SOL"Report® Copyright ©OI#D by Onace Corporation ORACLE and SQLRepert are negated vademars of Oracie Corparsion, SQLReportWrter i a trademark of Oracle Corporation, MS-DOS is a redemart of Microsot Comp. 05/2 isa trademark of International Besness Machines Corp. 
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CA-Cullinet merger puts 
users in wait-and-see mode 


BY AMY CORTESE 
CW STAFF 


Four weeks after Computer Associates 
International, Inc. agreed to buy out be- 
leaguered Cullinet Software, Inc., Cul- 
linet customers are keeping their fingers 
crossed and hoping for the best. 

Many Cullinet users contacted last 
week said it was still too early to tell what 
impact the merger will have. “We'll prob- 


Mitron’s STD 6250 provides an 
efficient method for sending and 
receiving data anywhere in the 
world. STD 6250s communi- 
cate with each other and with 
other companies’ bisynchro- 
nous terminals and computers. 
The STD 6250 solves machine 
compatibility problems. It trans- 
fers data reliably without 
tapes. It can communicate 
line to relieve an ovavaed 
computer. 
STD 6250s transfer data at 
speeds up to 256KB. Double 
— eliminates delays 
aa te we read/write cycle 
= 
The STD 6250 can be leased or 
purchased. 


ably play a waiting game like everyone 
else,” said Larry Peterman, an informa- 
tion services manager at Sheaffer Eaton, 
Inc. in Fort Madison, Iowa. 

“Tf CA continues to support the cus- 
tomer base and continues to enhance 
products, it could be a good thing,” said 
Daniel Sheppard, director of IS at Blue 
Bird Body Co., a maker of school buses in 
Fort Valley, Ga. 

CA has pledged it will continue to sup- 


port Cullinet products, but users will have 
to wait until the acquisition is completed 
later this summer for more detailed plans. 


Doubt bout 

However, doubts persist. “They keep 
talking about keeping multiple databases, 
but that doesn’t make any sense to me,” 
said Rui Figueiredo, manager of business 
applications at Bausch & Lomb, Inc. in 
Rochester, N.Y. Figueiredo reasoned 
that supporting three major database 
management system products would be 
an expensive gambit for bottom-line-con- 
scious CA. 

Most users agree that there is safety in 
numbers. ‘“‘What they got with Cullinet is 
a large customer base of over 2,000 
IDMS customers; they can’t drop them,” 


T1 USERS 
TRANSFER 


STD 6250 features: 

@ Easy-to-install 

@ Needs no software 

@ Data rates to 256KB 
or faster 

@ RS-232 or V.35 

® Dial-up or private line 

® Multiplexers 

® 6250 or 1600 bpi 

® 1200’, 2400’, or 3600’ 
reel sizes 

@ Bisynchronous protocol 

@ Transparent or 
non-transparent 

@ Space compression 

@ Variable size records 
to 32,000 bytes 

@ Labels and multiple files 

STD 6250 options: 

@ Asynchronous 

® Code conversion 

® Modem eliminator 


DATA AT 
256KB 


OFF-LINE 
TAPE-TO-TAPE 


Lease rates 
as low as $453/month 
(includes maintenance). 


Since 1969, Mitron’s 
magnetic tape systems have 
been used in a wide variety of 
data communication applica- 
tions. For more information 
on how the Mitron STD 6250 
can be used to send or receive 
magnetic tape data files, call 
800 638-9665 (in Maryland, 
301 992-7700) 


MITRON 


Systems Corporation 
2000 Century Plaza, Columbia, MD 21044 


said Jerry Peters, senior vice-president 
and director of information systems at Ex- 
change National Bank of Chicago. 

Peters is concerned about CA’s long- 
term commitment to other Cullinet appli- 
cations. Exchange National Bank is one of 
six banks that have purchased Cullinet’s 
banking application. “‘CA has to buy into 
the fact that the system is better, not the 
customer base,” Peters said. 

CA currently offers a variety of bank- 
ing products it picked up from Uccel Corp. 
Although some of these compete with the 
Cullinet product, there is some synergy 
between the product lines. Exchange Na- 
tional Bank has written an interface from 
the CA products to work with Cullinet’s 
application. “In the future, perhaps CA 
can develop a more elegant bridge,”’ Pe- 
ters said. 

Cullinet customers will be looking for 
CA to articulate a clear stategy for man- 
aging its growing multitude of products. 
“T see CA as a finance and marketing or- 
ganization, not a development organiza- 
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F CA CONTINUES to 

support the customer 

base and continues to 
enhance products, it could be 
a good thing.” 


DANIEL SHEPPARD 
BLUE BIRD BODY 


tion,” Peters said. “I worry about a long- 
term vision.” 

Some customers do not believe CA will 
drop support of current Cullinet products 
but are nonetheless eager to learn wheth- 
er CA will follow through with product 
plans that were under way at Cullinet. 

Lois Pollock, manager of information 
resources at Warner Electric Brake & 
Clutch Co. in South Beloit, Ill., said her 
firm is undergoing a major conversion 
from its IBM mainframe to the Digital 
Equipment Corp. VAX. Most of the soft- 
ware applications have been converted, 
Pollock said, except for a Cullinet manu- 
facturing package. 

Pollock said Cullinet planned to port its 
manufacturing resource planning applica- 
tion to the VAX but added that she won- 
ders whether CA will go ahead with the 


plans. 

Some of the most loyal Cullinet cus- 
tomers say an era has come to an end, no 
matter what CA finally does. “We started 
with Cullinet when it was called Cullinane 
[Database Systems, Inc.],” Figueiredo 
said. “We were in close touch; they un- 
derstood our problems.”” However, CA 
has a different, more sales-oriented cul- 
ture, he said. Figueiredo likened CA’s 
constantly changing pricing schemes to 


Cullinet customers continue to have 
disparate views on CA technical support. 
While some tell horror stories, others 
have had experiences. Peters 
noted that he has been pleased with CA 
support in the past and that support for 
acquired products “‘continues at previous 
levels or improves.” 

Pollock is not worried. ‘It has been our 
experience with other acquired CA prod- 
ucts that technical support falls through 
the cracks for a while” but then improves, 
she said. “I don’t know if that’s because 
we're a squeaky wheel.” 
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EDITORIAL 


A look at raises 


O THE SENIOR information systems 
executives of the federal government’s 
largest agencies deserve a 25% raise? 
That is the issue Congress will de- 
cide shortly when it considers the president’s 
salary proposals. Unfortunately, the real issues 
will not actually be addressed, given the charac- 
teristically queer way Congress does things. 

Congress already has rejected one pay hike 
this year, but not necessarily because IS manag- 
ers didn’t deserve one. The real culprit was pub- 
lic uproar over a proposed Congressional pay 
boost. So now, Congress will likely try to sleaze 
its own raise through by bundling it with other 
raises designated by the president. 

An in-depth investigation by the General Ac- 
counting Office is needed; the GAO has looked at 
the issue to some degree and determined the ob- 
vious — federal IS executives are not paid as 
much as their private-sector counterparts. 

A more robust study should look into the de- 
parture of an increasing number of federal IS 
managers. Is pay really the primary issue? Per- 
haps the managers are growing weary of the fed- 
eral procurement bureaucracy. Or maybe they 
are tired of not being able to hire at the lower 
levels of the IS chain because of salaries there. 

Such an investigation would at least minimize 
the arbitrary and capricious Congressional fac- 
tor in the pay issue. 


Paying the piper 


sn’t it awful to hear about all those inves- 
tors who are getting stiffed as an increasing 
number of junk bond issuers default on pay- 
ments of the high-yielding notes? 

In fact, it «s awful for the investors, because 
they are now among the many other victims of 
corporate raiders who have been allowed to 
plunder so many companies in highly leveraged 
buyouts (LBO) and buyout attempts. 

The junk bonds, which are the key component 
of the LBO Ponzi scheme, have given raiders the 
means of taking over multimillion- and multi- 
billion-dollar firms. The firms are often then sys- 
tematically dismantled, the proceeds of which 
are supposed to fund the bond payments. The 
difference between those payments and what is 
raised by auctioning off the company goes to a 
handful of investors, lawyers and bankers. 

Oh yes, scores of people often lose their jobs in 
the process of restructuring while productivity, 
competitiveness and innovation all suffer. 

But now, the scheme is showing signs of un- 
raveling within the marketplace, and several 
states, including Massachusetts, have enacted 
laws designed to curb highly leveraged raids. 
The federal government has so far been content 
to sit on its hands and let this LBO drama run its 
course. As a result, these shenanigans and the 
havoc they wreak will continue, although per- 
haps less aggressively. 


VIEWPOINT 


BY CONNECTING AN OPTICAL INTEREACE 
FIBER LINK THROUGH A FAULT-TOLERANT 
NETWORK INTO THE HOUSES MAINFRAME. 


My 


LETTERS TO THE EDITOR 


Cover up 


I was disappointed to learn that 
one existing method for protect- 
ing computers from fire, water 
and smoke damage was consis- 
tently left out of ‘Data-center 
showers may be halon option” 
(CW, July 3]. 

I have reviewed disaster re- 
covery plans and data center se- 
curity procedures at various 
companies. I generally found 
that any single preventative 
method was not sufficient to en- 
sure computer hardware would 
not be unnecessarily damaged 
during a disaster. A generally ac- 
cepted approach is to have com- 
binations of fire alarms, smoke 
and water detectors, handheld 
fire extinguishers, halon, sprin- 
klers and computer covers that 
provide overlapping coverage. 

As an EDP auditor, I found 
that computer covers offer addi- 
tional protection, have been 
around for several years and can 
be manufactured to resist or pre- 
vent fire and water from damag- 
ing computers. 

Finding a replacement for ha- 
lon is important; however, devel- 
oping technologies for protect- 
ing computer hardware, such as 
automatic computer covers and 
waterproof cabinets, should also 
be given consideration. 

Jon L. Campbell 
Honda North America 
Torrance, Calif. 


Noslump 


Regarding “Can AS/400 avoid 
sophomore slump?” [CW, June 
19], after three migrations from 
System/36 to AS/400, I feel that 
the migration aid does an excel- 
lent job and keeps a detailed au- 
dit trail. In every case, all the 
programs and procedures mi- 
grated properly and executed 
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without additional modifications. 

As with all system transitions, 
there are bound to be some prob- 
lems, but we have managed to 
keep them to a minimum with 
proper planning and by not rush- 
ing the migration. Most Sys- 
tem/36 execution environment 
problems were corrected in Re- 
lease 1.2 of OS/400. Although 
there are some performance is- 
sues still outstanding, many of 
these can be traced to under- 
sized memory. The one thing the 
System/36 execution environ- 
ment likes is system memory; 
this environment is very sensi- 
tive to the amount of available 
memory. Another pitfall is in the 
way many System/36 jobs are 
designed. Many System/36 jobs 
do some batch work in interac- 
tive mode; this leads the AS/400 
job to time-slice, which causes 
the job to run slower. 

Remember that the Sys- 
tem/36 environment was never 
meant to be a permanent home 
for AS/400 applications; howev- 
er, it does provide an excellent 
platform for converting your ap- 
plications to the native environ- 
ment in a controlled manner. 

John DiPalo 

Technical Support Manger 
ARMS, Inc. 

Cherry Hill, N.J. 


We’rehere... 


“Up and down trends in systems 
integration” [CW, June 5] states 
that there are no systems inte- 
gration firms combining tradi- 
tional project skills with network 
technology. I quote: “... for 
now, we can only wait.” 

My comment is, “‘No need to 
wait!” There are a number of 
specialized and innovative com- 
gration services that combine 


skills with communications, net- 
working and connectivity expe- 
rience. The problem is that most 
of us are smaller specialized 
companies that don’t have the 
visibility of the larger, more 
well-known firms. 

In today’s world of increased 
specialization, one should be 
careful in making such general- 
ized comments; take the time to 
mention the little guys, who in 
fact account for a significant 
piece of today’s systems integra- 
tion market. 

Tucker McDonagh 
President 

Tucker Network Technologies 
S. Norwalk, Conn. 


Red scare 


“Peace, love, not look-and-feel” 
[CW, May 29] referred to the 
MIT protesters at Lotus Devel- 
opment Corp. as anticopyright 
activists, just like some mem- 
bers of the press referred to the 
protesters of the 1960s as com- 
mies. 

My question is, how did the 
writer come to the conclusion 
that the protesters were anti- 
copyright? In fact, just by follow- 
ing Computerworld reports, I 
get the impression that Minsky 
and his colleagues are strongly 
pro-copyright [CW, May 1]. 
However, it is more than clear 
that they are anti-copyright 
abuse or anti-copyright tyranny. 

K.C. Toh 
Unidata SDN BHD 
Malaysia 


Computerworld welcomes com- 
ments from its readers. Letters 
may be edited for brevity and 
clarity and should be addressed 
to Bill Laberis, Editor, Comput- 
erworld, P.O. Box 9171, 375 Co- 
chituate Road, Framingham, 
Mass. 01701. 


JULY 24, 1989 





NO PROBLEM! 
NO PROBLEM! 


YES, | want to receive my own copy of COMPUTERWORLD each week. | accept your 
offer of $44.00* per year — a savings of 57% off the single copy price. In addition, I'll 
receive special bonus sections of COMPUTERWORLD Focus on Integration. 


Mo LastName 


Company 


Address shown: C] Home CD Business O New 0 Renew Basic Rate: $48 per year 
*U.S. Only. Canada $110, Central/South America $130, Europe $195, all other countries $295. Foreign orders 
must be prepaid in U.S. dollars 


Please complete the information to the right to qualify for this special rate. 


NO PROBLEM 


YES, | want to receive my own copy of COMPUTERWORLD each week. | accept your 
offer of $44.00* per year — a savings of 57% off the single copy price. In addition, |'ll 
receive special bonus sections of COMPUTERWORLD Focus on Integration. 


First Name MI Last Name 
Title Company 


Address 


“City State Zip 
Address shown: 1) Home (1) Business OC New () Renew Basic Rate: $48 per year 


*U.S. Only. Canada $110, Central/South America $130, Europe $195, all other countries $295. Foreign orders 
must be prepaid in U.S. dollars. 


Please complete the information to the right to qualify for this special rate. 


» TITLE/FUNCTION (Cir 


ie 
(S/MIS/DOP MANAGEMENT 
19. Pr t V 


OTHER COMPANY MANAGEMENT 
President. Owner/Partner G 
Vice Presient/Asst VP 
T rer. Controller. Financial O 

Scientiic. R&D. T 
Sales/Mktg Mgt 
OTHER PROFESSIONALS 


Con: 


at apply) Types of 
volved either as 


E4930-4 


BUSINESS INDY Cc 

10. Manutacturer (other than computer 

20. Finance/insurance/Real Estate 

30. Medicine/Law/Education 

40. Wholesaie/Retail/Trade 

50. Business Service (except OP: 

60. Government — State/Federal/Loca’ 

65. Communicatons Systems/Pubhc Unites. 
Transportation 

70. Mining/Construction/Petroleum/Refining/Agnc 
Manutacturer of Computers. Computer-Reiated 
Systems or Penpnerais 

85. Computer & DP Services. inciuding Software/Service 
Bureau/Time Shanng/Consulting 

90. Computer/Penpheral Deaier/Distnbutor/Retaier 
User Other 

95. Vendor Other 

Please specity 


TITLE /FUNCTION (Circle one! 

'S/MIS/OP MANAGEMENT 

19. Vice President. Asst VP 

21. Dw Mgr Supry  IS/MIS/OP Services 

22. Dw Mgr. Supry of Operations. Planning 
Adm Services 

23. Dw Mgr. Suprv 

31. Dir Mgr. Supry 

32. Programmer. Methods Analyst 

388 Ow . Mgr. Supry . OA/WP 

3e. Data Comm Network/Systems Mgt 


OTHER COMPANY MANAGEMENT 

11. President. Owner/Partner. General Mgr 
12. Vice Presient/Asst VP 

13. Treasurer. Controller, Financial Othcer 

41. Engineenng. Scientific. R&D Tech Mgt 
51. Sales/Mktg Mgt 


OTHER PROFESSIONALS 
60. Consulting Mgt 
70. Medical. Legal. Accounting Mgt 
80. Educators Journalists. Libranans. Students 
90. Others 
Please specity 


COMPUTER INVOLVEMENT (Circie all that apply) Types of 
equipment with which you are personally involved either as 
a user. vendor. or consultant 

Maintrames. Superminis 

Minicomputers/Smaii Business Computers 

Microcomputers /Desktops 

Communications Systems 

Office Automation Systems 

No Computer Involvement 


E4930-4 





BUSINESS REPLY MAIL 


FIRST CLASS PERMITNO.55 MARION, OH 43306 


POSTAGE WILL BE PAID BY ADDRESSEE 


COMPUTERWORLD 


P.O. Box 2044 
Marion, Ohio 43306-2144 


BUSINESS REPLY MAIL 
FIRST CLASS) =PERMITNO.55 MARION, OH 43306 


POSTAGE WILL BE PAID BY ADDRESSEE 


P.O. Box 2044 
Marion, Ohio 43306-2144 


= 
| NO POSTAGE | 
NECESSARY 
IF MAILED 


IN THE 
| UNITED STATES 


NO POSTAGE 
NECESSARY 
IF MAILED 
IN THE 
UNITED STATES 





VIEWPOINT 


To be high-tech or not to be 


MICHAEL B. COHN 


High-tech is an 
amazingly prof- 
itable industry. 
Sure, it’s had its 
ups and downs, 
but lots of peo- 
ple in this busi- 
ness are pulling down some big 
bucks. Of course, I have not been 
all that fortunate in cashing in on 
some of this windfall, although I 
did get a $50 gift certificate once 
for making my manager a nice 
set of flowcharts. 

By now I figure some of the 
world’s other industries may be 
catching on. They may have 
wondered how a bunch of techies 
like us have managed to buy 
beachfront condos, ski equip- 
ment and cars that don’t have 
wood paneling on the sides. 

So what would happen if some 
of these businesses were bent on 
emulating our success? Imagine 
what would happen if, instead of 
trying to make what we make, 
they tried to make things the way 
we make them? What would hap- 
pen if, tomorrow, everybody 
else tried to do business the way 
we do business? 


CINCINNATI — Kidde & Cud- 
dle caught the booming baby 
products industry off guard to- 


Cohn is a quality assurance representa- 
tive based in Atlanta. 


day by announcing its revolu- 
tionary Mega-Cling Disposable 
Diapers 10 months ahead of 
schedule. Mega-Cling is the first 
diaper of its kind to safely and 
automatically attach itself to a 
baby’s bottom without pins, tape 
or even the assistance of an 
adult. When asked about any fu- 
ture enhancements planned for 
Mega-Clings, K&C responded, 
“We still haven’t figured out how 
to get them off, but we will have 
that worked out in a future re- 
lease.” 


TRENTON, N.J. — In an un- 
precedented show of force to- 
day, Electro American Tele- 
phone announced that it was 
changing the standard key pad 
design on all of its push-button 
telephone models. In its place, 
the company will now only sup- 
port and manufacture its own de- 
sign, which swaps the positions 
of the 0 and the 1. “This may 
cause a rift in the industry,’’ ad- 
vised an EAT spokesman, “‘but 
we found that the new arrange- 
ment is much more efficient. 
We’ve switched the entire com- 
pany over to our new standard 

. . we anticipate that customers 
will be eager to do likewise.” 


DETROIT — The automobile 
industry today rallied behind Ge- 
neric Motors’ long-awaited an- 
nouncement of its Standard 
Automotive Accessory Arrange- 


ment (SAAA). Said one auto 
parts dealer, ‘This will simplify 
the entire Generic Motors line. 
SAAA will soon ensure that all 
GM parts are interchangeable 

. every part they make will 


& re ZY Pableni~ cunit ef 
sty 


soon fit in any of their cars.” 
Though a Generic Motors 
spokesman would not commit to 
when all parts would comply 


Break the system software gridlock 


DALE KUTNICK 


Despite the best 
efforts of sys- 
term vendors 
and third-party 
software suppli- 
ers, the IS in- 
dustry contin- 
ues to be plagued by slow 
software development, particu- 
larly in system software. While 
hardware developments (in both 
memory and processor power) 
continue at a dizzying 25% to 
35% annual improvement, soft- 
ware productivity is moving 
ahead only 7% to 10%. 

Most of this improvement in 
software is focused on the actual 
coding process, where structur- 
ing techniques, fourth-genera- 
tion languages and application 
generators have been a tremen- 
dous boon for developing rela- 
tively simple application pro- 
grams, enabling end users to 
customize applications and cre- 
ate a variety of reports. 

Standardization of user ac- 
cess and application program in- 
terface technologies coupled 


Kutnick is president of Meta Group, 
Inc., a market assessment/consulting 
company in Westport, Conn. 
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with object-oriented manage- 
ment software — a common 
global directory — as well as 
networking and naming services 
will further insulate users from 
the underlying connectivity and 
programmatic subsystems. 
These are critical steps that will 
enable users to expand applica- 
tion generation activities with- 
out having to become more tech- 
nically literate. 


Complex systems 
These software tools have done 
little to improve the develop- 
ment of complex systems soft- 
ware, particularly that which is 
required to run large networks 
of intelligent devices, or even a 
large data center. The problem 
is that these environments con- 
tain multiple, evolving variables 
whose interrelationships are of- 
ten ephemeral at best. This is 
one of the reasons why few sys- 
tems vendors have been able to 
develop highly functional net- 
work architectures and logical 
network management systems. 
Expert systems and CASE 
technology should eventually be 
able to address this problem by 
automating the design, analysis 
and entity relationships in large- 
scale software projects — and 


linking them into a relational or 
object-oriented database man- 
agement system. Ultimately, 
this approach should enable or- 
ganizations to improve the func- 
tionality, reliability and delivery 
time of complex software. 

Another major software issue 
facing both users and vendors is 
software maintenance (including 
extensions to current software). 
This currently consumes 60% to 
80% of both users’ and vendors’ 
software resources. Investment 
in ‘developed software” assets 
is billions of dollars, and preserv- 
ing and extending them is a high 
priority, because often (as is the 
case with users such as airlines) 
software is inextricably linked to 
the business. 

Any significant function of 
new programs must be linked 
back through the old software 
(via complex layering) to endure 
compatibility and prevent busi- 
ness interruptions. This stretch- 
ing makes the older programs 
even more fragile, but equally 
important, it adds more com- 
plexity, creating a vicious cycle 
that requires constant patching. 

The challenge ahead will be to 
create totally new programs 
from the functional specifica- 
tions of the old software. Again, 
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with SAAA, he did preannounce 
two SAAA products that would 
be available early next year: Ge- 
neric Motors windshield-wiper 
fluid, and those little pine-tree- 
shaped air fresheners that hang 
from the rearview mirror. 


MADISON, Wisc. — Breaking 
with long-standing tradition, 


nee off i 
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PAUL FISCH 


Wisconsin Homogenized Enter- 
prises National (WHeN) today 
announced that it would soon 
market single-serving milk car- 


expert systems and other artifi- 
cial intelligence techniques could 
come to the rescue, but not in 
the near future. 

Even in the PC world, the 
software gridlock has been per- 
vasive. PC-DOS has been with us 
for almost nine years, and it still 
shows strong life signs. OS/2 en- 
countered repeated delays, and 
although it is a hardware-re- 
source guzzler, few applications 
have yet been written to fully ex- 
ploit its capabilities because 
complete application devel- 
opment tool kits (including the 
graphical Presentation Manag- 
er) have only recently been re- 
leased. Two of the major PC sub- 
system developers — Ashton- 
Tate and Lotus — repeatedly 
stumbled in releasing their latest 
versions (Dbase IV and 1-2-3 
Version 3.0 respectively). 


Preventing desires 

While these PC software delays 
have had minimal impact on PC 
shipments to date, they have 
prevented users from gaining 
the cooperative processing capa- 
bilities they desire. 

Indeed, these limitations have 
encouraged software suppliers 
to spend significant research and 
development dollars writing 
awkward “patches and exten- 
sions” to PC-DOS. This has di- 
verted their attention from more 


tons to the general business 
community. 

Originally committed only to 
providing its dairy products to 
school lunchrooms and institu- 
tions, WHeN suggested that of- 
ering its recognizable cube- 
shaped milk cartons to the public 
might be a promising source of 
revenue. The cartons, which sell 
for 15 cents in the school lunch 
program, will be available only at 
selected retailers in the Mid- 
west. “The public’s price for a 
single unit has not been deter- 
mined,” said a WHeN spokes- 
man, “but we’re considering 
something between 30 cents and 
$10,000.” 


MOUNTAIN VIEW, Calif. — 
Timepiece, Inc. has fired the 
first salvo in what might be an in- 
dustry-shaking lawsuit involving 
the unauthorized use of Time- 
piece’s copyrighted character 
set and icons. Timepiece’s 48- 
count filing contends that rival 
watch and clock-making compa- 
nies have repeatedly used, with- 
out permission, the circular dis- 
play of the numbers one through 
12, and the proprietary term 
“o'clock.” A timepiece spokes- 
man today warned that any com- 
pany, publication or institution 
that continued to infringe upon 
Timepiece’s “‘intellectual prop- 
erty” would be liable for consid- 
erable punitive damages. The 
matter is scheduled to be taken 
up in a San Francisco courtroom 
today, when the big hand is on 
the six and the little hand is on 
the nine. 


important, future-oriented prod- 
ucts. 

The result of this gridlock will 
be that OS/2 will evolve slowly in 
the 1990s — in terms of gaining 
more advanced operating-sys- 
tem functions — and grow up to 
challenge minicomputer operat- 
ing systems such as Unix, 
VAX/VMS and OS/400. 

There is no question that 
pushing a small operating sys- 
tem upward to handle more ad- 
vanced functionality is more dif- 
ficult than bringing a large 
operating system down. 

Despite some advances, soft- 
ware still tends to be a “black 
art” practiced by nocturnal crea- 
tures with plastic pocket protec- 
tors. Complex software develop- 
ment seems to take a combina- 
tion of skills — discipline, 
creativity, ingenuity, foresight 
and perseverance — that com- 
puter vendors and large users 
have been unable to “bottle.” 

With the appropriate tools — 
fifth-generation languages and 
application generators backed 
by expert systems — software 
development will increasingly 
move from the wizards to the 
end user, particularly for person- 
al applications. But in the end, it 
will be software tools that enable 
developers and end users to ex- 
ercise the creativity that will 
break the software gridlock. 
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nearest competitor. And we'll make you our “1 priority. 


V4 INFORMIX 


#] for good reason. 


*Obviously, C sub-routines or code written to take advantage of specific operating system features may need to be rewritten or recompiled. 
Informix is a registered trademark of Informix Software, Inc_ UNIX, Oracle, Ingres, MS-DOS, OS/2, VMS, MVS and XENIX are registered trademarks of their respective manufacturers. © 1989. Informix Software, Inc. 





Change is the enemy of procedural program- 
ming. Altering one aspect of a program can take 
weeks. And while you redesign, recode and retest, 
you spend huge sums of money, and sacrifice 
irretrievable market opportunities. 

Unfortunately, change is inevitable, and 
survival depends on your ability to adapt. That's 
not just a cruel law of nature. It’s a hard fact of 
business. 

It's time that programming, too, embraced 
change. 

The time has come for Objectworks, the object- 
oriented development system from ParcPlace. 

Objectworks for Smalltalk-80 and Objectworks 
for C++ provide the tools to create and deliver 
programs designed to work in the fast-moving, 
ever-changing world of business. 

More and more companies are evolving to 
Objectworks for designing commercial applica- 
tions. Because designing for the future means 
designing for change. 


Objectworks 


Oligo 


ParcPlace Systems 
1550 Plymouth Street 
Mountain View, CA 94043 


800-822-7880. In CA (415) 691-6700 


By its very nature, the world embraces change. 
By its very nature, conventional programming does not. 


ParcPlace products are available on 80386 MS-DOS, Sun, Macintosh, DECstation 3100, and HP-9000 Series 300. Smalltalk-80 and Objectworks 
are trademarks of ParcPlace Systems, Inc. All other brands are trademarks of their respective holders. ©1989 ParcPlace Systems, Inc 
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Cullinet’s fall 
aharbinger? 


During its life- 

time, Cullinet 

served as a bell- 

wether for the 

software indus- 

try. Probably be- 

j cause it was the 

first software company listed on 
the New York Stock Exchange, 
people tended to look to it asa 
leader. 

Other database manage- 
ment system vendors can now 
hope that Cullinet’s fate is not a 
harbinger for themselves. But 
the trend that dogged Cullinet 
will be hard for them to fight. 

That trend, exemplified by 
IBM’s DB2, is that hardware 
vendors are aggressively sell- 
ing their own DBMSs, which 
they are more closely linking to 
proprietary operating systems 
and hardware. 

The impact of DB2 has been 
chronicled at length. But no 
sooner did Cullinet launch into 
the DEC market with new 
DBMS products developed at 
great cost than DEC began to 

Continued on page 28 


ENHANCE YOUR VIEW OF DB2 


e Over 80 online reports display all the DB2 
information available in the DB2 catalog. 
Each report can be customized to fit your 
specific needs. 

e Full split-screen capability supports query- 
ing multiple DB2 sub-systems at the same 
time. 


PROBLEM 


Effectively querying the DB2 system catalog. 


By retrieving and analyzing the information in the sys- 
tem catalog, you can monitor and maintain the DB2 sys- 
tem more effectively. However, IBM does not provide 
a facility within DB2 for effectively querying the system 


catalog. 


SOLUTION - RC/QUERY 





Low-cost windowing in sight 


ANALYSIS 
BY AMY CORTESE 
CWSTAFF 


Terminals that can run the X 
Window System are being 
rushed into the market as ven- 
dors seek to forge a new desktop 
category for users who want the 
functionality of a windowing en- 
vironment but cannot justify the 
expense of a dedicated worksta- 
tion. 

Digital Equipment Corp. re- 
cently affirmed it would offer its 
own terminal running Decwin- 
dows this fall. At its July 11 an- 
nouncement, a black-and-white 
terminal running Decwindows 
was demonstrated, although de- 
tails on pricing and availability 
were not given. 

X Window display terminals, 
complete with a mouse and 
graphical interface, have be- 
come available in recent months 


from such vendors as Acer Coun- 
terpoint, Inc., Visual Technol- 
ogy, Inc. and Network Comput- 
ing Devices, Inc. (NCD). 

The availability of such termi- 
nals — which at $1,000 to 
$3,000 are less than half the cost 
of most workstations — may in- 
crease acceptance and support 
of X Window System and imple- 
mentations of it such as Decwin- 
dows. X Window, which grew 
out of MIT, has gained wide- 
spread acceptance as a vendor- 
and hardware-independent net- 
worked windowing system. 

DEC plans to offer a mono- 
chrome display terminal in the 
fall, to be followed in six months 
by a color model with an imaging 
option, according to a DEC offi- 
cial. 

The family of display termi- 
nals from DEC will run with both 
VMS and Ultrix and will have ac- 
cess to all facilities in a network. 


The terminals expand the range running Decwindows in the fall 


Low-end RISC systems 
boost MIServer line 


BY J. A. SAVAGE 
CW STAFF 


MOUNTAIN VIEW, Calif. — 
Adding more marketable low- 
end multiuser Unix machines to 
its MlServer line, Pyramid 
Technology Corp. last week an- 
nounced two new products, an 
Office MIServer and a Depart- 
ment MIServer. 

This follows a February an- 


nouncement of its Corporate 
MiServer, a reduced instruction 
set computing (RISC) machine 
that can go up to 140 million in- 
structions per second (MIPS) 
and scale from four to 12 proces- 
sors. 

“T don’t think the part of cor- 
porate America that does main- 
frame computing is going for a 


- [large] Unix machine. At the up- 


per end, they won’t sell many. At 


RC/QUERY™ 


RC/QUERY is an interactive, menu driven tool that al- 


lows you to easily query, anal 


system catalog. It is designed for the spontaneous and 
analytical environment necessary to maintain and 


monitor a DB2 system. 
MAJOR CAPABILITIES: 


and monitor the DB2 


e Full DB2 V2.1 support including referential in- 


tegrity. 
555 WatersEdge Drive 


JULY 24, 1989 


Lombard, IL 60148 


e All reports can be printed in either batch or 
onlin 


ie mode. 


Call today for more information or a FREE 
PRODUCT EVALUATION: 


1-800-442-6861 


PLATINUM technology, inc. 


The DB2 Company™ 


(312) 620-5000 
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of platforms that take part in 
DEC’s Network Application Ser- 
vices integration scheme. In ad- 
dition to Decwindows, the termi- 
nals will use other common 
services such as the Compound 
Document Architecture and 
SQL Services. In contrast, 
IBM’s Systems Application Ar- 
chitecture desktop windowing 
environment requires a Personal 
System/2 running OS/2 with 
Presentation Manager and does 
not make provisions for charac- 
ter cell or other types of termi- 
nals. 

Early users of X Window ter- 
minals are sold on the concept. 
Gerald Siddons, director of sci- 
entific computing for the division 
of epidemiology and biostatistics 
at the Dana-Farber Cancer Insti- 
tute in Boston, has f>und that 
windowing terminals are perfect 
for many of his users — statisti- 
cians who work with a lot of text 
but do not need all the power of a 


the lower end, it’s a different sto- 
ry,” said analyst Robert Kidd at 
Dataquest, Inc. in San Jose, Calif. 
But he said there is also more 
competition at the lower end and 
that there is “nothing spectacu- 
lar” about the new systems. 

Jeanette Sill-Holeman, an an- 
alyst at Infocorp in Santa Clara, 
Calif., agreed there are ‘“‘not 
many people out there who need 
a monster server” but said that 
the high end of the product line is 
available for growth. 

“Lots of offices are looking to 
try the technology and see if it 
works,” said Terry Retford, di- 
rector of systems marketing at 








workstation. Siddons has pur- 
chased a handful of NCD termi- 
nals and is eagerly awaiting the 
DEC terminals. 

According to market re- 
search firm International Data 
Corp. (IDC) in Framingham, 
Mass., 1,300 terminals were 
shipped by the end of the first 
quarter between NCD and Visu- 
al Technology, and the total 
number is expected to reach 
8,000 for the U.S. by year’s end. 

In addition to the handful of 
players now offering windowing 
terminals, IDC predicts that oth- 

Continued on page 27 


DEC promises a terminal 


At the lowest end, the Office 
MlServers are available with 
one or two processors and can 
support up to 128 users, accord- 
ing to the company. Those com- 
puters are based on Mips Com- 
puter Systems, Inc. RISC arch- 
itecture. The minimum configur- 
ation starts at $30,000. 

The Department MIServer is 
based on Pyramid’s proprietary 
RISC architecture. The comput- 
ers can support up to 512 users 
with 56 MIPS in a one- to four- 
processor configuration, accord- 
ing to Pyramid. The minimum 
configuration for the Depart- 
ment MlServer is priced at 
$138,000. 


+PASUME 
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INTRODUCING THE COMPAQ DESKPRO 
386/33 PERSONAL COMPUTER. 

Never before has so much performance, 
expandability and storage been put into one 
desktop PC. And never before has one PC been 
capable of so much. 

Inside its new system 
unit, you'll find that our 
engineers have redesigned 
just about every component 
to deliver a minicomputer 
level of power with unmatched PC flexibility. 

So you can use it as a stand-alone PC, putting its 
power to work on the most demanding CAD/CAE, 
financial analysis, database management and other 
personal productivity applications. 

Or you can spread the power around, 
using the COMPAQ DESKPRO 
386/33 as the driving 
§ force for a network or 
multiuser system. 

At the 
heart of the 
system is the 
Intel 386™ 
microprocessor. 

Running at a 

blazing 33 MHz, 

it works in Sa 
concert with 

a series of technological advancements. 
Like a 33-MHz cache memory controller 
with 64K of high-speed static RAM. 
Interleaved memory architecture. 

And the exclusive COMPAQ Flexible 
Advanced Systems Architecture. 

This high-performance combination 
delivers a 35% performance improve- 
ment in CPU-intensive applications 
over 25-MHz 386 cache-based PC's. 

Or said another way, nothing will 
slow you down. No matter what you 
want to do. You can expand the 2 MB 


Atotalof ~ 

eight expansion slots 

let you customize the system 
to your needs by expanding 
memory and choosing from 
thousands of industry- 
standard expansion boards. 


High-speed VGA graphics 
are built in. And for greater 
graphics capabilities, add the 
optional COMPAQ Advanced 
Graphics 1024 Board. 


of standard RAM up to 16 MB using the high- 
speed 32-bit slot. That leaves up to six industry- 
standard slots free to customize the system to 
the demands of the application you're using. 

If your job is particularly demanding, you can 


use up to five high-performance 
A N Y | ‘HI N ( : internal storage devices to 

hold up to 1.3 gigabytes of 
IT WANTS. 


data. And if that's not enough, 
bring total system storage to 
2.6 gigabytes with the optional 
COMPAQ Fixed Disk Expansion Unit. 

There's more. You can run MS-DOS’, MS” OS/2, 
Microsoft® Windows/386 and the XENIX° 


‘and UNIX’ operating systems. 


Access memory over 640K under __.<Se on 
DOS with the COMPAO 
Expanded Memory Manager 
that supports Lotus/Intel*/ 


oN 
S A 


Microsoft (LIM) 4.0. —_ 


Cy 
J 


And speed through 
calculations 
with 33-MHz 
Intel 387™ 
and Weitek 
3167 coprocessor options. 

All the new advancements engi- 
neered into the COMPAQ DESKPRO 
386/33 deliver an unmatched level of 
power, expandability and storage. To 
do anything you want. 

To find out more, please call 
1-800-231-0900, Operator 97. In Canada, 
call 1-800-263-5868, Operator 97. We'll 
send you a free brochure and give you 
the location of your nearest Authorized 
COMPAQ Computer Dealer. 


COMPAQ? It simply works better? Registered U.S. Patent and 
Trademark Office. Intel? Intel 386 and Intel 387 are trademarks of 
Intel Corporation. Microsoft? MS? XENIX* and MS-DOS* are 
trademarks of Microsoft Corporation. MS” Windows/386 and MS* 
OS/2 are products of Microsoft Corporation. UNIX” is a registered 
trademark of AT&T °Registered U.S. Patent and Trademark Office. 
Product names mentioned herein may be trademarks and/or 
registered trademarks of other companies. ©1989 Compaq 
Computer Corporation. All rights reserved. 


LOMPAA 


Built-in 

interfaces make 

it easy to connect pointing 
devices, printers, plotters or 
other peripherals without using 
an expansion slot. 


It simply works better? 





The SAS System 


The Data Analysis Tool You Won’t Outgrow. 


sng 
a saci saat 
Oi 


f your job demands a 

powerful data analysis tool, 

the SAS® System is your 
solution. The SAS System gives 
you ready-to-use procedures 
for performing every kind of 
analysis—from simple descrip- 
tive statistics to advanced 
regression, analysis of variance, 
discriminant analysis, cluster- 
ing, scoring, and more. 

The SAS System reads data 
in any structure from any kind 
of file. You can create new 
variables, modify old ones, com- 
bine files, detect errors, and 
accumulate totals. Once your 
analysis is complete, you can 
report your results in lists, 
tables, charts, or plots. 


* Computer Intelligence, January 1986. 
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And as your needs grow, 
the SAS System grows with 
you. All the tools you need for 
color graphics, forecasting, 
modeling, “what if” analysis, 
project management, optimiza- 
tion, and quality control are 
available in the SAS System. 
You choose the products you 
need, and enjoy the 
same easy-to-use 
language and 
syntax in each. Plus, | 
you can use the 
same software on 
your personal 
computer. 


daele Vetter 1d 


The SAS System runs on Digital Equipment Corp.’s VAX™ series 
minicomputers and workstations under VMSas well as other main- 


frames, minicomputers, and personal computers. 


SAS is the registered trademark of SAS Institute Inc., Cary, NC, USA. 


Copyright © 1987 by SAS Institute Inc. Printed in the USA. 


™ Cooperative 
4 Marketing 
Program 


FEB 18, 87 


For details, send 
us your name and 
address. Or call a 
Software Sales 
Representative today. 


The SAS System. 
it’s the most 
widely installed 
tool for data 
analysis among 
VMS users“... 
And more. 


SAS Institute Inc. 

SAS Circle 1) Box 8000 
Cary, NC 27512-8000 
(919) 467-8000 

Fax (919) 469-3737 
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UK firm updates with global net 


BY MARYFRAN JOHNSON 
CW STAFF 


A multinational firm whose roots 
extend to 19th-century England 
has jettisoned its hodgepodge of 
computers in favor of an inte- 
grated network of IBM ma- 
chines and coordinated business 
and manufacturing software. 

The worldwide installation of 
two dozen System/38s and Ap- 
plication System/400s by the 
London-based Johnson Matthey 
PLC is under way now, with 
eight AS/400 installations 
planned this year for its offices in 
the U.S., Europe and Asia. 

“Our mission is to put more 
money in the bottom line,” said 
Tom McLenahan, information 
technology director for JM’s 12 
North American sites. “We 
viewed the AS/400 as a product 
available worldwide, 
with a very strong dis- 
tribution and support 
network.” 

The company is ap- 
proximately midway 
through a five-year in- 
formation technology 
strategy change that 
began in 1987. One 
agent of change in the 
company’s high-tech 
approach was a major 
financial upheaval in 
1986, blamed in part on poor in- 
formation exchange between 
company offices and lack of prop- 
er internal controls. The prob- 
lems cost the firm $600 million 
in losses from its jewelry and 
banking areas and highlighted 
the need for a coordinated com- 
puting environment. 

“The bank problem involved 
a number of bad investments and 
some deals in gold,”” McLenahan 
explained. ‘“‘Basically, it was a 
control breach. We didn’t have 
the information we should have 
had. 

“‘What the new system does is 


McLenahan looks 
to bottom line 


provide a lot of consistent re- 
porting, which provides informa- 
tion to management to allow bet- 
ter control,” the information 
technology director added. 
“Mismanagement can still hap- 
pen, of course, but it won’t be 
through lack of accurate and 
available information.” 

With 10,000 employees in 28 
countries, JM is the largest pre- 
cious metals supplier in the 
world that deals in platinum- 
group metals. 

The company, founded in 
1842, also has divisions supply- 
ing electronic materials to the 
semiconductor industry. It pro- 
duces about 75% of the world’s 
catalysts for catalytic convert- 
ers. 

“Essentially, we’re integrat- 
ing the fiefdoms into one corpo- 
ration with central accounting,” 
said company spokes- 
man Joseph Povey. 

The company 
. chose software pack- 
a ages for its business 

applications from 
iu Denver-based J. D. 
Edwards & Co. The 
manufacturing end of 
the business will rely 
on applications from 
Data 3 Systems, Inc. 
in Santa Rosa, Calif. 

“We wanted fully 
integrated software designed to 
run on the System/38 and take 
advantage of its architecture,” 
said Paul Pronsati, information 
systems manager at JM’s North 
American headquarters in Valley 
Forge, Pa. He and his 13-mem- 
ber staff function as in-house ex- 
perts on the software, sending 
troubleshooters on the road as 
needed. 

“One benefit of having com- 
mon software is you can have a 
centralized center of expertise. 
We don’t have to have experts in 
10 different software pack- 
ages,” Pronsati said. “It’s not 


Tesseract, Walker to be 
financial software allies 


BY ROBERT MORAN 
CW STAFF 


Tesseract Corp. and Walker In- 
teractive Systems this week en- 
tered into a strategic alliance to 
combine the power of their hu- 
man resources and financial soft- 
ware for IBM’s DB2 database. 
The two San Francisco-based 
companies plan to develop a 
seamless integration of their 
software and to share resources 
for research and development. 
Although they will continue to 
sell their software independ- 
ently, the companies will share 
fagilities and sales and sup- 
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port services. 

Peter Kastner, a 
vice-president of the 
Aberdeen Group, a 
consultancy in Bos- 
ton, viewed the alli- 
ance as part of a larger 
trend to fill a shortage 
in the number of soft- 
ware houses that can 


fulfill the DB2 needs Brownlee: Joint 
of Fortune 1,000 cor- product is ready 


porations. “We are 
projecting a further consolida- 
tion of hardware vendors in the 
industry,” Kastner said, “and 
you will see it on the software 
side as well.” 


that often you get this cross-con- 
tinent support for software.” 

That support was noticed in 
Washington state, at one of the 
corporation’s newly acquired 
businesses. 

“‘We went cold turkey last Oc- 
tober with the AS/400 account- 
ing system and left our old home- 
grown one behind,” said Ruth 
Gustafson, IS supervisor for 
Johnson Matthey Electronics in 
Spokane. “It’s been nice to be 
able to call on the people in Val- 
ley Forge for help.” 

McLenahan calls his informa- 
tion technology strategy a 
“cookie-cutter approach” 
and what pops out of the oven is 
supposed to taste as sweet as in- 
creased productivity and cost 
savings. “The savings are pretty 
hard to quantify right now,” 
McLenahan said. ‘“We’re spend- 
ing somewhere around $50 mil- 
lion on this project, and we ex- 
pect our return on investment to 
exceed 35%.” 

Refocusing the company’s in- 
formation technologists on busi- 
ness applications and problems 
— rather than on writing code 
was another important 
change, the information technol- 
ogy director said. 

Unwilling to wait for the de- 
but of the AS/400 in June 1988, 
JM began installing System/38s 
two years ago. 

“Our System/38 strategy 
was really a folded 38/400 strat- 
egy before we knew the name [of 
the AS/400],” Pronsati said. 
“We bought the 38s knowing 
that whatever the new machine 
would be called, Silverlake or 
whatever, it would be compati- 
ble.” 

While Digital Equipment 
Corp. in Maynard, Mass., was a 
strong contender, JM executives 
were won over by the broader 
range of vendor-supplied com- 
mercial software available for 
IBM’s midrange machines. 


According to Kastner, Aber- 
deen research indicates that the 
majority of large IBM sites have 
pinpointed DB2 as their strate- 
gic direction, making the data- 
base the de facto standard for 
large corporations. As 
a result, Kastner said, 
‘ft becomes a no- 
brainer for software 
houses to begin to 
blend their applica- 
tions using DB2.” 

The companies 
plan, for example, to 
integrate such sys- 
tems functions as em- 
ployee expense, third- 
party payment and 
payroll accounting 
across both systems. In addition, 
the products will provide com- 
mon user access, common tool 
sets and data sharing. To elimi- 
nate data redundancies, for ex- 
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linked. 


Light ages 


t Johnson Matthey Electronics’ plant in San Diego, 
the firm went from an archaic computer time-sharing 
plan on a Xerox Corp. mainframe in Los Angeles to 
having its own IBM AS/400 on the premises. 

“We love it. So far, so good,” said William Dau- 
bert, site controller at the 55-employee company. “We've had 
our accounting system up and working on it for six months.” 

Some initial “teething problems” during installation were 
quickly resolved by that legendary IBM service, Daubert said. 
“The disk drive and tape drive [crashed] the first week, and 
IBM was out in less than 60 minutes both times,” he said. 
“When the tape drive failed, the machine phoned up IBM be- 
fore we even knew about it. I was very impressed.” 

Accounting efficiencies with Denver-based J. D. Edwards & 
Co. software running on the AS/400 “enabled us to avoid hir- 
ing another accounting person,’ Daubert said. “In another 
year, I expect the same efficiencies in our manufacturing.” 

By then, the firm will have installed a closed-loop manufac- 
turing package from Data 3 Systems, Inc. in Santa Rosa, Calif. 
Eventually, all the company operations will be electronically 


“Right now, there’s a lot of shrieking back and forth on the 


telephone,” he said. 


Daubert envisions a system flowing smoothly through com- 
puterization — from the initial customer call through the ac- 
counting and payment process and finally to shipping the prod- 
uct out the door. “The worst thing you can do is say you’ll ship 
product X tomorrow and then not do it,” he said. “We don’t 


want to get that reputation.” 


“A lot more people are writing 
commercial systems software on 
IBM than DEC,” Pronsati said. 

J. D. Edwards is a 
vendor of business ap- 
plications for the 
AS/400 and = Sys- 
tem/38 exclusively 
and has more than 
1,250 customers 
worldwide, said com- 
pany spokeswoman 
Ann Rovin. 

Of particular inter- 
est to JM was the soft- 
ware’s capabilities in 
multicurrency ac- 
counting. Among the 36 soft- 
ware packages the ‘information 
technology experts examined, 


ample, data common to both sys- 
tems will be maintained in one 
place. 

Prices have not been set, but 
David Brownlee, president of 
Walker Interactive Systems, 
said that a joint product is avail- 
able, and the companies expect 
to deliver a version with seam- 
less integration by next quarter. 

According to Brownlee, “It 
will be many years before the so- 
called single vendors 
have an integrated 
DB2 product line and 
can even challenge 
us.” 
Not so, _ said 
Kastner, who does not 
view the companies as 
presenting an immedi- 
ate challenge to the 
market leaders, Man- 
agement 


Pronsati, an in- 
house software pro 


td 


Science Leckonby is pres- 
America, Inc. and Mc- ident of Tesseract 


MARYFRAN JOHNSON 


few were able to process de- 
tailed financial transactions in up 
to 24 different currencies. 

Given JM’s smaller 
operations, the ability 
to customize their 
own reports and pro- 
vide consistent re- 
porting throughout 
the corporation were 
other key factors in 
the strategy. 

“When we bring up 
new organizations, it 
will cost less to inte- 
grate them into John- 
son Matthey,” Mc- 
Lenahan noted. “If you don’t do 
this kind of stuff, you’ll be out of 
business.” 


Cormack & Dodge Corp. Both 
companies have announced sys- 
tems that embrace cooperative 
processing on IBM’s Systems 
Application Architecture, which 
implies DB2, Kastner said. By 
working together, however, 
Tesseract and Walker can gain 
size, marketing clout and poten- 
tially more sales, Kastner said. 

The alliance was formalized 
after both companies netted a 
$1.1 million contract 
with Stone and Web- 
ster, Inc., an engi- 
neering company 
based in Boston. 

William Leckonby, 
president of Tesser- 
act, said, “Stone and 
Webster w-< the 
impetus for u¢ aili- 
ance but the straw 
{that broke the cam- 
el’s back].” 


. 
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The Carter Organization’‘s unique 
business required unique solutions. 


The Carter Organization, the world’s largest proxy 
solicitation and investor relations firm, represents numer- 
ous prestigious clients in struggles for corporate control, 
annual meeting support and corporate governance 
consulting. 

The unusual, time-sensitive nature of this business 
requires instant access to a variety of data, to sort, review 
and analyze information efficiently, insure reporting accu- 
racy and streamline communications throughout the 
organization. 

In proxy solicitations, for example, it’s vital to keep on 
top of every phase of the process, including tracking and 
tabulating votes—literally up to the last minute. 

So, when Carter looked to replace their existing com- 
puter system, Data General was the vendor of choice. The 
main reason was Data General's ability to address their 
specific needs for a custom solution to serve their clients. 
And keep them ahead of their competition. 

Donald Carter, Chairman and CEO, explains: 

“In our business, knowledge really is power. The com- 
munication of up-to-the-minute information is essential. 
And reliable technology is key. That's where Data General's 
custom capabilities proved invaluable. In every respect, 
they were much more responsive to our unique needs 
than the competition. Data General offered a more cost- 
effective, efficient and serviceable solution. They worked 
with us to provide a unique configuration of hardware and 
even wrote much of our software” 

To learn how Data General can make a difference for 
you, send the coupon below. Or call: 1-800-DATAGEN. In 
Canada, call 416-823-7830. 


@y Data General 


3400 Computer Drive, Dept. ADV/CO, Westboro, MA 01580 
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BY ROSEMARY HAMILTON 
CW STAFF 


When Digital Equipment Corp. an- 
nounced the VAX 6000 Model 400 earlier 
this month, the company was not just 
trotting out the latest revved-up version 
of its 6000 microprocessor. 

Instead, the firm was introducing a 
new CMOS-based chip on which the fun- 
damentals of DEC’s 8800 series were 
brought down toa microprocessor level. 

In short, DEC took the 8800’s nine- 
processor board configuration and re- 
duced it to one 11- by 10-in. microproces- 


Windowing 


CONTINUED FROM PAGE 21 


ers, including Hewlett-Packard Co., will 
enter the market. Bill Carrico, president 
of NCD, said that initial sales have been 
largely to scientific- and engineering-ori- 
ented customers. He said he is, however, 
seeing more interest from the commer- 
cial world. Carrico suggested that DEC, 
by offering a Decwindows terminal for 
VMS, will begin to open up the commer- 
cial marketplace. 

David Renaud, director of technical 
services at Grinnell Mutual Reinsurance 
Co. in Grinnell, Iowa, is one commercial 
user who agrees. “A low-end imaging 
workstation would be of high interest to 
us,” Renaud said, but he added that he is 
interested in a tightly integrated product 
that DEC could offer. 

Grinnell Mutual has different needs in 
terms of complexity and throughput, 
Renaud said. Although many users are 


“ 


EC IS A terminal-to- 

host-oriented 

company. It makes a 
lot of sense for them.” 


BILL CARRICO 
NETWORK COMPUTING DEVICES 


currently using personal computers run- 
ning Microsoft Windows, Renaud said 
windowing terminals would be advanta- 
geous in bringing DEC functionality, such 
as imaging capabilities, to users not tak- 
ing advantage of these features at this 
time. Such terminals “may slow the ex- 
pansion of PCs but only if the PC-emula- 
tion capacity is adequate enough in terms 
of speed and functionality.” 

A Decwindows terminal offering from 
DEC had been anticipated. ‘‘DEC is a ter- 
minal-to-host-oriented company,” NCD’s 
Carrico said. ‘It makes a lot of sense for 
them.” 

However, reports surfaced earlier this 
year that the prototypes were slow and 
mercilessly resource-consumptive; one 
source inside the company disclosed that 
four terminals running Decwindows could 
bring a Microvax “‘toits knees.” 

However, DEC officials claimed the 
upcoming terminals would perform faster 
and at a more competitive price than what 
is currently available on the market. A 
DEC spokesman said memory require- 
ments will vary depending on the applica- 
tion. 
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DEC downsizes VAX chip 


sor board, according to Robert Supnik, a 
DEC corporate consulting engineer who 
serves as technical director of the compa- 
ny’s semiconductor engineering group. 
DEC really did not have much of a 
choice, however. The CMOS-based mi- 
croprocessor used in the first two genera- 
tions of 6000 systems — the 6200 and 
6300 — quickly reached its limits. The 
6200 processor ran at 80 nsec. The 6300, 
which was a souped-up version of the 
6200, operated at 60 nsec. According to 
Supnik, that CMOS implementation could 
have been speeded up only slightly more. 
What DEC wanted was a microproces- 


A Strong CASE 


for Choosing Pilot 
Over Comshare. 


wi 


Innovation has made 
us a strong competitor. 
We developed the first 
commercial Executive 
Information System in 
1984. We pioneered 
cooperative processing 


architectures, time-series relational data- 
bases, dynamic menuing and packaged EIS 


applications. 


Now were introducing our new line of 
EIS/G™ code generators that eliminate up to 
80% of the development and support costs 


of an EIS—the first application 


CASE tools in the EIS industry. 

This innovation lets you generate execu- 
tive applications faster and with better code 
integrity than any system the competition 


can provide. 


Leadership. There's an old New England say- 
ing: “The empty wagon rumbles the loudest.” 


\PROT TRY nwt 


sor that could run at 28 nsec, and it was 
able to get that with this miniaturized 
8800 chip. Supnik said his group could 
have tried other design implementations, 
but it scaled down the 8800 because it 
was a known, proven technology. 

“This one was the most straightfor- 
ward way,” he said. ‘“‘We could be assured 
that there wouldn’t be any surprises.” 

The project took three years. Accord- 
ing to Supnik, not all of the 8800’s attri- 
butes could be pulled down to the micro- 
processor level, but the team was able to 
implement the basic architectural princi- 
ples on the smaller scale. 

For example, the 8800's pipeline de- 
sign, which allows more than one system 
instruction to be in progress at one time, 
was duplicated on the 6000 Model 400. 


Both used a six-stage pipeline design, 
whereas the first two generations of the 
6000 systems were restricted to a four- 
stage pipeline. 

However, Supnik said the team was 
not able to bring over the 8800's control- 
store program, which is microcode that 
implements the system’s instruction set: 
“On the 8800, there are 2% million bits of 
microcode, and on the 6400 chip set, 
there are 86,000. That kind of reduction 
required a lot of rethinking. 

“We looked at some designs that 
would have involved using more chips,” 
Supnik said, “‘but we concluded that they 
didn’t bring any advantage to the custom- 
er. The advantage of using the 8800 is 
that some of our design problems were 
solved in advance.” 
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claims. It’s built on references. 

Real corporations using real systems. 
Ask for our complete user list. ‘Then ask 
Comshare for their list of “10,000 EIS users.” 

If you want to see more, sign up for one of 
our hands-on workshops. You'l be able to build 
your own CASE for choosing Pilot. 

For more information, call (617) 350-7035. 
Or complete and mail the coupon below to: 
Pilot Executive Software, 40 Broad Street, 
Boston, MA 02109. 


Put me on the CASE... 


0) Call me to arrange an on-site demonstration or hands-on workshop. 
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and ‘EIS: The Management Perspective: 
0 Send me a schedule of seminars in my area. 
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emulate IBM by bundling a runtime ver- 
sion of its RDB with the VMS operating 
system. Because a user’s reliance on a 
DBMS is so great — installing a DBMS is 
often a commitment of a decade or more 
— many users feel better when they are 
buying both hardware and DBMS from a 
stable hardware vendor. 

A user I spoke with recently said he 
felt secure using a fourth-generation lan- 
guage (4GL) from an independent soft- 
ware vendor, but he did not have the same 
feeling of security buying a DBMS from 
an independent. The specter of his DBMS 
vendor having problems and being un- 
able to support the product was too daunt- 


ULLINET’S problem 

was that in the face of a 

changing database 
landscape, it failed to 
perceive the changes. If its 
timing in the 1970s was 
great, its timing in the 1980s 
was terrible. 


ing. On the other hand, he said he would 
find it comparatively easy to switch to an- 
other 4GL if he had to. 

Cullinet’s fate will just serve to rein- 
force this trend by confirming users’ sus- 
picions of vendor instability. The list of 
independent software vendors that have 
been suffering is long and growing. 
There are contrarian firms, however, 
such as Oracle, which, despite the pre- 
dictions of some software industry ana- 
lysts, have yet to hit the wall. 

Cullinet’s problem was that in the 
face of a changing database landscape, it 
failed to perceive the changes. If its tim- 
ing in the 1970s was great, its timing in 
the 1980s was terrible. Cullinet actually 
did all the right things but at all the wrong 
times. A case can be made that Cullinet 
could have been as successful as Oracle in 
the 1980s if its timing had been better. 

The difficulty of reversing Cullinet’s 
downward spiral is highlighted by com- 
ments that Cullinet’s Bob Weiler made 
recently to a Computerworld reporter. 
Weiler said that an article in the Wall 
Street Journal that appeared earlier this 
year detailing Cullinet’s woes cost the 
firm $8 million in delayed or canceled 
sales. Weiler said he could attribute the 
losses to the article. Each time Cullinet 
coughed, it drove more potential cus- 
tomers away. 

Thus, user perception is more impor- 
tant than reality. Users will wait patiently 
for IBM because they believe IBM will 
come through in the end. But should an 
independent vendor show weakness, us- 
ers will become nervous and bolt. 

The great challenge for Computer 
Associates, now that it has swallowed Cul- 
linet, is to fulfill the promise of stability 
that is implied by its ever-increasing size. 
All the aspersions that have been cast its 
way will be forgotten if it proves capable 
of providing choices to users over the 
long term, something its component com- 
panies, in the end, could not do. 


Gibson is Computerworld’s senior editor, soft- 
ware. 
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HARD BITS 


| 
IPL boosts 4381 
‘memory line 


| 
| IPL Systems, Inc. beefed up its memo- 
ry product line for the IBM 4381 last 
| week by adding 8M- and 4M-byte cards 
| for the higher end 4381 models. Last 
| year, the company came out with 2M- and 
| 4M-byte add-ons for the lower end 
| 4381s. The memory cards will work with 
| the 4381 Groups 22 through 24 proces- 
| sors as well as the IBM MVS/ESA-capa- 
ble systems, the 91E and 92E, according 
to the company. An early release program 


for the memory cards has just begun. 


Data General Corp. announced a plan 
recently to service and repair non-DG 
products, including computer equipment 
and peripherals. The company said it will 
extend customers’ maintenance agree- 
ments to include up to 100 products from 
other vendors that they may have linked 
to their DG systems. The products in- 
clude modems, disk drives, displays, 
printers and controllers made by such 
companies as Control Data Corp., IBM, 
Storage Technology Corp. and Hewlett- 
Packard Co. 

DG also announced that Sartox Data 
Systems will offer its Sunpac automated 
student and financial accounting software 
on DG’s MC line of proprietary minicom- 


Bes 
UNISYS 


AND YOU. 


puters as well as its newer reduced in- 
struction set computing-based systems, 
called the Aviion line. 


Tech Data Corp., a reseller of micro- 
computers and minicomputers, recently 
signed a deal with Unisys Corp. to resell 
the company’s low-end Unix-based sys- 
tems. Unisys said the deal could repre- 
sent up to $50 million in new business. 
This is Tech Data’s first Unix-based prod- 
uct. The agreement calls for Tech Data to 
resell the U 6000 series, which is based 
on the Intel Corp. 80386 microprocessor. 


Sony Microsystems Co. said it will use 
Parallex Graphics, Inc.’s graphics and 
videographics display controllers as part 
of its News line of Unix systems. 
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NEW PRODUCTS — SOFTWARE 


Development tools 


A system that contains five commands 
and manages changes in the product de- 
sign and development life cycle has been 
released by Team One Systems, Inc. 
Called the Engineering Change Order 
(ECO) system, the product reportedly in- 
tegrates the user’s current environment 
of tools and applications with AT&T’s 
Unix operating system commands and 
utilities and with other Team One prod- 
ucts such as the Object-Oriented database 
management system and applications. 
Available on Sun Microsystems, Inc. 


It seems like every computer 
company wants you to count on 
their commitment to open 
systems, total solutions and a 
customer-oriented outlook. 

And then there’s Unisys. We're 
not just asking you to count on 
some vision of the future. We're 
here to show youa complete 
LO) Gel accialet-m el iii mela- me |[e! 
framework of deliverable 


workstations running SunOS Release 3.5 
or 4.0, ECO costs $500 more per node. 
Team One 

Suite 178 

2700 Augustine Drive 

Santa Clara, Calif. 95054 
408-986-9191 


Hypersoft Corp. has announced a VAX- 
based tool for reverse-engineering of ex- 
isting applications. Application Browser is 
said to provide both an interactive and 
hard-copy road map of Cobol applications. 
The vendor explained that the ability to 
see the application logic and program- 
control flow helps developers analyze 















adaae 


products, designed to reflect 


what we've learned from our 
customers. 


AN UNMATCHED LINE 


Consider our UNIX hardware. 
eB dal-manesi mela) ecalaeii is 
tel ilunteer- Ol Gamma 
business. From PC to multiple- 
processor mainframe power, 
from one to hundreds of users. 
Our U Series, for example, 
combines superior price/ 


networking capabilities to make 
our UNIX systems readily 
compatible with networks like 


changes to code and aids in training on ap- 
plications. The tool handles Cobol from 
Digital Equipment Corp.’s VAX, Decsys- 
tem-10s and -20s and IBM mainframes. 
Prices vary according to the CPU, 
ranging from $3,000 for the Vaxstation to 
$40,200 for the VAX 8840. 
Hypersoft 
675 Massachusetts Ave. 
Cambridge, Mass. 02139 
617-864-8860 


Flexus International Corp. has released 
Version 1.0 of CICS SPII, a microcomput- 
er-based programming tool used to de- 
sign and implement Cobol- and main- 
frame-based end-user data entry sys- 
tems. 

The software reportedly allows users 


And we've put the most popular 
database software on our 
systems. Plus productivity tools 
like Unisys MAPPER, LINC and 
ALLY systems that go beyond 4GLs 
and CASE to ease implementation 
and help reduce training costs. 


BUSINESS AS USUAL 
The point of it all is to put the real 


power of the UNIX operating 


system in your hands. Freedom 
to design optimal (cost/perfor- 
mance/quality) solutions without 
technical constraints or changing 
uM NA eRe OR ei te 

When you think about open 
systems, think about UNIX 
System V—the open system 
eRe Cm ell aR aCe 


to develop interfaczs for applications be- 
fore writing any Cobol code. The screen 
components of the interfaces can be in- 
corporated subsequently into a working 
system model and prototyped at the mi- 
cro level, the company said. The product 
is priced at $795. 

Flexus International 

P.O. Box 9199 

Morristown, N.J.07963 
201-895-4724 


Applications packages 


Infolink Software, Inc. has announced up- 
grades to its IBM DB2 application prod- 
uct that are reportedly designed to help 
manage changes and problems in the pro- 
duction environment of a mainframe site. 

According to Infolink, Information 
Management Problem and Change 
Tracking (Impact) is a menu-driven sys- 
tem using IBM’s ISPF and SQL to provide 
options that guide the user through the 
system and enable him to select appropri- 
ate panels for controlling changes to be 
implemented and creating customized re- 
ports. 

A perpetual license costs $35,000. 
Infolink Software 
Suite 603 
1400 Fashion Island Blvd. 
San Mateo, Calif. 94404 
415-574-3305 





Batch Process Technologies, Inc. has re- 
leased Bash, a picture-oriented database 
support package for use with the firm’s 
Batches simulation software product. 

Designed for simulating batch and 
semicontinuous chemical processes, Bash 
allows users to build and analyze models 
via on-screen graphical displays, the ven- 
dor said. Features reportedly include ani- 
mation playback and result summariza- 
tion capabilities. 

Depending on the type of hardware 
configuration available, Bash and Batches 
together are priced from $50,000 to 
$95,000. 

Batch Process Technologies 
P.O. Box 2001 

W. Lafayette, Ind. 47906 
317-463-6473 




































Global Software, Inc. has announced its 
Miscellaneous Customer Billing and Ac- 
counts Receivable System (MCBARS) for 
the utility industry. 

Running on IBM mainframe and mini- 
computers, including the Application Sys- 
tem/400, MCBARS reportedly provides 
miscellaneous billing for damage claims, 
service construction and maintenance. 

MCBARS costs from $125,000 to 
$250,000, depending on hardware con- 
figuration. 

Global Software 
P.O. Box 51248 
Raleigh, N.C. 27615 
800-366-7890 


DISOSS 


DOCUMENT STORAGE REPORTER 
Find out what's in your DISOSS 
library and PS/CICS document pool. 

¢ Reports on all documents 
¢ Runs while DISOSS is active 
¢ SMF accounting records 

¢ Free 30-day trial 


TBS Software Inc. 
Ec} 249 Tempo Avenue 


performance throughout the line, 
with PC integration capabilities 
TO aar alae 

Then there’s UNIX System V, 
itself. We adopted it years ago 
because our customers’ needs 
pointed to it. Today, it’s the open 
EI Cue Um Lee S- lars eel | 
applications already available. 
And a worldwide base of 
customers already investing in it. 

i omvCom-Lele(xe tials) hire) 
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you think about the UNIX 
operating system, think of your 
freedom to choose any vendor 
Wem lle 

Then choose Unisys—the 
computer company that’s put 
Phar} cey=<- aaa dg) aaa ae 
offering a free booklet, How to 
Speak Open Systems. A fun and 
helpful glossary of generic Open 
Systems terms, it’s yours for the 
asking. 1-800-547-8362. 


UNISYS AND YOU. 
The power of? 


UNISYS 






North York, Ontario 
Canada M2H 2R9 
(416) 221-5140 
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Up For 


AlgI’s SDN, 
Read The Fine Print. 


Substantial penalties for early withdrawal. Minimum volume and length-of-obligation requirements apply to all contracts. 


The rest of AT&T's SDN™ contract says that if you ever want out of the 


deal, you'll pay dearly. Penalties can easily amount to tens of thousands of dollars. 


You'll also pay a sign-up fee. You'll pay extra if you don’t reach the 
minimum volume. And, to get their best rates, you'll have to bind yourself to a 
three-year contract. 

But with US Spnnt'’s* VPN," you don't even have to sign a contract. 
There's no long-term or volume commitment. You always pay 10 to 30% less 
than AT&T'S rates. 


What's more, you always enjoy the unsurpassed quality and reliability 
of the nation’s only 100% digital fiber optic network. So before you commit 
yourself to AT&T's high rates, read the fine print carefully. Because it’s a lot 
easier to get into a deal with AT&T, 


than to get out of one. ha . 
== US Sprint. 
— wy 


To learn more about 
US Sprint's VPN;* call your 
Talk With The Best... 


US Sprint Account Manager. 


1989 US Sprint Communications Company Limited Partnership. ® US Sprint is a registered trademark of US Sprint Communications Company Limited Partnership. Rates effective August |, 1989. 
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Douglas Barney 


Kingdom 


folks at Compaq 
are an agile lot. 
When personal 


IBM Gaaleasd a new bus, Com- 
paq laughed but offered no 
technical response. And sales 
climbed. 

Then, when this IBM Micro 
Channel bus got a head of steam, 
Compag gingerly rallied its ri- 
vals to announce EISA, a func- 
tional equivalent that will ship 
some 242 years after IBM’s orig- 
inal product. Despite the bi- 
zarre and belated positioning, 
sales climbed. 

Now, to confuse customers 
that had finally felt comfortable, 
Compaq’s strategy has become 
as murky as the fluid that oozed 
out of the Exxon Valdez, and 
just as slippery. 

The latest is a licensing deal 

Continued on page 36 
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e GTE Electrical lights up 
energy-saving users. Page 
33. 


e Better baseball bats with 
the help of PCs. Page 33. 

e Grid Systems offers extra- 
light laptop. Page 37. 


Designs for the third dimension 


ON SITE 


BY JAMES DALY 
CW STAFF 


| 
| LIVERMORE, Calif. — Time 
was, the only thing a pair of 3-D 
glasses was good for was making 
it seem as if the Creature from 
the Black Lagoon were right be- 
side you in the movie theater. 
But Peter Luft and Gary 
Bradley are working to change 
that. At the Lawrence Liver- 
more National Laboratory here, 
the two designers have devel- 
oped a way to use a pair of card- 


board 3-D glasses to transform 
intricate flat-screen engineering 
drawings into wire-frame mod- 
els that appear as if you could 
reach through the terminal’s 
screen and grab them. 

Workstation users accus- 
tomed to spending thousands of 
dollars for realistic on-screen 
three-dimensional _representa- 
tions are also going to find one 
aspect of the methodology par- 
ticularly attractive: It requires 
no new hardware or software. 
The only cost is about 39 cents, 
for the glasses. 

“The great thing about 3-D is 


Savvy users can save 
on hot service market 


BY JAMES DALY 
CW STAFF 


The dramatic increase in work- 
station price and performance 
competition has translated into a 


features into their after-sale ser- 
vice packages in an attempt to 
woo customers, the Lexington, 
Mass.-based firm said. 


The days of charging a fixed 
maintenance fee are gone, but 
vendors have sweetened the pot 
by bundling support into initial 
sale packages, often throwing in 
training and implementation as- 
sistance services at no additional 
charge. 

Consequently, vendors have 
also sought to broaden their ser- 
vices distribution support by for- 
mulating incentive programs to 
encourage resale or alternate 
channel support. 

The result is not only a bar- 
gain for first-time users but also 
a foot in the door for vendors 
looking to enjoy the financial 
windfall when future support is 
needed. 


“Cost of ownership repre- 
sents an area of increasing im- 


that it’s unambiguous,” Luft 
said. “And if you don’t have a 
good idea of what you’re design- 
ing or how it will eventually look, 
you’ re heading for big trouble.” 
Traditionally, designers have 
needed to draw a front, top and 
side view of an object. Shading is 
added to heighten the sense of 
proportion a two-dimensional 
drawing often lacks. But even 
with that addition, the viewer 
still needs to spice the image 
with a little imagination to get an 
idea of how it would actually ap- 


pear. 
Luft and Bradley’s method is 


an attempt to teach an old dog 
some new tricks. The procedure 
begins with a view of the draw- 
ing in red. The image is then ro- 
tated two degrees about its ver- 
tical axis and drawn in cyan. 
When viewed through the glass- 
es — which have one red lens 
and one cyan lens — each eye 
sees a slightly different image, 
and the 3-D effect snaps into 
place. 

Luft stumbled upon the idea 
last August while puzzling over 
the design of an object. An ex- 
photography student and a long- 
time admirer of the lab’s com- 
puter-aided design system, Luft 
saw a pair of 3-D glasses pinned 
to the wall of a co-worker’s cubi- 

Continued on page 36 





portance,” the report said. 

The report also found, how- 
ever, that shorter warranty and 
services policies prevail. Despite 
a movement to one-year warran- 


Service squeeze 


ties by vendors such as Digital 
Equipment Corp. and IBM, the 
report concluded that most oth- 
er warranties tend to be shorter, 
usually only about 90 days. 


Prices for workstation service and support are being forged by pressures 


from above and below 





Increasing product performance at lower prices 


<P 
Increasing product reliability 
> 


Participation in more price-sensitive markets 


>, 
Remote service delivery 


SERVICE PRICES 


Increasing cost of labor and parts 


Increased bundling of services 


Shorter product life cycles 


Pressure to contribute 
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Some folks think that COBOL, the language of 
the past, may also be the language of the future! 


"Micro Focus COBOL for Presentation Manager has suddenly become the 
eet am talento Rach tapas sase Pet voit ola BYTEweek, 6/19/89 


"And COBOL, the language everybody uses without admitting to it - also 
refuses to go gentle into the night of old technology. . . Micro Focus ap- 


right language.” 


pears ready to bring the old-time language into the brave new world of 


RPRIDIICHT USER IRIE IEMOS 68 5 oon wins oie vise ooh sine s PCWeek, 6/5/89 


Micro Focus COBOL/2 Workbench Awarded 1989 Professional Solutions 
PC Tech Journal, 2/89 


"The COBOL/2 Workbench, available from Palo Alto based Micro Focus, 
Inc. is by far the most powerful and complete PC-based COBOL develop- 
ment and maintenance toolset. This package is the Cadillac of PC COBOL 
System Builder Magazine, 1/89 


toolsets.” 
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productivity.” 


Micro Focus "ANIMATOR is a sparkling example of the reason why the 
PC-based COBOL workstation represents a quantum leap in programmer 
eas 5 matte erat Database Programming & Design, 10/88 


“Could COBOL be the key to the success of OS/2?" 


. BYTEweek , 6/19/89 


Micro Focus Awarded Four Out of Four Ribbons for "Overall Value” in 


Readers’ Choice Awards InformationWEEK, 4/24/89 


MICRO FOCUS: 





A Better Way of Programming™ 


Call us at 1-800-872-6265 or 415-856-4161. 





LOOK LIKETOA 
MULTIPART FORM. 


if your printer tums forms printing 
into a feeding frenzy, give it the heave- 
ho, and pick up a Datasouth instead. 

Datasouth printers are designed 
specifically for printing thick, hard-to- 
manage forms, without ripping and 
tearing them to pieces. 

All Datasouth printers have a 
straight paper path, so stiff multipart 


A. Straight paper path 
ballistic 


forms feed through smoothly. No 
jamming, wrinkling, or crumpling. 

Every model comes equipped 
with a high power ballistic printhead 
with enough bite to print legibly through 
six copies. A Datasouth is built for 
100% duty cycles, even in the most 
demanding applications. And with 
speeds up to 400 cps,a Datasouth 
won't eat into your productivity. 

Datasouth has printers 
that are plug-compatible with 
almost any equipment. 


D. High torque tractor 
feed 


VAX and DEC are registered trademarks of Digital Equipment Corporation. IBM is 


a registered trademark of international Business 


ASCII minis and micros. DEC VAX 
systems. And IBM System/3X, AS/400, 
and 3270-type systems. 

There are even Demand 
Document models with a zero tear- 
off feature. So you can print to the bot- 
tom of your document and tear it off 
without wrecking the form that follows. 

So let your old printer bite the 
dust. And sink your teeth 4 
into a Datasouth. Call toll I 800 
free for the name of your 
nearest distributor. 


<> 


Datasouth 


AMERICA'S HIGH PERFORMANCE 
PRINTER COMPANY 


PO. Box 240947, Charlotte, NC 28224 (704) 523-8500 « Tix: 6843018, DASO UW‘ Sales: 1 (800) 222-4528 « Service: 1 (800) 438-5050 * West Coast Office: (213) 649-5669 
Machines Corporation. 
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Fed red tape blunts PC cutting edge 


BY DOUGLAS BARNEY 
CW STAFF 


WASHINGTON, D.C. — While 
users praise progress, not all is 
rosy in the land of government 
personal computers. 

The federal government has 
been engaged in a massive de- 
ployment of PCs aimed at in- 
creasing worker efficiency and 
allowing the government to pro- 
vide adequate services regard- 
less of budgetary conditions. 

Despite the large buys, critics 
charge that the often tedious 
procurement process can result 
in the acquisition of technology 
that is behind the times, since 
the original specification may 
not take into account more re- 


cent technical advances. 

Add to that lower pay scales 
for government IS workers, and 
you have equipment that may be 
out of date and not fully opti- 
mized. or supported. 


“The government is |) 90) 


not on the leading 
edge of technology |~ 
because the procure- |; 
ment can take up to | 
two years,” said Jerry | 
Schneider, chairman | 
of the Fed Micro Pro- 
gram Committee, a group that 
runs an annual conference and 
exposition for government infor- 
mation systems professionals. 
Ironically, buying individual 
PCs is apparently not a problem. 
“Tt is almost getting as easy as 


New bat design jogs out 
from university dugout 


Researchers use PCs to wield radical new stick 


BY RICHARD PASTORE 
CWSTAFF 


STARKVILLE, Miss. — A base- 
ball bat in the shape of a tennis 
racket would probably cause 
some ball players to scoff — that 
is, until they found that it might 
make them better hitters. 

This departure in bat design, 
though somewhat extreme, out- 
performs the tra- 
ditional bat, ac- 
cording to resear- 
chers at Missis- 
sippi State Uni- 
versity, who are 
using computers 
to find ways to 
make better bats. 

More subtle — 
and practical — 
design improve- 
ments are result- 
ing from a per- 
sonal computer- 
driven study that 
is under way at 
the university’ s 
ae engineering depart- 


meet are interested in what 
happens to the bat during im- 
pact, how strong does a bat need 
to be to withstand the impact and 
what you can do in terms of 
structure to improve the perfor- 
mance of the bat,” explained 
Keith Koenig, associate profes- 
sor of aerospace engineering. 

A Dell Computer Corp. PCs 
Limited 286 equipped with three 
Metrobyte Corp. data acquisi- 
tion boards controls the nearly 
simultaneous actions of a pitch- 
ing cannon, hydraulic batting 
machine, cameras and IBM Su- 
per Video Graphics Array moni- 
tors. 
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Three Intel Corp. 80386- 
based IBM compatibles with In- 
tel 80387 math coprocessors ap- 
ply 6.5M bytes of memory to 
record and analyze bat variables 
such as stress, deflection and de- 
formation. The researchers then 

use homegrown soft- 
ware and a commer- 
cial finite element 
analysis program 


to predict the flight path of the 
bail after impact and how the 
size, shape, weight and materials 
of the bat will affect perfor- 
mance. 

These studies have yielded 
some surprising information. 
For instance, lighter bats make 
for better hitters. Besides the 
fact that light bats are easier to 
control, the lighter weight is di- 
rectly related to higher ball ve- 
locity in certain situations, 
Koenig said. 

Materials make a big differ- 
ence in performance. Koenig 
originally thought “it doesn’t 
matter what you make the bat 
out of, as long as it’s many times 
harder than the ball,” he said. 


buying a pencil,” Schneider said. 
In addition, government pay 
scales lag behind those in private 
industry. While agencies can eas- 
ily acquire PCs, they often have 
— difficulty attracting 
=) | enough talent to take 
S| advantage of the 
==} equipment. In particu- 


: lar, skilled college 
"| graduates with a focus 
: on computer science 


are flocking to busi- 
ness and _ steering 
clear of government work. 

“We don’t have the applica- 
tions talent because of pay 
scales. For instance, we have no 
programmers on our staff,” said 
Dan Yurman, information man- 
agement specialist for the Envi- 


“But that is not what we found; 
the strength characteristics of 
different materials does influ- 
ence the performance. If you 
make the bat out of a material 
that deforms and rebounds on 
impact like a trampoline, the ball 
will gain higher velocity.” 

The computers have shown 
that the most effective distribu- 
tion of weight in the bat — the 
proportion of weight in the bar- 
rel vs. that in the handle — is not 
as logic and tradition would have 
it. Koenig would not elaborate, 
since much of this data is propri- 


ronmental Protection Agency’s 
Hazardous Waste Program. 

Even if government agencies 
buy leading edge technology, it 
takes skilled people to imple- 
ment and support complex new 
systems. 


Only so far 

“Without money, we will hit a 
wall. We won’t be able to take 
advantage of all this stuff like 
80386s, cooperative processing, 
and OS/2,” Yurman said. Yur- 
man’s group has acquired more 
than 1,000 PCs and currently 
has one for every two profes- 
sional workers. One Pentagon IS 
professional agreed. “I do not 
get the people straight out of 
school who are aware of the 


etary to the program’s backers: 
bat makers Worth, Inc., which 
has funded the study since 1983, 
Easton Aluminum, Inc. and 
Spaulding Sports Worldwide. 
Like a double to left field in 
Fenway Park, some of the proj- 
ect’s bat designs are off the wall. 
“There are some rather 
strange-looking bats in the 
works,” such as one reminiscent 
of a tennis racket, Koenig said. 
“They would work, but sanction- 
ing organizations like the NCAA 
or American Softball Association 
have certain restrictions on bat 


state of the art,” said Craig 
Hirai, an official of the Penta- 
gon’s Macintosh user group. 

Ironically, it often costs more 
to contract government work 
out to independents, some users 
said. Other problems with con- 
tractors are lack of control, in- 
stability of the contractor and an 
inability of the agency to support 
the finished system. These is- 
sues have led many government 
areas to use packaged software, 
even if it is not as effective as a 
custom solution, the users said. 

Some procurement  con- 
tracts, however, are clearly on 
the leading edge. The Social Se- 
curity Administration will soon 
award a contract for 8,000 PCs 
based on the Intel Corp. 80386 
processor. The SSA is specifying 
a high-end PC so that it can keep 
up with software advances that 
emerge during the next five 
years, officials said. 


size, weight and length, so 
whether you'll ever see one out 
on the diamond is unclear.” 

Many bats on the market to- 
day, primarily Worth products, 
are designed with graphite- 
based composite materials rec- 
ommended by the research proj- 
ect. At first, these composites 
were not legal, but two years ago 
the sanctioning bodies agreed to 
allow them. With a portable 386- 
based PC on the way, Koenig 
said he hopes to conduct experi- 
ments and bat analyses in real 
hitting situations. 


GTE’s software idea comes to light 


Energy-paring package allows customers to answer their own ‘watt-ifs’ 


BY RICHARD PASTORE 
CW STAFF 


DANVERS, Mass. — GTE Elec- 
trical Products has announced a 
five-part software package de- 
signed to shed light on users’ en- 
ergy-saving illumination ques- 
tions. 

Sylvia, shorthand for Sylvania 
Information Analysis, will allow 
current and potential Sylvania 
lamp customers to “‘sit down in 
front of the screen and play 
‘what-if games,” said Arnold 
Tucker, the er $ manager 


Computers or compatibles can 
use the program to compare to- 
tal costs of installing and operat- 
ing different lighting systems — 
both Sylvania brands and com- 
petitors’. 


Wise investment 

Users can also calculate the cost 
to replace an old system with an 
energy-saving Sylvania system 
and determine the resulting re- 
turn on investment. The soft- 
ware’s built-in database contains 
specifications and prices for 400 


to take into account that Syl- 
vania products give off less heat 
than standard lighting, which 
consequently reduces air-condi- 


GTE’s Tucker aie package 


will save clientscash 


tioning costs, the company said. 
“In the case of Miami, [the sav- 
ings] could be substantial be- 
cause you're probably cooling 11 
cr 12 months out of the year,” 
Tucker said. 

For customers situated in 
northern climates, Sylvia also 
figures in the cost for heating 
needed to make up for that lost 
by replacement of the hotter 


standard lighting. 

Sylvia is targeted toward 
lighting designers, architects 
and electrical distributors. Users 
do not have to be computer so- 
phisticates to operate the soft- 
ware, Tucker noted. 


Money well spent 

“We've spent an awful lot of time 
making this program  user- 
friendly,” Tucker said. The user 
only needs to supply figures for 
his current lighting installation’s 
operating costs. GTE designed 
the program so that the results 
of the analyses “look like a 
smooth transition from the input 
toan answer that you can readily 
utilize,” Tucker said. 

GTE is betting that Syivia, its 
first foray into consumer soft- 
ware, will lead to an increased 
use of Sylvania lighting systems. 
However, Tucker emphasized 
not every analysis will yield fa- 
vorable results for Sylvania. For 
instance, “‘to replace old lighting 
with new lighting might not be 
recommended in certain situa- 
tions,” he said. 

Sylvia, which began shipping 
last week, runs on IBM PCs and 
compatibles and retails for 
$24.95. 
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Designs 

CONTINUED FROM PAGE 31 

cle one afternoon and the proverbial light- 
bulb went on above his head. Since then, 
the glasses have become an important 
tool in Luft’s workday, during which mis- 
perceptions can turn into costly and po- 
tentially job-threatening failures. They 
can also be big money-savers, allowing a 
user to come up to speed quickly on a 
drawing that has just been handed off. 
Luft cited the case of one Oregon compa- 


CONTINUED FROM PAGE 31 
Compag reached with IBM, allowing the 
Houston clone kings to produce Micro 
Channel machines. 

Immediately after the announce- 
ment, words started to flow out of both 
sides of Compaq officials’ mouths. First, 
officials said the broad patent agreement 
had nothing to do with plans for the Mi- 
cro Channel. They also said that if cus- 
tomers demand the Micro Channel, 


they’d be “foolish or crazy” not to have 
one for sale. 


O MATTER what 

Compaq says or does, 

it will in some way be 
wrong. 


So which is it? The point of decision 
will have to come this year, when EISA 
should ship and undecided customers 
make some decisions. 

No matter what Compaq says or 
does, it will in some way be wrong and will 
have to do some pretty fancy, politician- 
like footwork to recover. Say it produces 
a Micro Channel machine, which it needs 
for Fortune 1,000 accounts that are al- 
ready standardized on the Micro Chan- 
nel but still want a compatible alternative. 
Customers will wonder what took so 
long and why the firm pooh-poohed any 
customer moves to this platform. The 
company is going to look awfully hypo- 
critical. 

If the firm presses on with EISA and it 
fails, customers are going to wonder why 
they were led astray by an insignificant 
and misguided bus architecture. Compaq 
is going to look like it can’t read the mar- 
ket. The only way Compaq can avoid this 
sorry state is if EISA succeeds. But then 
why in creation would Compag license the 
Micro Channel, and why did it take so 
long to decide that a better bus was appro- 
priate? Customers are sure to ask. 

In the long run, it doesn’t matter for 
Compaq. Any way you cut it, sales will 
probably climb. That is because people 
love machines that are optimized in every 
way for speed, without sacrificing com- 
patibility. Regardless of bus architec- 
tures, Compaq will continue to build 
these types of systems. 

Still, there is risk. We all know what 
happens to those that fall off the tight- 
rope. You hit the ground, or you wind up 
on the wire, hanging awkwardly. Either 
way is painful, and in the worst case, aw- 
fully messy. 


Barney is a Computerworld senior editor, PCs and 
workstations. 
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ny that has reduced a model maker’s four- 
hour orientation time to five minutes. 

Although the 3-D effect may be unnec- 
essary in creating objects that are flat and 
simple, it can be invaluable when creating 
a widget that is a little more unusual in de- 
sign or placement. 


Critical pieces 

Luft’s current project involves designing 
a device that measures the heat of a laser. 
Although it is only a small cog in what will 
eventually be a two-story laser system, 
each piece is critical. After he dons the 
3-D glasses, the on-screen image, which 
had seemed a confusing knot of intersect- 
ing lines and circles, suddenly appears as a 
3-D image. ‘‘The stereo image doesn’t re- 
quire any interpretation,” he said. ‘What 


386 is a trademark of Intel Corporation 
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ley have put to- 
gether a formal 
research paper 
that they are 
making available 
through the nu- 
clear weapons 
lab’s affairs office 
and that they 
hope to present 
at the Annual In- 
ternational Com- 
putervision User 
Conference in 
Boston in Sep- 
tember. 


The wonderful thing about 3-D glasses and computers ts 
that the glasses cost just about 39cents 


Healsodoesnit realize | 
Hewlett-Packard makes PCs. ” 


That’s unfortunate. Because 
Hewlett-Packard has a line of 
eight high-performance per- 
sonal computers. PCs which 
range from desktop and floor- 
mount Intel386™based power- 
houses to entry-level 8086- 
compatibles. PCs which offer 
you a better way of doing 
business. 


Hewlett-Packard personal 
computers give you plenty of 
opportunity for expansion. As 


COMPUTERWORLD 


The HP Vectra QS/20 PC. One in 
aline of eight PCs from Hewlett-Packard. 
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NEW 


Systems 


A 9¥2-pound battery-powered laptop with 
a 20M byte hard drive has been an- 
nounced by Grid Systems Corp. 

The Gridlite XL reportedly has an op- 
tional 20M-byte, 21-in. hard drive from 
Prairietek Corp. and incorporates a high- 
contrast, low-power black-and-white dis- 
play. The reflective LCD display with a 
12-to-1 contrast ratio is said to produce 
text and graphics that are easily read in 
different lighting conditions. 

According to the company, standard 
features include 128K bytes of random- 


- $yjoid Bunesedo AyeyenD — 


well as plenty of options. At the 
high end, you can get up to 8 
accessory slots, 620 Mbytes of 
hard disk storage, and 16 Mbytes 
of RAM. And on all models, you 
get a choice of video solutions 
and the flexibility of using 
either 5.25" or 3.5" disks. 


Beyond this, an investment in 
Hewlett-Packard PCs allows 
you to choose confidently from 
thousands of software applica- 
tions and peripherals. HP's strict 
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PRODUCTS 


access memory; a 3%-in., 1.44M-byte 
floppy drive; and parallel, serial and red- 
green-blue ports. 

The standard configuration is priced at 
$1,950. 
Grid Systems 
47211 Lakeview Blvd. 
Fremont, Calif. 94537 
415-656-4700 


Data storage 


A 940M-byte optical subsystem for mi- 

crocomputers has been announced by Mi- 

cro Design International, Inc. (MDI). 
According to the company, the Laser- 


a 


Pe 


adherence to industry stan- 
dards insures compatibility. 
Now, and into the future. 





bank 940 is a write-once read-many disk 
drive system that appears to most operat- 
ing systems to be a standard hard drive. 
The drive reportedly has an access time of 
90 msec and includes an optical disk drive, 
a small computer systems interface for 
the MS-DOS or Xenix operating system, 
cabling, software drivers and a user’s 
manual. 

MDI’s Optical Peripheral Access Link 
library of applications that allow program- 
mers to directly access the optical disk 
from within an application sells for $400. 
The optical subsystem price starts at 
$4,095. 

MDI 

6985 University Blvd. 
Winter Park, Fla. 32792 
407-677-8333 


Hewlett-Packard is backed by 
an extensive network of trained, 
authorized dealers. For more 


information and the name of 


But the most important feature, 
the one you won't get with any 
other personal computer, is 
Hewlett-Packard reliability. For 
50 years, HP has promised, and 
delivered, exceptional quality 
in everything from calculators 
to HP LaserJet printers. 


Finally, every PC made by 


your nearest dealer, call 1-800- 
752-0900. You'll soon realize 
what an HP personal computer 
can do for you. 


There is a better way. 


wa 


HEWLETT 
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Software applications 
packages 


Imagraph Corp. has announced a view- 
port accelerator for Autodesk, Inc.’s Au- 
tocad Release 10. 

According to the company, Imaview is 
an extension to Imagraph’s zoom/pan/re- 
draw display list driver for Autocad called 
Imazoom. Imaview reportedly generates 
multiple viewports from a single view up 
to 50 times faster. In addition to its stan- 
dard functions, the accelerator is said to 
allow drawings to be edited, zoomed and 
panned to any size in any window. 

Available immediately, Imazoom sells 
for $195. 

Imagraph 

11 Elizabeth Dr. 
Chelmsford, Mass. 01824 
508-256-4624 


A subscription to a personal computer 
database of article summaries from 13 
business publications is available from In- 
sight Datasystems, Inc. 

According to the company, the first is- 
sue of the Business Currents database 
subscription includes software, documen- 
tation and a database of approximately 
12,000 article summaries covering the 
most recent year. Monthly update issues 
on floppy disks contain approximately 
1,000 new summaries, and update soft- 
ware maintains availability of the last 12 
months of coverage. 

The product runs on IBM Personal 
Computer-compatibles with MS-DOS 3.1 
or higher, 4.2M bytes of available hard- 
disk space and 390K bytes of available 
MS-DOS memory. 

Prices are $229 for the first issue and 
$22 for each monthly update. An intro- 
ductory one-year subscription costs 
$389. 

Insight Datasystems 
723 Washington St. 
Newton, Mass. 02160 
617-965-6888 


Utilities 


A programmer’s tool that lets users print 
over a dozen bar-code types from within 
their own programs has been made avail- 
able from Computer Connection. 

Called Code Master Release II, the 
tool reportedly offers object and library 
files to print bar codes, demonstration 
programs for each language supported 
and optional source code. Source code al- 
lows the user to add print drivers and 
change the program for special needs. 

Written in C language for compatibility 
with PC-DOS/MS-DOS 2.0 or higher, 
Unix or OS/2 operating systems, the soft- 
ware costs $289 without source code, and 
$389 with code. 

Computer Connection 
22% S. Barstow St. 
Eau Claire, Wis. 54701 
715-833-2331 


Attachmate Corp. has released an up- 
grade of its 3270 personal computer 
mainframe emulation software. 
According to the company, Extra 1.4 
requires up to 50% less memory to run. It 
speeds file-transfer capabilities through 
the use of larger packet sizes and the addi- 
tion of concurrent file transfer with DOS 
sessions. The product lists at $425, with 
upgrades to previous versions available 
for $75 each. 
Continued on page 38 
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Continued from page 38 
Attachmate 

13231 S. E. 36th St. 
Bellevue, Wash. 98006 
206-644-4010 


Macintosh 
products 


Visual Business Systems, Inc. 


has announced a graphics busi- 
ness software package for the 
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Apple Computer, Inc. Macintosh 
II computer. 

Called Visual Business No. 5, 
the software reportedly pro- 
vides shading in single, multicol- 
ored, angled or spotlighted back- 
grounds to dramatize text, bar, 
column, scattergram or pie 
charts. Several different fonts 
are also included, the company 
said. A proprietary software ras- 
terizer is provided free with the 
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introductory package. The soft- 
ware is priced at $395. 

Visual Business Systems 
700 Lake St. 

Ramsey, N.J. 07446 
201-327-2526 


Enabling Technologies, Inc. has 
announced a three-dimensional 
desktop graphics software tool 
capable of operating in either an 
Apple Computer, Inc. Macintosh 


The KODAK Optical Disk System 6800... 
for people with a lot to store, and not much time 
to process it. The system has the highest capacity 
and the highest transfer and access rates. 


If your business needs to store and retrieve significant 
amounts of image-intensive or alphanumeric data, 
specify the KODAK Optical Disk System 6800. 

It offers unparalleled storage capacity, flexibility 
and speed, in the smallest footprint per 
megabyte available today. The KODAK 
Automated Disk Library can put you on-line 

| to over one terabyte—that’s 1000 gigabytes 
| —of stored data in just 6.5 seconds. 
Available in several configurations, the 

| library requires as little as 13 square 


feet of floor space. 


Additionally, the KODAK Optical Storage 
| Interface can connect the system to a 
wide range of minicomputers or IBM® main- 
frame host environments. 
For a complete package of 
information, call 


or IBM Personal Computer envi- 
ronment. 

Called Zing, the product re- 
portedly allows publishers, pre- 
senters and graphics artists to 
create, shape, shade, color and 
export three-dimensional ob- 
jects. The package is compatible 
with Aldus Corp.’s Pagemaker, 
Microsoft Corp.’s Word, Adobe 
Systems, Inc.’s Illustrator and 
several other software applica- 
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1 800 445-6325, Ext. 993B. 
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tions. It is priced at $199.95 and 
will be distributed by Mindscape, 
Inc. 

Mindscape 

3444 Dundee Road 
Northbrook, Ill. 60062 
312-480-7667 


Development tools 


Hewlett-Packard Co. has an- 
nounced HP ME10D, a high-end 
software package for mechanical 
design and drafting that runs on 
IBM and Compaq Computer 
Corp. personal computers as 
well as the HP Vectra PC. 

This is the first offering of HP 
computer-aided design software 
on competitive hardware plat- 
forms, according to the compa- 
ny. The package is reported to 
be a full-function DOS version of 
HP’s AT&T Unix System V- 
based software for HP 9000 in- 
dustrial workstations. The HP 
ME10D package costs $6,495. 
HP 


3000 Hanover St. 
Palo Alto, Calif. 94304 
800-752-0900 


MCAE Technologies, Inc. has 
announced its Conceptual Engi- 
neering Design and Reporting 
(CEDAR) software for IBM Per- 
sonal Computers running Micro- 
soft Corp.’s Windows. 

The software incorporates 
techniques that allow data to be 
imparted in a single pass to ge- 
ometries for creating two-di- 
mensional concept models, the 
vendor said. The geometries in 
the models can reportedly be 
constrained by dimensions, mass 
properties and engineering cal- 
culations. The program is avail- 
able for a limited time at an intro- 
ductory price of $495, according 
to the vendor. 

MCAE Technologies 
3473 Nova Scotia Ave. 
San Jose, Calif. 95124 
408-371-6095 


Peripherals 


Radio Shack, a division of Tandy 
Corp., has introduced a wide- 
carriage dot matrix printer with 
24-wire graphics and print 
speeds of up to 270 characters 
per second. 

Called the Tandy DMP 2102, 
it is said to emulate both the 


360 by 180 dot/in. The printer 
also includes an IBM Alternate 
Graphics Mode for greater 
graphics-based software com- 
patibility and can store up to 
16,000 characters in memory, 
with an additional 32,000-char- 
acter memory available for 
downloadable fonts. 

The price is $999. An option- 
al one-bin, cut-sheet feeder, the 
CSF 300, is available for 
$299.95. 

Radio Shack 

1700 One Tandy Center 
Fort Worth, Texas 76102 
817-878-4969 
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Todays DisplayWrite. 
Word processing that works for you 


on many different levels. 


The word processing 
standard, company-wide. 
And worldwide. IBM DisplayWrite® ™ 
word processing can handle any job, at any level, from 
one end of your company to the other. 

Which is why DisplayWrite is a standard from one end 
of the Fortune 1000 to the other. 

The DisplayWrite family covers everything from basic 
text editing to text-and-graphics design. So no matter 
how fast you grow, you won't outgrow DisplayWrite. 


For DOS, DisplayWrite writes a 


_ whole new chapter. DisplayWrite 4 Version 2™ 
..., the most powerful DOS version ever, now gives 

you convenient pulldown menus, and easily 
handles multicolumn text. It works with more 
than 60 printer models, IBM and non-IBM 
alike. There’s even a free user support hotline. 
The powerful spell-checker uses multiple dic- 
tionaries in one pass, a timesaving DisplayWrite 
exclusive. There are optional dictionaries for 
legal/medical terms and 17 foreign languages. 
DisplayWrite also works with IBM mainframe 
hosts and LAN environments, including the 
new IBM OfficeVision/2 LAN series. 
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DisplayWrite and the power 


of OS/2. For 0S/2™ users, DisplayWrite 
5/2 has all the features above, and more. You 
can multitask, to work on multiple documents 
simultaneously. Choose easy menus or speedy 
fast-path commands. Consult online help 
screens anytime. And the optional Composer™ 
Extension adds sophisticated graph- 


lade | ert | : 
eet ics and page layout features. 


To get on the DisplayWrite stan- 
dard (or discover how most current 
Display Write users can upgrade for 
under $100), call your IBM Author- 
ized Dealer, IBM marketing repre- 
sentative or 1 800 IBM-2468, 
ext. 126. 

Let today’s DisplayWrite take your 
written communications to the high- 
est level yet. 





ow there are two ways to drive 
your network 0n a3so. 


Automatic. 


Novell went toa lot of effort to get Net Ware™ to perform ona 386™ Microprocessor. But you’d have to go to considerably more effort to get it 
to perform like VINES? 

Unlike its competitors VINES is based on an international standard, UNIX? So applications and communications programs are easy to inte- 
grate. That’s why capabilities for E-mail, X.25, SNA and async are already included. And since VINES was built from the start to integrate anything 
froma PC cluster to an enterprise-wide network, it has o1.e big advantage. A global naming system called StreetTalk”” 

Which is nothing new to the VINES users who've been enjoying proven 386 perfor- 
mance for over a year. But to those who are still waiting for NetWare to catch up, remember, 


BANYAN inkbi 
it’s never too late to shift gears. Networks forthose who thinkbig. 


Banyan Systems, 115 Flanders Road, Westboro, MA01581 1-800-828-2404 
VINES is a registered trademark and StreetTalk is a trademark of Banyan Systems, Inc. UNIX is a registered trademark of AT&T. NetWare is a trademark of Novell, Inc. 386 is a trademark of Intel Corporation. 
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3+Open: 
Take it 
or leave it 


Will the real 
3+Open 
please stand 
up? 3+Open, 
3Com’s OS/2 
LAN Manager- 
based genera- 
tion of its network operating sys- 
tem, seems to be acquiring a 
love-it or get-it-the-heck-away- 
from-me reputation. 
Reporis have been filtering 
through the grapevine that 
3+ Open is difficult to install 
and cumbersome. Some com- 
plaints, such as lack of robust- 
ness and speed, will shortly be 
remedied with the next release 
of the product. But at least one 
network analyst, also a disgust- 
ed user, terms 3+ Open “‘abys- 
mal.”’ The disappointed analyst 
sums up his feelings as follows: 
“They are a hardware and 
board company, and they know 
nothing about network soft- 
ware. They can’t even be classed 
with Novell.” Ouch. 


The new math. At their re- 
cent annual meeting with finan- 
cial analysts, 3Com executives 
detailed an evolved version of 
the firm’s target customer: a 
large organization with multiple 
locations served by multiple 
vendors. The bummer is the long 
sales cycle, which of course will 
require direct sales intervention. 
No big surprises here. 

But the good news, accord- 
ing to 3Com’s Robert Finocchio, 
vice-president and general 
manager of the marketing and 
services division, is that 3Com 
“is able to beat IBM on its own 
turf — in IBM accounts.” He 
also notes that most large 3Com 
accounts place about $200,000 
in annual orders, which is far 
short of the vendor’s stated 
goal of establishing 

Continued on page 44 
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e Zenith Electronics offers 
fiber-optic LANs. Page 42. 
e Northern Telecom adds 
SNA to DPN-100. Page 42. 
e New England Telephone 
announces fractional T1 ser- 
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Prescribing real-time remedies 


BY RICHARD PASTORE 
CW STAFF 


Malady: Paperwork fever 
caused by third-party claims pro- 
cessing. 
Remedy: Pharmacy network. 
Side effects: Reduced losses from 
rejected claims, added customer 
value, expanded business vol- 
ume. 
Dosage: Link all stores 
by 1991. 

This prescription is 
not new; Walgreen 
Co. became the first 
pharmacy to try it by 
installing a real-time 
pharmacy network in 
1981. But two factors have add- 
ed urgency to an industrywide 
call for a cure. The first is the 
growth in third-party prescrip- 
tion coverage from health main- 
tenance organizations (HMO) 


and company-administered 

plans. The second is a federal act 

mandating Medicare prescrip- 

tion coverage for outpatients be- 

ginning in 1991, which on its 

own is expected to deluge phar- 

macists with 700 million new 

third-party transactions in the 
first year. 

Third-party transactions are 

expected to make up 

_ «| 70% of pharmacists’ 

business by the end of 

the century. They 

now account for 35%. 

“Third-party pre- 

scription processing is 

so complicated — 

there are so many 

rules and exceptions with pay- 

ment eligibility — that the 

chains can’t depend on the phar- 

macist to keep everything up to 

date,”’ said Bill Lockwood, pub- 

lisher of Computertalk for the 


Data View 


Critical concerns 
Companies whose primary DP supplier is IBM were asked which 
network management features are critical; ease of use was first choice 


PERCENT OF RESPONDENTS (BASE OF 158)* 


SOURCE: INTERNATIONAL DATA CORP. 


*Multiple responses allowed 
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Long-distance rates cut: 
telecom prices drop by 1% 


BY ELISABETH HORWITT 
CW STAFF 


Telecommunications prices fell a 
full 1% between the first and 
second quarters of this year, the 
biggest decrease since the first 
quarter of 1987, according to 
McGraw-Hill Information Ser- 
vices Co. The biggest factor be- 
hind this drop, the New York re- 
search firm said, is the recent 
spate of rate cuts by long-dis- 
tance carriers. 

In an increasingly competi- 
tive interexchange market, 
AT&T, MCI Communications 
Corp. and U.S. Sprint Communi- 
cations Co. have used a combina- 


tion of special long-term dis- 
counts and tariff cuts to attract 
business away from one another 
and from “second-tier” carriers 
such as Cable & Wireless Com- 
munications, Inc., which have 
posed an increasingly serious 
threat to the “big three,”’ indus- 
try sources said. 

AT&T, for example, has an- 
nounced several new customers 
for its Tariff 12 discount service, 
including The Prudential Insur- 
ance Co. of America, First Chica- 
go Corp. and Combustion Engi- 
neering, Inc., and is rumored to 
have approximately 30 new sign- 
ups in the works. In addition, the 
carrier has announced a series of 
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Pharmacist, an industry trade 
magazine. However, by tying 
their in-store personal comput- 
ers to hosts at the chain’s head- 
quarters, the pharmacies are be- 
ginning to “take control of third- 
party [billing] from the pharmacy 
level and put it in headquarters,” 


networks. 


competitive edge.” 


publicly switched lines. 


house at Revco. 


“less than three years.” 





“We think that this system will really help the fu- 
ture of the pharmacy,” said William Seltzer, senior 
vice-president of distribution and systems. ““We’re looking for a: 


Specifically, Seltzer is looking for a 50% boost in productivi- 
ty over Revco’s old system, which consisted of stand-alone 
NEC Corp. personal computers and a black-box system for 
third-party prescription coverage verification in which a cus- 
tomer’s third-party plan identification number was entered and 
transmitted to an independent third-party clearinghouse along 


The new network, which is expected to be fully rolled out in 
18 months, will link in-store IBM Personal Computer clones 
over an X.25 leased-line, packet-switched network. The PCs 
will be linked to a host Tandem VLX at Revco headquarters in 
Twinsburg, Ohio. The application software was developed in- 


With the network, Revco’s third-party verifications average 
3.6 seconds, Seltzer said. Under the black-box system, verifi- 
cation required 45 to 60 seconds. Cost savings from reduced 
paperwork is an added bonus. “Everyone doing a lot of third- 
party work today is plagued with rejected claims as well as slow 
receivables because of the time needed to correct the rejects,” 
Seltzer said. ‘Rejects’ include third-party claims that are ineli- 
gible for payment or are paid only in part. “Since the first store 
went on-line in May, there have been no rejects,” he said. 

Revco estimates its return on investment from the system 
will exceed 80%. ‘‘The payback is fairly early,” Seltzer added, 


where staff maintains the sys- 
tem, Lockwood said. 

Networks can eliminate drug- 
gists’ maintenance burden and 
thus boost productivity, making 
it possible for pharmacies to in- 
crease their volume of lucrative 
third-party business — a built-in 
way to pay for technology in- 
vestment. 

Virtually all of the major phar- 


Continued on page 43 


Competitive cure 


evco, an 1,880-store pharmacy, is about to join the 
elite corps of drugstore chains linked by real-time 
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major rate cuts to its Accunet 
family of high-speed digital ser- 
vices. 

The most recent of these was 
AT&T’s “Digital All-Stars” pro- 
gram, introduced earlier this 
month. The program, which is 
scheduled to take effect Aug. 25, 
extends AT&T’s Multi-Service 
Volume Pricing Plan to offer dis- 
counts of up to 50%. 

The pricing plan allows cus- 
tomers to aggregate different 
types of Accunet services to take 
advantage of bulk discounts. 
This includes Accunet T45 and 
T1.5 services and Dataphone 
Digital Service (DDS) and will be 
expanded to include Internation- 
al Accunet Digital Services as 
well, AT&T said. 

AT&T also announced its 
Digital Partnership Plans, which 
offer discounts of up to 24% for 
customers who sign up for be- 


tween one and five years of Ac- 
cunet 1.5 or T45 and discounts 
of up to 12% for those who do 
the same for DDS. 

While AT&T’s price-cutting 
maneuvers have occasionally 
forced MCI and U.S. Sprint to 
play catch-up when it comes to 
tariff rate levels, they have ap- 
parently not prevented AT&T 
from losing substantial market 
share to its primary competitors, 
according to a recent Federal 
Communications Commission 
report. 

While the total amount of in- 
terstate switched traffic handled 
by all long-distance carriers has 
grown an average of 13% a year, 
AT&T’s share of that traffic has 
declined from 80% in late 1984 
to 69% during the first quarter 
of 1989, according to the FCC 
report, which was released last 
spring. 
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Northern smooths SNA packet-switching 


~ ‘BYEL ELISABETHHORWITT HORWITT 
CW STAFF 





NASHVILLE — Northern Telecom, Inc. 
has enhanced its DPN-100 family of pack- 
et switches to handle IBM Systems Net- 
work Architecture (SNA) traffic without 
the need for special software or packet as- 
sembler/disassemblers (PADs), the ven- 
dor said. 

Further enhancements scheduled for 
later this year will allow DPN-100s to ex- 
change data transmissions with Integrat- 
ed Services Digital Network (ISDN) sys- 
tems, Northern added. 

DPN-100 SNA/Synchronous Data 
Link Control Enhanced Transparent Ser- 
vice, enhancements to Northern’s swit- 
ches, transparently passes SNA transmis- 
sions across a CCITT X.25 packet- 
switched network, according to Nor- 
thern’s Eastern Region sales director Jeff 
Powers. This allows users to set up SNA- 
to-X.25 links without installing special 
X.25 software such as IBM’s Network 
Packet Switched Interface (NPSD or spe- 
cial equipment such as PADs, he added. 


Zenith latest with 
fiber Ethernet 


BY ELLIS BOOKER 
CW STAFF 





GLENVIEW, Ill. — Zenith Electronics 
Corp. became the latest vendor of fiber- 
optic-based local-area networks last 
month, adding a fiber-optic Ethernet op- 
tion to its Z-LAN product line. 

Fiber Ethernets account for less than 
1% of all Ethernet installations, according 
to Lee Doyle, manager of LAN research 
at International Data Corp. in Framing- 
ham, Mass. However, the technology — 
offered by several vendors in addition to 


The enhanced switches can also pass 
network management data between net- 
work devices and IBM’s host-based Net- 
view, Powers said. The enhanced soft- 
ware is also said to support transparent 
X.25 links among multiple IBM hosts as 
well as peer-to-peer communications us- 
ing IBM’s PU2.1 protocol. 


Connect the domains 
Another new feature is the DPN-100 
switches’ ability to interconnect hosts or 
terminal devices between different SNA 
domains, Powers said. 

In a traditional SNA network, a termi- 
nal can address a host in another SNA do- 


main only through a host that acts as a 
gateway, using IBM’s SNA Interconnect 
protocol. DPN-100s equipped with the 
new software enhancement can handle 
cross-domain traffic across X.25 links, al- 
lowing terminals to address any host that 
“is aware of the terminal through its [sys- 
gen],” Powers said. This in turn elimi- 
nates the software costs and host over- 
head invelved in traditional domain-to- 
domain addressing. 

The enhancement is also said to sup- 
port CCITT X.32, which allows worksta- 
tions to send X.25 packet-switched data 
over a dial-up network, as opposed to the 
leased lines required by traditional X.25 
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networks, Powers said. This provides the 
error correction and other network man- 
agement features associated with an X.25 
network to sites that cannot cost-justify 
leased lines, he added. 

In the fourth quarter, Northern Tele- 
com plans to further enhance the DPN- 
100 with the ability to translate between 
X.25 and ISDN numbering schemes so 
that DPN-100 users can address comput- 
ers and workstations on an ISDN net- 
work, Powers said. The same ability will 
be provided to users of public packet- 
switched network services that use the 
DPN line, he added. 

Bellsouth Corp., whose ISDN tariff is 
awaiting regulatory approval, is currently 
testing X.25-to-ISDN connections using 
DPN switches, Powers said. 


WEEK 
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Poll of Corporate 
Satisfaction: 


MultiModem Ties for | 
Top Overall Score. 


99 


Zenith — makes sense for some applica- 
tions. Security-minded military and gov- 
ernment users turn to fiber because, un- 
like copper cable, it does not emit 
electromagnetic radiation and is very dif- 
ficult to tap. 

More typically, Doyle said, users se- 
lect fiber-based LANs because they are 
impervious to magnetic or radio-frequen- 
cy interference from nearby electrical 
sources. The factory floor, a notoriously 
noisy electrical environment, was an early 
fan of this medium. 

Zenith’s Fiberstar Z-LAN10F, which 
operates at 10M byte/sec. with 100% col- 
lision detection, uses the IEEE 802.3 Eth- 
ernet standard. Fiberstar cards have a fi- 
ber-optic transceiver and interface on the 
adapter card itself rather than as a sepa- 
rate, external component. 

The Fiberstar Z-LAN10F is compati- 
ble with Zenith’s Z-LAN10E, Z-LAN500 
and Z-LAN4000 product lines. 

The cards currently support IBM Per- 
sonal Computer, XT, AT and Personal 
System/2 Model 30 and compatible com- 


PC LABS Selects 
_. Multi-Tech E 
MultiModem as 
Editor’s Choice. 


99 


99 


The results ere in, and not one, but four of the industry's 
leading publications name Multi-Tech as the modem 
of choice. 


Editors at PC MAGAZINE in a review of 87 modems 
chose Multi-Tech for their Editor's Choice. Corporate 
buyers surveyed by PC WEEK gave Multi- Tech their 
highest scores for quality, overall performance and 
organized documentation. INFOWORLD, in detailed line 
impairment testing, named Multi-Tech the unques- 
tionable “top performer.’ And results of the DATA 
COMMUNICATIONS Datapro User Review prompted 
editors to comment, “It’s no wonder that Multi-Tech’s 
performance and market share continue to grow.’ 


Magazine editors and corporate buyers alike put nearly 
every modem on the market under close, demanding 
scrutiny. 


Solid buy”... Top performer”... .”Slew of extras”. . . 
‘Well built’... The price is right’’... these are phrases 
used by reviewers to describe the Multi-Tech MultiModem. 


Zenith is taking orders for evaluation 
units of Fiberstar LAN cards this month; a 
commercial product is slated to be ready 
within 90 days. 

A single Fiberstar LAN card costs 
$895; the eight- and 14-port hub units are 
$4,175 and $5,975, respectively. 


Rep nnted from PC Magazine. May 12. 1987. Copynght ©1987 Zift Communications Company * Copyright 1989 by InfoWorld Publishing Corp. a subsidiary of IDG Communications. Inc. Reprinted from InfoWorld. 
* Repninted ‘rom PC Week. March 6, 1989. Copynght ©1989 Ziff Cornmunications Company. * Repninted from October 1988 Data Communications. Copynght 10/88 McGraw-Hill, Inc. All rights reserved 


42 COMPUTERWORLD JULY 24, 1989 








ROR PREP OES! 


Prescribing 
CONTINUED FROM PAGE 41 


macy chains are computerized today, but 
only a handful of the top chains are 
networked in any way. Most of these link 
in-store Intel Corp. 80286- or 80386- 
based PCs to hosts via public dial-up lines, 
over which they transfer data on a nightly 
batch schedule toa corporate host. 

In such setups, the PCs download pric- 
ing and advertising information and drug 
industry updates and upload prescription 
sales records to the mainframe. Third- 
party verification is typically done by dial- 
up to clearinghouse agencies or plan ad- 
ministrators, a process that takes about a 
minute. 


NETWORKING 


Real-time networks, as opposed to 
batch setups, are affordable by only the 
richest chains, and only a few have imple- 
mented them so far, according to Lock- 
wood. These networks enable pharma- 
cists to conduct on-line third-party verifi- 
cation in a time frame of just three to four 
seconds. 

A real-time network allows the phar- 
macist to concentrate on his profession 
instead of housekeeping duties. He simply 
enters the patient’s third-party plan num- 
ber, and seconds later, his screen tells him 
if the patient is eligible, approves the 
transaction and indicates the level of re- 
imbursement, according to William Selt- 
zer, senior vice-president of distribution 
and systems at Revco D.S., Inc. 

Rite Aid Corp., one of:the nation’s five 


Vales 
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Report 
Card’s Out— 


_ Multi-Tech Scores 
3.56 Out of 4.0, 


99 


Wouldn't you like to add some good news to 
your network? 


We think you'll gain a multitude of benefits by 


adding Multi-Tech to your communications system. 
And judging from these reviews, the experts think so too. 


Call us today at 1-800-328-9717 and we'll send you 


the full reprints of these reviews. We'll also include 
information on all of our modems, multiplexers and other 
.just to prove that good news 


datacomm products. . 
really does multiply. 
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largest chains in terms of sales, is pilot- 
testing a real-time dedicated network for 
third-party verification, said Senior Vice- 
President of MIS Joe Phillips. 

The network software, Healthnet/2 
from Shared Financial Systems, Inc., links 
in-store PCs to a fault-tolerant IBM Sys- 
tem/88 at Rite Aid’s headquarters. The 
System/88 holds a database containing 
protocols and requirements for third-par- 
ty plans. 


Automatic verification 

“When the pharmacist starts filling the 
prescription, the system automatically di- 
als up Healthnet to verify the customer’s 
eligibility to receive a particular drug,” 
Phillips explained. ‘‘By the time the pre- 
scription is filled, we'll also know how 


The right answer every time 


Multi-Tech Systems, Inc 
2205 Woodale Drive 


Mounds View, Minnesota 55112 U.S.A. 
(612) 785-3500 (800) 328-9717 

U.S. FAX (612) 785-9874 

International Telex 4998372 MLTTC 
International FAX (612) 375-9460 
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much the [third-party plan] is going to pay 
for it.” 

Such a system substantially reduces 
the number of rejected claims. Seltzer es- 
timated that under a manual system, 
Revco loses $7 million a year from third- 
party claims that are ineligible for pay- 
ment or paid only in part. 

Revco is now implementing a chain- 
wide homegrown real-time network (see 
story page 41). 

At Walgreens, a pioneer in pharmacy 
networks, real-time is an institution — 
and a selling point as well. The company 
boasts in advertisements that customers 
on the road can fill their prescriptions at 
whatever Walgreens store they happen to 
be near, thanks to the stores’ on-line sys- 
tems. 


Users of local 
fractional T1 
take hope 


BY ELISABETH HORWITT 
CW STAFF 


BOSTON — New England Telephone & 
Telegraph Co. (NET) recently became 
the first former Bell operating company 
to announce a fractional T1 service, a 
promising sign for users who want to take 
advantage of the offering’s economies on 
the local loop as well as over long-distance 
lines, analysts said. 

AT&T, MCI Communications Corp. 
and U.S. Sprint Communications Co. an- 
nounced fractional T1 services earlier 
this year. However, until fractional T1 
becomes widely available on the local 
loop, customers will be forced to use the 
more costly Dataphone Digital Service or 
full T1 links to access the long-distance 
carriers’ fractional T1 offerings. 

AT&T sees NET’s announcement as 
“an encouraging sign,” a company 
spokeswoman said. However, she added, 
the carrier remains only cautiously enthu- 
siastic while it waits to hear NET’s plans 
for conforming to AT&T’s fractional T1 
specifications. Such compliance is needed 
before the local and interexchange offer- 
ings can be interconnected, she ex- 
plained. 

NET’s Superpath Fractional T1 Ser- 
vice is a digital point-to-point service that 
reportedly allows customers to purchase 
bundles of eight or 12 64K bit/sec. chan- 
nels. Other services were also announced: 

e Digipath Digital Services II, a private- 

line point-to-point or multipoint digital 
service that transmits synchronous data 
at speeds between 2.4K and 56K bit/sec. 
e Secondary Channel Capability, a com- 
plement to the above offering, which is 
said to provide a separate facility for pass- 
ing network management and diagnostic 
information between devices and net- 
work management systems that support 
the secondary channel. 
e Data Over Voice-Path Service, a pri- 
vate-line service that reportedly allows 
users to send data and voice simulta- 
neously over the same dial-up line at 
speeds up to 19.2K bit/sec. Users must 
purchase a Universal Data/Voice Multi- 
plexer from the local-exchange carrier. 

The services are slated for Oct. 1 avail- 
ability. 
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CONTINUED FROM PAGE 41 


$1 million-a-year accounts. So it stands 
to reason that if 3Com is beating IBM in 
Blue accounts, it can’t be for very big or- 
ders, or at least not very often. 


Bridge over troubled waters. Be- 
yond streamlining an admittedly unfo- 
cused — and I might add, not always 
well-integrated — product line and whip- 
ping the sales force into shape, 3Com 
needs to take a hard look at its Enterprise 
Systems Division. At the very least, the 
former Bridge Communications arm suf- 
fers a serious image problem. Industry 
sources and some users say Bridge is 
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keeping a very low profile competitively. 
There have been a few complaints of di- 
minished service; certainly there has 
been high turnover. There is even a re- 
port, denied by a 3Com spokesman, that 
Bridge has become the dumping ground 
for employees who fall from favor. The 
less truth there is to these reports, the 
more important it becomes to initiate 
some damage control. 


Meanwhile, back at the ranch... 
Allis not rosy in the Utah valley. The pre- 
sumed departure of Craig Burton, No- 
vell’s executive vice-president and tech- 
nical strategist, has left the door open 

for a power struggle or two, I’m told. 
There’s talk of infighting between Exec- 
utive Vice-President Jim Bills, who heads 


If you made the finest modems in the world, would you trust their 
performance to someone else's software? Software you knew really 


couldn't deliver? 


We couldn't. So we created the most advanced communications 


software possible for IBM* PCs and 


compatibles. Smartcom II™ 


_Smartcom Ill supports Hayes V-series™ features such as data 
ession and error-control as well through 


up services and sales, and Darrell Miller, 
executive vice-president of the Software 
Group. ‘‘It’s paralyzed certain parts of 
the company,” claimed a source close to 
the vendor. 

Meanwhile, Chief Executive Officer 
and President Raymond Noorda, who re- 
cently turned 65, has no plans to step 
down. “You get the feeling he wants to 
turn Novell into a $1 billion company,” 
says a Novell watcher. Along the way, 
Novell is apparently slimming down. It 
reportedly divested itself of the last ves- 
tiges of the former Santa Clara Systems 
and incurred an estimated 150 layoffs as a 
result of its Excelan merger. 


Keefe is a Computerworld senior editor, network- 
ing. 
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BIT BLAST 


Metro-area 
net vendors 
air first users 


Two teleport companies have announced 
the first users of their fiber-optic metro- 
politan-area networks. Metropolitan 
Fiber Systems, Inc. said First Na- 
tional Bank of Maryland has begun 
using its network. Also, T. Rowe Price 
has signed a contract for service. Tele- 
port Communications-Boston said 
Fidelity Investments has initiated ser- 
vice on its Boston network. Fidelity sub- 
sidiary Fidelity Communications, 
Inc. and Merrill Lynch Teleport 
Technologies, Inc. jointly formed the 
teleport venture. 


NEC America, Inc. has agreed to sell 
API/Netview, a communications software 
package from Systems Strategies, 
Inc., to allow its Xenix-based NCMS/PC 
386 workstations to send alerts to Net- 
view without going through IBM’s Net- 
view/PC. 


Softswitch, Inc. recently said it will in- 
corporate into its Softswitch API the 
X.400 Gateway Applications Program In- 
terface (API) published by the X.400 API 
Association. This reportedly will enable 
programmatic access to the X.400 ser- 
vices provided by Softswitch Central and 
X.400 Gateway products. Also, Soft- 
switch mail interoperability testing is un- 
der way between its X.400 Gateway and 


‘| Western Union Corp.’s X.400 service. 


Omnitracs, said to be the first two-way 
satellite communications system for land- 
based fleets, recently went on-line in Eu- 
rope, connecting British Telecom with 
Postal Telephone and Telegraph authori- 
ties in eight countries. Developed by 
Qualcomm, Inc., Omnitracs’ system 
uses Ku-band transponders on a satellite 
operated by Eutelsat and is being evaluat- 
ed by several European firms. 


Banyan Systems, Inc. and AT&T an- 
nounced compatibility between Banyan’s 
Virtual Networking Software, or Vines, 
network operating system and AT&T’s 
Starlan 10 network hardware. 


Boston Technology, Inc. (BT), a de- 
veloper of voice processing systems, has 
signed a pact with Ameritech to provide 
the first trial of voice message service 
from public telephones offered by a re- 
gional Bell holding company. BTI’s Infor- 
mation Services Interface (ISI) will con- 
nect Ameritech’s public telephones to 
BTI’s Access voice processing system. 
The ISI device will be owned by Ameri- 
tech and reside in its central-office 
switching facility to monitor its public 
phone lines. 


Telenet Communications Corp. in 
Reston, Va., recently announced that its 
Telenet Japan, Inc. subsidiary has ob- 
tained a license from Japan’s Ministry of 
the Post and Telecommunications to pro- 
vide international data communications 
service between Japan, the U.S. and other 
foreign locations. Telenet Japan was pre- 
viously restricted to domestic service. 
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EXECUTIVE 


TRACK 


Douglas B. 
"@ | Templeton has 
© | been named se- 
nior vice-presi- 
dent of corpo- 
rate services at 
New York-based Group 
Health, Inc. 

Templeton, 43, was for- 
merly vice-president of cor- 
porate systems at Empire 
Blue Cross and Blue Shield. 
He graduated from Upsala 
College with a bachelor’s de- 
gree in economics and busi- 
ness administration and has 
an MBA from Rutgers Uni- 
versity in corporate manage- 
ment. Templeton and his 
family live in Montvale, NJ. 


Perpetual Savings Bank 
in Alexandria, Va., has ap- 
pointed three vice-presi- 
dents in its corporate infor- 
mation services unit. 

Ross E. Markley was 
promoted to senior vice-pres- 
ident for computer services. 
Formerly Perpetual’s data 
center manager, he joined 
the bank in 1983 after operat- 
ing a consulting agency. 

Roger Feldman was 
named vice-president and 
manager of telecommunica- 
tions. He was formerly man- 
ager of communications sys- 
tems at Texas American 
Services, Inc. and also held 
senior telecommunications 
positions at Champlin Petro- 
leum Co. and Exxon U.S.A. 

M. Lee Dillon was 
named vice-president of of- 
fice automation. She was 
previously senior vice-presi- 
dent and manager of corpo- 
rate information systems at 
Sovran Financial Corp. Be- 
fore joining Sovran, Dillon 
was an advisory systems en- 
gineer in IBM’s Washington, 
D.C., office. 


Who's on the go? 


Changing jobs? Promoting 
an assistant? Your peers want 
to know who is coming and 
going, and Computerworld 
wants to help by mentioning 
any IS job changes in Execu- 
tive Track. When you have 
news about staff changes, be 
sure to drop a note and pho- 
to or have your public rela- 
tions department write to 
Clinton Wilder, Senior Edi- 
tor-Management, Comput- 
erworld, Box 9171, 375 Co- 
chituate Road, Framing- 
ham, Mass. 01701-9171. 
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Breaking out of the mold 


Cincinnati Milacron’s plunge into CIM services takes firm outside its normal style 


BY RICHARD PASTORE 
CW STAFF 


ark Twain once said, “If 

our world comes to an 

end, I want to be in Cincin- 

nati —— because every- 

thing happens there 10 
years later.” 

Twain was referring to Ohio’s 
Queen City, but his comment can be 
applied to one of the city’s largest cor- 
porations, Cincinnati Milacron, Inc. — 
historically conservative in its adop- 
tion of computer technology. But Mila- 
cron’s new ambition to turn its internal 
MIS department into a profit center 
that offers computer services to out- 
side clients should send Twain packing. 

Last fall, the 105-year-old machine- 
tool manufacturer formed a new busi- 
ness unit called the Industrial Systems 
Group (ISG). This team of five sepa- 
rate divisions — MIS, electronic sys- 
tems, industrial robots, advanced man- 
ufacturing systems and _ industrial 
software — will pool its individual 
product lines and services to offer 
them to Milacron customers attempt- 
ing to achieve computer-integrated 
manufacturing (CIM). The operation is 
expected to be in full swing by 1992. 

These are progressive plans from a 
company that has barely begun imple- 
menting its electronic mail system and 
has purchased half of its 800 personal 
computers within the last two years. 

“‘We’re a very conservative compa- 
ny,” says MIS manager Mary Jo 
Burnes. “We like to use proven tech- 


It’s “Not right now, thanks’ for Tesoro 


ducing demand for CPU power and cutting Tesoro’s cen- 
tralized IS staff from a peak of 100 employees to 45 to- 
day. Corporate management suggested looking at ways 
to offset its mainframe data center expenses. 


BY CLINTON WILDER 
CW STAFF 


n deciding whether to sell information services, 


RICK DIERINGER 


Milacron’s Mary Jo Burnes faces the challenge of adapting the firm’s IS 
department to outside service during lean times 


nology.” Burnes, a 15-year veteran of 
the MIS group and its manager for 18 
months, has had to contend with strin- 
gent cost controls during a recent Mi- 
lacron business slump that has also 
plagued the rest of its industry. 

The ISG is a key part of Milacron’s 
strategy to diversify and boost its pres- 
ence in manufacturing markets with 
which it is already familiar. Specifical- 
ly, the ISG will accelerate the compa- 


what’s good for the goose is not necessarily good 


for the gander. While firms such as Cincinnati Mila- 


More than you think 


ny’s penetration into the burgeoning 
CIM market, says ISG Group Vice- 
President David Entrekin. 

“The development of a product is 
very intensive from a computer stand- 
point, and a lot of small and medium- 
size corporations don’t have the neces- 
sary amount of computer horsepower 
to do it in a timely manner,”’ Entrekin 
says. “‘We can take the big iron and re- 

Continued on page 46 





cron have decided to take the plunge into the com- 
puter services marketplace, Tesoro Petroleum 
Corp. has elected to remain on the sidelines. 

Within the past six months, San Antonio-based Te- 
soro, a billion-dollar oil company, strongly considered of- 
fering processing services to outside customers. As part 
of a larger corporate reorganization, it set up a new cor- 
porate structure, a separate subsidiary called Digicomp, 
to market those services. But preliminary market studies 
indicated the risk was greater than the reward, says Jack 
Watson, Tesoro’s director of management systems. 

“There did not appear to be a strong market for main- 
frame-based services,’ Watson says. ‘““We’re positioned 
organizationally to take advantage of any demand, but we 
just didn’t see it.” 

The decision to consider selling IS services came 
about because Tesoro had excess capacity on its IBM 
3083 JX mainframe, Watson says. The oil industry slump 
of the mid-1980s had forced a corporate downsizing, re- 
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But the company realized that it takes much more than 
available CPU cycles to get into the IS services business. 
“There’s a lot more expense and effort than many people 
realize in trying to turn an internal function around,” 
Watson says. “We just felt it was too ambitious. We’re not 
marketing people; we’re in the business of managing an 
IS function for an oil company. There’s an awful lot we 
don’t know.” 

Digicomp is essentially a corporate shell today, ready 
to be used if Tesoro changes its mind about selling IS ser- 
vices. That day may come, Watson says, but not until Te- 
soro is convinced that the potential additional revenue is 
worth the attendant changes and risks. 

“Our decision was to not aggressively pursue that 
business; we’d do it if someone knocked on our door,” he 
says. ‘‘A lot of companies have done it — some have had 
success and some have not. I think you need to offer 
something unique that’s really needed in the market- 
place, not just general types of services.” 
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Buddy, buddy 


incinnati Milacron is striving to fashion 

a close partnership between its MIS 

department and its users. This rela- 

tionship will serve as a blueprint for 

building MIS partnerships with users 
from outside companies — a new role for MIS 
as part of the Industrial Systems Group. 

“Traditionally, corporate functions of all 
kinds, including MIS, are a necessary evil in the 
eyes of the divisional people; they have to deal 
with us,” says MIS manager Mary Jo Burnes. 
“But we're trying to change that image so peo- 
ple want to deal with us and feel that we add a 
value to their operations.” 

The department has been operating under a 
chargeback system for three years. Burnes has 
defined for users the costs of their programmer 
support, system enhancements and processing 
time. “I’m showing the division managers 
where they’re spending the money, and it 
brings them more of a sense of reality that they 
can relate to,” Burnes says. 

The MIS-end user partnership is critical at 
all levels, Burnes says. “We encourage our pro- 
jectdeader/analysts particularly to get out to the 
divisions — don’t have them come to you, don’t 
talk to them on the phone, but actually go out 
and sit with them and experience their prob- 
lems so you can come up with the best solu- 
tions,”’ she says. 

Another strategy is promoting an active user 
role in projects, with MIS acting as consultant 


rather than as sole planner, developer and im- 
plementer. ‘““We want the user department to be 
the project leader, because it’s really their proj- 
ect and it won’t succeed unless they own it,” 
Burnes says. 

When a Milacron robotic equipment plant in 
Greenwood, S.C., requested a drafting system 
to replace its method of “working on the backs 
of envelopes,”’ a user-led project team took 
charge. “My guy made sure that they didn’t go 
off in a direction that couldn’t be supported by 
the system and helped them understand how to 
use that application, but all the decisions were 
made by the division,’ Burnes says. 

The plant installed Cadam, an IBM-market- 
ed, two-dimensional drafting package on IBM 
RTs that were networked to the Cincinnati 
mainframes. ‘When it was all finished, they had 
a tremendous sense of ownership and pride in 
what they had done,” Burnes says. 

The MIS staffers learn about their compa- 
ny’s business in part by participating in a com- 
panywide 15-week class called Product Aware- 
ness. The class spends a few hours once a week 
with a company division seeing the product 
lines, how they run their operation and the 
problems they contend with. ‘Everybody who’s 
been through it has come back with a greater 
appreciation of the breadth of the company’s 
product line and the kinds of services we offer,” 
Burnes says. 

RICHARD PASTORE 
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sources we’ve got here and ap- 
ply them against the customer’s 
problem.” 

Cincinnati Milacron’s MIS de- 
partment plans to progress from 
running customer applications to 
setting up computer systems in 
customer shops to developing 
customer applications. 

The biggest bats in Mila- 
cron’s MIS lineup, in addition to 
its staff of 68, are an IBM 3084, 
3083 and 4381, with a 3090 
Model 200E on the way. The 
firm also has a Digital Equipment 
Corp. VAX 8700 and numerous 
smaller VAXs. In all, Milacron 
wields 150G bytes of storage. 

The MIS forces are backed by 
a company with 6,000 employ- 
ees worldwide. The Cincinnati 
complex is so large — 124 acres 
and 1.4 million sq. ft. of produc- 
tion space — that it boasts a 
fleet of golf carts for internal 
transportation, a dozen interde- 
partmental softball teams and an 
employee lodge. 

Potential services that MJS 
will offer in conjunction with oth- 
er ISG members include net- 
work, management and remote 
diagnostics capability. 

A Milacron _ field-service 
agent at a client site that is hav- 


of users on the EIS was 7.8, but 
that number increased rapidly, 


Cost of EIS a big deal for most firms : 


BY ALAN} J RYAN 


ATHENS, Ga. — The cost of de- 
veloping an executive informa- 
tion system (EIS) averages 
$365,000, and an additional 
$208,000 annually might be 
needed to operate it, making the 
executive tool an expensive 
proposition for all but large firms 
with hefty financial resources. 

That is the conclusion of a 
new study conducted by the De- 
partment of Management at the 
University of Georgia’s College 
of Business Administration. The 
university identified 50 users of 
EISs and polled them on current 
EIS practices. 

Of the 112 companies in- 
volved in the study, the average 
total corporate assets were 
$5.37 billion; three firms report- 
ed total assets of less than $1 bil- 
lion. 

While most firms that had an 
EIS said they do not measure the 
hard dollar benefits of their EIS, 
they do consider the costs that 
are involved. Of the 33 compa- 
nies that listed annual EIS devel- 
opment costs, the figures aver- 
aged $128,000 for software, 
$129,000 in hardware costs, 
$90,000 for personnel and 
$18,000 for training. 

In the category of operating 
costs, the average annual num- 
bers were $117,000 for person- 
nel, $46,000 for software, 
$29,000 for hardware and 
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$16,000 for training. 

However, it is no surprise 
that the top reasons why compa- 
nies brought in an EIS were be- 
cause of an increasingly competi- 
tive external environment and 
the need for timely internal in- 
formation. The study also found 
that respondents rated the need 
for more accurate information as 
the least critical internal pres- 
sure, which may indicate that us- 
ers of EISs already consider the 
information they receive to be 
accurate. The average age of the 
EIS in the study was two years. 

Ninety percent of the compa- 
nies that have an EIS said they 
have an executive sponsor to 
oversee the details of the EIS de- 
velopment process. 


Teamwork 
The study also found that all the 
firms in the survey have EIS buil- 
der/support teams; the average 
team size consisted of four peo- 
ple. The team was often com- 
posed of end-user support per- 
sonnel, system analysts, pro- 
grammers and executive staff 
support personnel. Only seven 
firms used vendor personnel 
when developing their EIS, the 
report said. The ability to work 
well with executives was found 
to be the most necessary skill for 
a development team member. 
Development teams produce 
initial versions of an EIS quickly, 
the study found. Forty-six of the 
50 firms said the initial version 


was developed in less than one 
year; the average time wound up 
being just 4.9 months. 

Forty firms, or 80%, use a 
mainframe computer for the 
EIS. Of those, 18 companies said 
they employ a shared main- 


s did the number of screens 
available, according to the study. 
Of those polled, one-third said 
that their executives use the EIS 
away from the office but two- 
thirds did not. User friendliness 
is an important aspect for any 
EIS, and most companies said 


What does it take to build an EIS? 
Users say it _ one to six months, in general, and a mix of good business 


NUMBER OF RESPONDENTS (BASE OF 48) 


19 


3 to6 


6to12 Morethan 12 


executive information system 


SOURCE: THE UNIVERSITY OF GEORGIA DEPARTMENT OF MANAGEMENT 


frame, 17 firms use a personal 
computer network connected to 
the mainframe, and five compa- 
nies have a dedicated main- 
frame. Eight respondents said 
they use a PC network with a file 
server for their hardware. 
Initially, the average number 
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they used multiple interfaces. 
Most prevalent were keyboards, 
followed by a mouse and a touch 
screen. Most of the EISs in the 
study have both graphical and 
textual formats, and another 
83% employ color displays. 
Because the EIS often pro- 


Milacron’s Entrekin believes 
his firmcan sell CIM services 


ing a machine problem will be 
able to dial into Milacron’s net- 
work and run an expert system 
that will help him do remote di- 
agnostics, according to Burnes. 
She said she is also talking with 
U.S. Sprint Communications Co. 
and MCI Communications Corp. 
to find a way for Milacron to re- 
sell its volume-discounted long- 
distance service to customers. 
Entrekin’s aggressive goal 
for MIS calls for 30% to 40% of 
its business to come from out- 
side the firm by 1992. It isa very 
tall order for an MIS operation 
that, according to Burnes, now 


vides sensitive information, 
more than two-thirds of the 
firms said they employ user iden- 
tification and password security, 
and some use a combination of 
user ID, password and terminal 
ID. 

Of the information found on 
the EISs in the study, there were 
several external data sources 
that they could access. The 
sources primarily include news 
services (56% of the firms), 
stock markets (46%) and trade/ 
industry data (34%). The corpo- 
rate database is the most com- 
mon source of internal data at 
82%. Other internal data 
sources include the functional ar- 
eas of the firm (62%), docu- 
ments (38%) and other workers 
(34%). 

The study showed that to be 
effective in supporting the exec- 
utives it is designed to support, 
the EIS most often provides in- 
formation categorized in many 
ways, including strategic busi- 
ness unit (88%), functional area 
(86%), key performance indica- 
tor (71%), product (67%) and lo- 
cation (53%). 

Of the 50 firms that did have 
an EIS, 12 said they developed 
their EIS using custom-built, in- 
house software. Another 12 
firms used vendor-supplied soft- 
ware, and 26 firms used a combi- 
nation of both. Pilot Executive 
Software in Boston and Com- 
share, Inc. in Ann Arbor, Mich., 
were the most frequently cited 
vendors among the companies 
that used external vendor 
sources. 
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has just enough resources to 
serve its internal users. 

“My biggest concern is being 
able to bring on board the right 
number of skilled people to keep 
ahead of the growth curve,” 
Burnes says. 

She fears the possibility that 
rather than increasing her re- 
sources, management may tell 
her to shift what she has to the 
outside clients, ‘where the mon- 
ey is.” If this happens, she says, 
“our internal customers will suf- 
fer, and then Milacron can’t be a 
viable company.” 


To begin with 

“It’s obvious that they’re going 
to need start-up resources,” En- 
trekin says of MIS. ‘One of the 
things we’re wrestling with right 
now is the level of the start-up 
resource and how it will be fo- 
cused.” Entrekin and Burnes are 
preparing a business case pro- 
jecting resource needs vs. reve- 
nue expectations, which they 
will present to the company 
president for allocation approv- 
al. 

Technical resource enhance- 
ments are already under way. 
MIS is expanding the company’s 
Banyan Systems, Inc. local-area 
network. Only 20% of Mila- 
cron’s PCsare linked thus far. 

The firm is also working with 
Northern Telecom, Inc. on a pi- 


IN THE UNITED STATES DISTRICT 
COURT FOR THE EASTERN 
DISTRICT OF PENNSYLVANIA 


CIVIL ACTION NO. 88-3547 


JOHN P. OAKES, JR., et al., 
Plaintiffs, 


Vv. 
OKI ELECTRIC INDUSTRY CO., LTD., 
OKI AMERICA, INC., and 
RICOH CORPORATION, 
Defendants. 


IMPORTANT NOTICE: 

NOTICE TO ALL PURCHASERS 
AND END USERS OF THE 
OKIDATA LASERLINE 6 PRINTER 


PLEASE TAKE NOTICE that pursuant to 
Federal Rule of Civil Procedure 23 and 
an Order of the Court dated June 28, 1989, 
a Hearing will be held on September 8, 1989 at 
10:00 A.M. before the Honorable Robert S. 
Gawthrop, !!!, in courtroom 78, United States 
Courthouse, 601 Market Street, Philadelphia, 
Pennsylvania 19106. 

The purpose of the Hearing is to determine 
whether a proposed settlement in this class 

i Id be approved 
and 

are a purchaser or end-user of the Okidata 
Laserline6 Printer (the “LL-6 Printer), youmay 
be entitled to receive certain benefits as 
provided for by the settlement agreement. You 
may also be entitled to appear at the above 
mentioned coer Jer riagal to the terms of 
the proposed sett t. 

You may exclude yourself from the class by 
requesting exclusion in writing. The specitic 
requirements for requesting exclusion are set 
forth in papers filed with the Court. If you 
choose not to exclude yourself from the class 
and the settlement agreement is approved by 
the Court, you will be bound by its terms and 
will be deemed to have’ claims you 

Printer, its 


persons 
believed to have purchased or leased an LL-6 
Printer. If you have not received a copy of that 
notice, you may obtain one by making a 
written request to: 


OKIDATA LL-6 PRINTER LITIGATION 
Box 58937 


PO. 

Philadelphia, Pennsylvania 19102 
or 

Co-Class Counsel: 

Alexander Bono, Esq. 

Blank, Rome, Comisky & McCauley 

1200 Four Penn Center Plaza 

Philadelphia, Pennsylvania 19103 

Stephen Console, Esq. 

Kates & Mazzocone 

1604 Locust Street 

Philadelphia, Pennsylvania 19103 


PLEASE DO NOT CONTACT THE COURT OR 
THE CLERK'S OFFICE FOR INFORMATION. 


BY ORDER OF THE COURT 
s/Robert S. Gawthrop, Ili 
US.DJ. 
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lot X.25-based Integrated Ser- 
vices Digital Network to facili- 
tate global communications. En- 
trekin says he expects greatest 
revenue growth for the company 
as a whole to come from over- 
seas markets. 

Across-the-board training in 
CIM technology is also neces- 
sary for ISG success. “‘Not only 
the MIS people but the salesmen 
and staff throughout the whole 
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company need to be better 
trained in [CIM] technology to be 
able to offer it to. our custom- 
ers,” said marketing services 
manager Martha Steier, who is 
working with Entrekin on set- 
ting up specific training pro- 
grams. 

Besides resource upgrades, 
employee attitudes must be re- 
shaped for the ISG’s mission to 
work. In preparation for dealing 


with outside customers, Burnes 
says she must “‘focus our staff to 
be more customer-oriented, to 
think about our users as custom- 
ers and not as a captive audience. 
It’s a cultural change, and like all 
cultural changes, there are a lot 
of rocky spots in the road.” 

But the potential for ISG’s 
success will make the stress 
worthwhile, Burnes says. 

“‘We’ve always been consid- 


The investments your organization makes in its data base technology will 
either cost it a fortune—or save it one. That’s why you need a DBMS that 
assures optimum performance in a high production environment: ADABAS 5. 

In a recent series of standard, fully scaled benchmarks, audited by Coopers 
& Lybrand, ADABAS 5 proved again that it is thousands of dollars faster. Each 
benchmark was conducted on a National Advanced Systems AS/EX™100 (equiv- 
alent in power to an IBM 3090 5008S). 

In the standardized TP1 debit-credit benchmark, ADABAS 5 worked with a 
data base containing 1 million accounts. The results: a record-breaking 388 
transactions per second (tps)—99.3% serviced in under one second! 


For the first time, an authentic ET1 debit-credit benchmark was conducted 
with ADABAS 5 managing 10 million accounts. The results: 167 tps (from 
terminal in/to terminal out)—99.5% serviced in under one second! 

These figures represent major savings in time and money. But they’re not 
surprising—at least not to the thousands of organizations which already use 


ADABAS 5. 


They expect more performance. Plus the benefits that come from 18 years’ 


ered a service, like personnel or 
accounting, and you don’t pay a 
whole lot of attention to the ser- 
vice groups,” she says. “I think 
we'll get a lot more attention 
when we start generating some 
revenues for the company. We 
are the custodians of a very im- 
portant company asset — our in- 
formation. Not everybody ap- 
preciates that, but it is becoming 
a much more accepted idea.” 


Demand the 
performance 
and function- 
ality only 
ADABAS 5 
can offer. 


To order your free 
copy of the ADABAS 5 
Benchmark Report, call 
toll-free: 


experience in DBMS technology:—relational functionality which allows adapt- 
able data structures and fast information retrieval based on multikey criteria— 
document management and free text retrieval—24 hour processing in a fully 
integrated DB/DC environment—portable applications across various hardware 
and operating systems—distributed processing—entity relationship data bases 
with recursive retrieval functions for knowledge-based systems. 

Discover how much more profitable your DP organization can be. Conduct 
your own ADABAS 5 benchmark, using your own data and application profile 
in your own production environment. The facts will speak for themselves. 


™ AS/EX is a trademark of National Advanced Systems Corporation 
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1-800-843-9534 today 
(In Virginia or Canada, call 
703-860-5050.) 


SOFWARE AG 


PROGRAMMING BUSINESS SUCCESS 





“There are somany 
unknowns with UNIX systems. 
Cant they give us something to 
make our transition easier?” 


*Series 800 models available for this trial are: 825S, 835S, 

835SE, and 850S. 

**Based on 1988 worldwide sales. Source: IDC. 

UNIX® is a registered trademark of AT&T in the U.S.A. and 
countries. 

© 1989 Hewlett-Packard Company 1S02908 


Would a free 3-month 
trial be helpful? 


You want the freedom that a UNIX° 
system offers. But it’s a compli- 
cated, time-consuming change. One 
that will affect data processing 
throughout your company. And 
you're not sure how to minimize 
the risk. 


Hewlett-Packard has a better way. 


A free 3-month trial of a UNIX 
system from Hewlett-Packard. A 
trial that allows you to evaluate 
UNIX on your own terms. In any 
department. On any task. 


It’s more than a test ofan operating 
system. It’s a test of HP’s ability to 
create solutions for your company. 
If you qualify, we provide an HP 
9000 Series 800 computer* Consul- 
ting services and technical support. 
And an impressive range of HP 
and third party software tools. 
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Hewlett-Packard, now the largest 
manufacturer of UNIX systems;* 
is the only company making this 
offer. And while the offer says 
plenty, the Hewlett-Packard name 
says even more. Reliability. Service 
and support. And commitment to 
industry standards. 


Should you decide to fully imple- 
ment a Hewlett-Packard UNIX 
system after the free trial, that 
system can easily be tailored for 
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your other applications. Put UNIX 
to the 3-month test: And put 

an end to the unknown. Call 1-800- 
752-0900, Ext. 282M. 


There is a better way. 


G 


HEWLETT 
PACKARD 
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“Information Technology Driving the New Business Reality” will be the theme of the 
Society for Information Management (SIM) 1989 annual conference slated for Sept. 
24-28 in Atlanta. 

The conference will feature leaders from business and academia presenting sessions 
on issues facing the computer industry. Many of the presentations will focus on Europe 
1992 and how companies can use information technology to establish a competitive ad- 
vantage and integrate worldwide operations, the organizers said. 

Confirmed speakers include former U.S. Secretary of State Henry Kissinger, Bell- 
south Chairman John Clendenin, Lockheed Aeronautical Systems Co. President Ken 
Cannestra, retired Citicorp Chairman Walter Wriston and Raphe Berenbaum of IBM 
United Kingdom Ltd. 

At the conference, SIM will announce the winners of the 1989 Partners in Leader- 
ship and International Papers Award competitions, and the recipients will give presen- 
tations on their accomplishments. 

For course listings and registration material, contact SIM International Headquar- 
ters, Suite 600, 111 E. Wacker Drive, Chicago, Ill. 60601. 





JULY 30-AUG. 5 


Financial Management for Data Processing An- 
nual Conference. Philadelphia, July 31-Aug. 2 — Con- 
tact: Financial Management for Data Processing, P.O. Box 
27543, San Francisco, Calif. 94127. 


Systems Integration: Market Directions and 
Strategies, 1989-1993. New York, Aug. 1-3 — Con- 
tact: CMP Publications, 600 Community Drive, Manhasset, 
N.Y. 11030. 


Telestrategies Conference: Fiber Metropolitan- 
Area Networks and Local-Area Networks. Wash- 
ington, D.C., Aug. 2-3 — Contact: Telestrategies, Suite 
100, 1355 Beverly Road, McLean, Va. 22101. 


AUG. 6-12 


international DB2 User Group Conference. Chica- 
go, Aug. 6-9 — Contact: IDUG, Suite 600, 111 E. Wacker 


IT’S NOT CLEAR WHO MAKES 
THE SECOND-BEST CHANNEL 
MANAGEMENT SYSTEM. 


Dynatech DataSwitch 


Feature 3900 


VES 
YES 
YES 
YES 
YES 
VES 


(standard) 


Single cross-point architecture 
Architecture capable of rate to 6 MB 

All 48 leads of bus tag interface 

8 x 16 matrix on one 2-foot floor tile 
Easy online expansion and maintenance 


PC-based control system 


While other channel 
management systems 
race neck-and-neck to- 
ward obsolescence, 
Dynatech’s CMS 3900 
STARPLEX sprints to- 
ward the future. 

Only the STAR- 
PLEX applies today’s 
technology to maximize |__ 
systems availability and reliability. 

Every feature of the CMS 
3900 STARPLEX reflects the op- 





erational ease and superior quality 
that has made Dynatech a world 
leader in data communications 
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NO 


equipment for more than 30 years. 

And Dynatech’s global exper- 
tise and proven financial strength 
ensure total support for your in- 
stalled system—anywhere in the 
world. 

Call us at 703-550-0011, ex- 
tension 39, to learn more about the 
world’s best channel management 
system. In wining 
Canada, call 9 * 

Dynatech at “<™ 
416-289-2000. 
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VY Dynatech Communications 


Dynatech Communications 991 Annapolis Way Woodbridge, VA 22191 Phone (703)550-0011 
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Drive, Chicago, Ill. 60601. 


Executive Communications and Support. Welles- 
ley, Mass., Aug. 6-9 — Contact: The Institute of Manage- 
ment Sciences, 290 Westminster St., Providence, R.I. 
02903. 


Urban and Regional Information Systems Associ- 
ation (URISA) Annual Conference. Boston, Aug. 6-10 
— Contact: URISA, 319 C St., S.E., Washington, D.C. 
20003. 


Successfully Managing the Information Re- 
source. Boston, Aug. 7-11 — Contact: The Dooley Group 
Information Management Institute, Suite 109, 50 Ninth 
Ave., Hopkins, Minn. 55343. 


First international Congress of EDI Users. Vancou- 
ver, B.C., Canada, Aug. 9-11 — Contact: The Electronic 
Data Interchange Association, Suite 550, 225 Reinekers 
Lane, Alexandria, Va. 22314. 


Speakeasy Conference. Chicago, Aug. 9-11 — Con- 
tact: Speakeasy Computing Corp.. 222 W. Adams St., Chi- 
cago, Ill. 60606. 


Macworld Expo. Boston, Aug. 10-12 — Contact: Mac- 
world Expo, Mitch Hall Associates, P.O. Box 155, 
Westwood, Mass. 02090. 


AUG. 13-19 


Software Futures Executive Forum. Boston, Aug. 
14-15 — Contact: Digital Consulting, 6 Windsor St., Ando- 
ver, Mass. 01810. 


Flexible Manufacturing Systems Conference. 
Boston, Aug. 14-16 — Contact: The Institute of Manage- 
ment Sciences, 290 Westminster St., Providence, R.I. 
02903. 


Basic Project Management: Planning, Scheduling 
and Control. Chicago, Aug. 14-17 — Contact: American 
Management Association, 135 W. 50th St., New York, N.Y. 
10020. 


CADD Production Management. Purgatory, Colo., 
Aug. 14-18 — Contact: Philip Bennett, Department of En- 
gineering Professional Development, University of Wiscon- 
sin-Madison, 432 N. Lake St., Madison, Wis. 53706. 


Digital image and Optical Disk Systems. Arlington, 
Va., Aug. 15 — Contact: Tracey Hubbard, National Trade 
Productions, 313 S. Patrick St., Alexandria, Va. 22314. 


Introduction to information Engineering. Washing- 
ton, D.C., Aug. 15-17 — Contact: James Martin Associates, 
Suite 200, 1850 Centennial Park Drive, Reston, Va. 
22091. 


Multi-Net Expo '89. Houston, Aug. 17 — Contact: 
Entre Computer Center, Suite 112, 1221 Katy Freeway, 
Houston, Texas 77079. 


AUG. 20-26 


Computing Trends for the 1990s 
Conference. Indianapolis, Aug. 20-22 — Contact: John 
Bruns, AACC Executive Director, Box 122, Claytonville, Ill. 
60926. 


UCAI-89, American Association for Artificial In- 
telligence International Joint Conference on Arti- 
ficial intelligence. Detroit, Aug. 20-25 — Contact: 
AAAI, 445 Burgess Drive, Menlo Park, Calif. 94025. 


Data Capture Technologies: Cost-Effective Alter- 
natives to the Keyboard. Cambridge, Mass., Aug. 21- 
22 — Contact: Georgette Asherman, Institute for Interna- 
tional Research, Information Technology Division, 331 
Madison Ave., New York, N.Y. 10017. 


Netview and Netview/PC: Managing Large Net- 
works Seminar. Los Angeles, Aug. 21-22 — Contact: 
Technology Transfer Institute, 741 Tenth St., Santa Moni- 
ca, Calif. 90402-2899. 


improving Your internal Consulting Skills. Boston, 
Aug. 21-23 — Contact: American Management Associa- 
tion, 135 W. 50th St., New York, N.Y. 10020. 


Deals, Dangers, Directions: Lessons of the High- 
Tech Industry. Santa Ciara, Calif., Aug. 22-23 — Con- 
tact: Dataquest, Conference Department, 1290 Ridder 
Park Drive, San Jose, Calif. 95131-2398. 


Uniforum Trade Show and Conference. Boston, 
Aug. 22-24 — Contact: /usr/group, Suite 201, 2901 Tas- 
man Drive, Santa Clara, Calif. 95054. 


Nuclear information and Records Management 
Association Symposium. Minneapolis, Aug. 27-30 — 
Contact: Jane Hannum, NIRMA Administrative Office, 210 
Fifth Ave., New York, N.Y. 10010. 
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Changing the fixtures 
in the house that IS built 


BY MICHAEL SULLIVAN- 
TRAINOR 


hen H. Edward Nyce, 
executive _vice-presi- 
dent of IS at Manufac- 
turers Hanover Corp. in 
New York, talks about 
how technology decisions 
are now made at his firm, 
the picture that he draws is 
one that seems more in keep- 
ing with small-town democra- 
cy than with big business. 

“We make our decisions by 
consensus,” Nyce says, explain- 
ing that technology leaders with- 
in each business unit vote on new 
initiatives that must be weighed 
against corporate guidelines. 

“We try not to impose poli- 
cies that are going to impede the 
business. On the other hand, we 
need to make sure there is cohe- 
siveness,” he explains. “It’s a 
matter of not encouraging too 
much risk, but not discouraging 
innovation.” 

This system of voting by ap- 
pointed representatives of busi- 
ness division interests is a far cry 
from the structural isolation of 
the firm’s old data processing op- 
erations division. While there 
used to be some gestures in the 
direction of business involve- 
ment, Nyce says, they were 
mostly symbolic. ‘““There were 
steering committees involving 
the business representatives 
back then,”’ he recalls, ‘‘and they 
were supposed to meet once a 
month. But they were lucky if 
they met once a quarter.” 

The change, according to 
Nyce, grew out of a corporate 
decision to divide the bank into 
five self-managing units as well 
as a desire to make IS more re- 
sponsive to user needs. 

What is happening at Manu- 
facturers Hanover is happening 
in various degrees and other 
forms at many U.S. companies. 
Allacross the country, IS depart- 
ments are taking measure of the 
changes facing the businesses 
they serve and testing new orga- 
nizational structures that might 
better support those businesses. 

“Everyone is experimenting 


Sullivan-Trainor is Computerworld’s 
senior editor of special projects. 


ANDY FREEBERG 


Manufacturers Hanover’s Nyce balanced risk and innovation 


with new models for information 
systems,” says Charles Palm- 
grin, a senior consultant at O. D. 
Resources, Inc. in Atlanta, which 
helps companies deal with orga- 
nizational change. 

The first organizational issue 
IS managers confront when they 
open up the possibility of struc- 
tural change is a familiar one — 
centralization vs. decentraliza- 
tion. While there is nothing new 
about this set of choices, there 
are some new models emerging 
in terms of the ways that organi- 
zations are substituting compro- 
mise for either/or answers. 

The habit, at least until re- 
cently, has been for organiza- 
tions to swing back and forth be- 
tween the two extremes. This is 
something that has seemed to 


happen about every five to eight 
years, says Stanley Davis, au- 
thor of Future Perfect, a book on 
the business environment of the 
future. The reason for these cy- 
clical swings, he says, is that 
“companies need the benefits of 
opposite forms — the control of 
the centralized approach and the 
focus and flexibility of the decen- 
tralized approach.” Unable to re- 
solve the apparent contradiction 
between the two approaches, 
companies have frequently con- 
tented themselves with achiev- 
ing what seems like a steady 
course by driving first in one di- 
rection and then another. 

Now, however, some IS pro- 
fessionals are using technology 
as the glue for new organization- 
al structures that combine cen- 
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tralization and decentralization. 

The way this happens is that a 
centralized IS utility and a decen- 
tralized support organization are 
created as parallel structures, 
knit together through technol- 
ogy. The utility houses major 
systems that require tight tech- 
nical control. IS support of appli- 
cation development and business 
computing takes place under the 
control of business units, with 
coordination from an executive- 
level IS function. 

IS structures do not, of 
course, develop in a vacuum. 
The shape of an IS organization 
both influences and must be in- 
fluenced by the firm in which it 
resides. Therefore, although 
there are certain broad trends 
that serve as the basis for the 
structural designs of many IS or- 
ganizations, the actual working 
models tend to blend these com- 
mon elements into patterns that 
are uniquely suited to the busi- 
ness objectives of their compa- 
nies. Some examples of IS orga- 
nizational models that reflect 
prominent business missions in- 
clude the following: 
eThe Service Model. This 
model emphasizes efficiency in 
distributing technical resources. 
Marked by formal policies gov- 
erning interaction between us- 
ers and IS, this model ensures 
that resources are being applied 
where they are needed most. 
Companies coming up to speed 
in technology management are 
typically attracted to this style. 
eThe Partnership Model. 
Close alignment with the busi- 
ness and increasing user capabil- 
ities are the hallmarks of this 
structure. One element that 
clearly differentiates this model 
from the Service Model is that IS 
functional lines are broken down 
as the technologists become 
business professionals. 
eThe Vendor Model. This 
structure treats IS as an inde- 
pendent provider of services, 
which operates as a business and 
markets itself to its customer 
base. In some cases, IS may actu- 
ally be an independent profit 
center, selling its services and/or 
systems products to both inter- 
nal and external customers. In 
other instances, the customers 
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are all internal and the IS unit remains an 
internal function. Companies concerned 
about the value of business units and IS 
services are attracted to the cost account- 
ability features of this model. 
e The Expansion Model. While also fo- 
cusing on efficiency, this IS model is chief- 
ly distinguished by its emphasis on sup- 
port for a broadening agenda of IS 
services to new and frequently distant lo- 
cations and subsidiaries. This is a struc- 
ture for IS departments in or- 
ganizations with a growth 
thrust and, often, a multina- 
tional presence. For that rea- 
son, a flexible architecture 
that supports common sys- 
tems is required, as well as 
the ability to allow both local 
and global initiatives. 
®The Strategic Advan- 
tage Model. In this model, 
IS identifies with the business 
to such an extent that com- 
petitive products are developed jointly 
and the technology is seen as a distributed 
resource. 

Although IS managers tend to focus on 
a single model to meet their most press- 
ing business demands, over time they 
may implement pieces of two or more 
models in one IS organization. As the 
business climate changes, the truly effec- 
tive IS models change with it. 


SERVICE MODEL 


Blue Cross and Blue Shield of Connecti- 
cut, in Hartford, is a good example of the 
Service Model in action. 

Martin Huysman, who just left his post 
as vice-president of IS with the company 
to join Gunther International in Hartford, 
made several procedural changes last 
year to redefine the basic job of the IS pro- 
fessional and improve the effectiveness of 
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systems by improving the processes of 
development and maintenance. 

A major goal was to tame the flood of 
frequently overlapping applications re- 
quests that was swamping IS. “‘Two years 
ago, we had over 600 documented re- 
quests for changes to our systems origi- 
nating in different corners of the compa- 
ny. None of the client [user] community 
was talking to each other,” Huysman 
says. In an effort to create order from this 
chaos, a business systems development 
group was created, consisting of 10 IS 
professionals. ““These people are not pro- 
grammers or analysts,” he explains, “‘but 

people who coordinate and 
negotiate agreements with 
the clients on the best way to 
handle the requests.” 

The reorganization con- 
solidated the user requests 
into 30 major efforts. IS re- 
sources are now allocated 
based on these programs. But 
more than that, the move po- 
sitioned IS as the forum for 
communication about sys- 
tems requirements among 

various parts of the business community. 

“By sticking to our guns and saying we 
will only work through this new group, we 
got clients involved in the concept defini- 
tion, and we’re providing the environ- 
ment for clients to talk to each other 
about their common business needs,” 
Huysman says. 

The group also interacts with the com- 
pany’s management level through a stra- 
tegic planning team made up of five func- 
tional vice-presidents who monitor 
resource allocations and develop a quar- 
terly schedule of priorities. 

According to Huysman, the new pro- 
cess is helping IS demonstrate to manage- 
ment that it can orchestrate and expedite 
systems usage throughout the organiza- 
tion and that will, in turn, help to define 
the IS role and responsibilities with the 
business units. 


While formal procedures were needed 
to justify service delivery at Blue Cross, 
allowing the company to break free of tra- 
ditional separatist structures and accom- 
panying inefficiencies, other companies 
find that they need less, rather than more, 
structure. In some instances, that means 
turning to a more fluid and permeable ar- 
rangement. 


PARTNERSHIP MODEL 


In companies that emphasize partnership, 
lines blur between IS and business. Barri- 
ers of distance and specialization give way 
to close collaboration. “In many compa- 
nies, IS is no longer being singled out as a 
unit,” says IS consultant L. Paul Oullette 
in Bedford, N.H. “It’s being blended in as 
part of the company.” 

Miles, Inc., an Elkart, Ind.-based 
health care company, is moving strongly 
in this direction. 

Thirty key professionals have received 
training in business, interpersonal and 
consulting skills. John Tremse, vice-presi- 
dent of IS, is aligning IS with the compa- 
ny’s research and 
development and : 
sales and market- fF 4 
ing organizations | 
by dedicating sup- 
port to those de- 
partments. A third 
segment of IS acts 
as a utility. 

As a result of 
the training pro- 
gram, Tremse sees 
his staff educating 
users in the application of technology 
rather than just shepherding them 
through the basics of using it. 

Also, Tremse has opened the door, al- 
lowing users to acquire technical exper- 
tise or software from outside the compa- 
ny. “In the old days we’d protect our turf 
and not let them use somebody else’s 
help,” he says. 

One example of the extent to which 


Miles’ Tremse 





these initiatives have produced closer ties 
between IS and business units is the 
group’s participation in mergers. 

“For the first time a year ago, we were 
invited to come in during a merger and 
look at the other company’s IS opera- 
tion,” Tremse says. ‘It was a recognition 
that we don’t just talk about computers 
anymore, but that we can talk about busi- 
ness strategies.” Business savvy is fil- 
tered back to the more technical areas, he 
says, through migration of talent between 
the IS groups. 


VENDOR MODEL 


IS departments moving in the direction of 
a Vendor Model require the same sort of 
complex skill set being developed at 
Miles, plus well-developed marketing 
know-how. The firms in which such mod- 
els evolve are often concerned with the 
payback on their IS investment. Rather 
than seek indirect bottom-line savings, 
they choose the direct route of making IS 
responsible for revenue generation. 

The decision to remodel the IS organi- 
zation at Weyerhaeuser Co. into a vendor 
organization grew out of a reexamination 
of the firm’s entire wood-products busi- 
ness. Weyerhaeuser executives wanted 
all aspects of the corporation to show 
strong revenues, and they were interest- 
ed in quantifying how much IS investment 
was required. The independent unit was 
born when the corporation tried to deter- 
mine whether it would be more cost-ef- 
fective to contract out IS support services 
than provide it internally. 

“To answer the question of which 
would be better, it seemed reasonable to 
set ourselves up as an independent ven- 
dor, selling to the parent company. This 
enabled us to price our products and 
benchmark our services against our com- 
petitors,’”’ says Susan Mersereau, vice- 
president and general manager of Weyer- 
haeuser Information Systems. 

Weyerhaeuser — which sells 85% of 

Continued on page 56 





Staying in step with the company 


BY DAVID GABEL 


t’s a little like trying to play Simon Says with a 

blindfold on. You know that you are supposed to 

be doing something, but it is not always clear 

what. Most IS managers today have a sense that 

their companies are changing and their depart- 
ments will also have to change. What is less evident is 
how fast to move and in what direction. 

Timing is everything. Although “slow to change” 
ranks high on the list of IS criticisms, changing too 
quickly or on the basis of too little information can 
make the IS organization evolve into something that is 
not appropriate for the company as a whole. The tough 
part is matching your steps to the corporate situation. 

“When the direction is very clear from the top,” 
says Paul Berger, a Lawrenceville, N.J.-based consul- 
tant specializing in IS management, “then the pace of 
change in IS can be very rapid. On the other hand, if the 
direction isn’t so clear, then moving in the wrong di- 
rection can leave the IS organization out in left field.” 

How can an IS executive find the pace and the path 
that are right for his organization? It may take some 
digging, according to Berger, especially if you are not 
part of the management team. If you are not in the in- 
ner council, he says, “You have to be sharp enough to 
find out what is really going on.”’ Berger suggests sev- 
eral ways that an IS professional can gather intelli- 
gence on corporate direction. 


The first and best choice, of course, is to become 
one of the decision makers. If that is not in the cards, he 
says, at least try to get on the invitation list for policy 
meetings or on distribution lists for meeting minutes. 
It is also a good idea to develop contacts among line de- 
partment heads, who are always good sources of infor- 
mation. Then there is the informal information net- 
work in any organization that a manager can cultivate 
for his own use. Gathering information when one is left 
out of the formal decision-making loop is usually a mat- 
ter of developing all of these sources and adding one’s 
own powers of deduction in analyzing the information 
thus obtained. 

Of course, sometimes even a firm’s top manage- 
ment does not know what is going on, so being part of 
the decision team does not always help. “Take the situ- 
ation with divestitures,” Berger says. “The decision 
may have been made, but few people know about it, be- 
cause of strategic reasons.”’ When that is the case, the 
IS director needs to make some intelligent guesses, 
based on the best judgment and research available. 

One person who followed that course is Russell 
Henault, director of IS for Houston-based Igloo Prod- 
ucts Corp., a plastics company whose most familiar 
product is cooler chests. In the mid-1980s, Igloo was 
one of 10 companies in a large conglomerate that was 
supported by a central corporate data processing oper- 
ation. In 1986, the conglomerate sold nine of the 10 
units, including Igloo, and each divested division be- 
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came responsible for its own IS. Suddenly, Igloo was 
faced with the necessity of building its small DOS shop 
into something that could support its new indepen- 
dence. Henault, who came from corporate DP, joined 
the company with the breakup. 

“It was tough to have a clear course,” he says, ex- 
plaining that top managers were too preoccupied with 
planning for as-yet-unspecified new products to pro- 
vide much guidance. They did 
make it clear, however, that all 
current systems had to be main- 
tained and that the company 
would soon be diversifying be- 
yond its current base of seasonal 
products in order to achieve a 
more balanced revenue stream. 

In the absence of clear man- 
dates from the top, Henault 
sought advice from consultants 
and turned his staff into re- 
searchers who extensively que- 
ried other IS organizations operating in similar busi- 
ness environments. 

Henault took the initiative to find out how he need- 
ed to change his organization; he also determined the 
pace of change needed, which is the best way to keep 
IS in line with with corporate strategy. 


Igloo’s Henault 


Gabel is a free-lance writer based in Northport, N.Y. 
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Get your DB2 application 
evelopment off 
and running with FOCUS 


FOCUS is the most widely used fourth 
generation language for DB2* Whether 
you're writing reports, analyzing data, or 
building complete applications, FOCUS 
makes you ten times more productive 
than any other DB2 development aid. 
COMPLETE APPLICATION 
DEVELOPMENT FACILITIES 

FOCUS comes with a complete devel- 
opment tool set ready to work with DB2. 
In addition to code generators, editors, 
and visually-oriented screen and window 
painters for automating the development 
process, the FOCUS language gives you a 
complete array of programming con- 
structs to complete your application with- 
out having to rely on COBOL or other 
3GLs. And you can invoke specific DB2 
commands from within FOCUS—such as 
COMMIT/ROLLBACK or GRANT/REVOKE 
security privileges. 
SQL COMPATIBLE 

Applications written in FOCUS auto- 
matically generate optimized SQL syntax 
for reading and updating DB2 databases— 
so you don’t need to know SQL to work 
with DB2 tables. You can even embed 
SQL commands within FOCUS code or 
issue them directly during interactive 
FOCUS sessions. And if you want to use 
SQL against non-relational databases, 
FOCUS allows for that too. 
DATA ACCESS AND CONVERSION 
TO DB2 

FOCUS allows you to access every 
data structure on your mainframe— 
permitting you to convert to DB2 data- 
bases directly from any other database. 
And the FOCUS multi-field join capability 
allows you to link FOCUS, IMS, VSAM, or 
any other databases to DB2 for reporting 
and decision support. You can even give 
VM users access to DB2 data through our 
unique FOCNET/Cross Machine Interface. 

For more information on how FOCUS 
can help you get your DB2 applications 
out of the gate fast, call Information Build- 
ers, Inc., at (212) 736-4433, Ext. 3700. 
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its services to internal clients — then de- 
cided which services it could provide 
more cost-effectively to the parent com- 


One way that the company has chosen 
to build marketing savvy, as well as bol- 
ster revenues, is the pursuit of external 


pany and which should be pur- 
chased from other vendors. 

“Tt really allowed us to 
look at areas where we added 
value for the company,” Mer- 
sereau says. 

In order to make the plan 
work, however, she found she 
had to hire managers from 
the business side of the com- 
pany to run product groups. 
“‘We’ve had to infuse the or- 
ganizaticn with sales and mar- 
keting skills and get the man- 


agers to really operate their departments 


as a business,”’ she says. 


Weyerhaeuser’s 
Mersereau 


customers for its software 
and services. It currently sells 
manufacturing applications as 
well as recovery and systems 
integration services. 

In addition to a computer 
and software group for appli- 
cation development, Weyer- 
haeuser IS has worldwide 
telecommunications and man- 
ufacturing groups that focus 
on business areas.. Finance, 
planning, sales and marketing 
and administration compo- 


nents are also included in the structure. 


More changes are on the horizon. As 


the parent company reexamines the 
amount it has diversified, IS will have to 
adjust its orientation. “Every time the or- 
ganizational structure of the corporation 
changes, it impacts technology and vice 
versa. Weyerhaeuser IS is right in the 
middle trying to bridge the two,” Merser- 
eau says. 


EXPANSION MODEL 


While evaluating IS is frequently the im- 
petus for adopting the vendor model, ex- 
tending IS into new realms is the goal of 
the expansion model. 

Finding the right structure to support 
diversified growth while maximizing effi- 
ciencies is no easy matter. Just ask Phil 
Friedman, director of technology at Philip 
Morris International. “We acquired Kraft 
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Foods, and we have General Foods in Eu- 
rope. We’re looking for synergy there be- 
tween the companies,’ Friedman says. 
“At the same time, we’re consolidating 
operations in the tobacco company.” 

As if all that is not complicated enough, 
in 1992, Philip Morris affiliates in Europe 
will become part of a single economic sys- 
tem. What this means, he explains, is that, 
in addition to development resources to 
support the local affiliates, there will also 
be a need for common systems across re- 
gions. 

Philip Morris is attacking the problem 
by simplifying the role of IS into two types 
— data workers and knowledge workers. 
Friedman explains the difference this 
way: The knowledge worker manipulates 
data on an intelligent workstation using 
sophisticated PC software; the data work- 
er is concerned about maintaining consis- 
tent and reliable data and managing the 
architecture. 

The company is recruiting knowledge 
workers out of the ranks of business pro- 
fessionals who have been exposed to IS in 
school and in various positions within the 
company. Data worker positions are be- 
ing filled by ad- 
vanced IS profes- 
sionals. 

“The — knowl- 
edge worker will 
have a_ good IS 
background and a 
good understand- 
ing of the technical 
tool bag. The data 
worker will contin- 
ue to be the prob- 
lem solver and 
know the tools inti- 
mately. There’s enough work and chal- 
lenges to keep both sides occupied to the 
year 2000,” Friedman predicts. 

Consultant Oullette sees many organi- 
zations adopting a similar structure. ‘The 
people in the line groups end up under- 
standing the business as well as the tech- 
nology,” he says. ‘“The technical guru will 
be in database administration and tele- 
communications.” 


STRATEGIC MODEL 


At least for now, however, the develop- 
ment of competitive advantage systems is 
still an IS-intensive task. One firm where 
IS has organized around that mission is 
Manufacturers Hanover, where Nyce is 
readying for another organizational shift. 

Nyce’s odyssey of restructuring began 
in 1985, when he was faced with a corpo- 
rate decision to decentralize management 
and divide the bank, then the fifth largest 
in the country, into five self-managed sec- 
tors. 

With a mandate to give each sector 
“maximum control over all needed re- 
sources,’ Nyce struggled with the ques- 
tion of how to move IS closer to the busi- 
ness users while coordinating corporate 
resources for competitive advantage. 

The answer was to break up the bank’s 
large operating divisions, which included 
3,500 technical professionals, into units 


Philip Morris’ 
Friedman 


| for each business sector. Each sector has 


a technology and business chief working 
closely together on IS resource manage- 
ment. 

In addition, an IS utility was formed to 
manage the voice and data networks, bulk 
processing and corporate database. 

To coordinate the new structure, a 
Strategic Technology and Research 
group was formed. Made up of the 

Continued on page 60 
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The Terminal Of The’ 
Has Arrived A Bit Early 


Wyse introduces the WY-150. 
They always said there would be such a 
terminal “someday”. It would have the 
flexibility and connectivity to operate in 
virtually any computing environment, 
while meeting the most exacting ergo- 
nomic requirements. And, it would deliver 
those advantages at an affordable price. 

“Someday” is here much sooner than 


It’s called 

the Wyse 

WY-150, a : 

breakthrough in terminal technology 
that will set price/performance standards 
for years to come. 


Bridging the worlds of ASCII, ANSI 
and PCs, the WY-150 offers compatibility 
with a wide range of operating systems. 
Including UNIX/XENIX, MS-DOS, Con- 
current DOS, PC-MOS, and PICK. With 
a choice of three keyboards. And typical 
of Wyse, the WY-150 does it all with stylish 
design at a price that’s also attractive. 

The WY-150 also sets new ergo- 
nomic standards. Its 78 Hz refresh rate 
eliminates any hint of flicker. Just as 
overscanning and a bezel that matches 
the soft, paper white phosphor erase 
distracting borders. (Amber and green 
phosphors are also available.) The 
oversize 10x16 cell makes each crisp 
character stand out vividly. 

TheWY-150 is also part of SystemWyse. 
It links effortlessly with Wyse PCs and 
multi-user platforms to create uniquely 


integrated and cost-effective solutions. 
Everything is designed, manufactured, 
and tested by Wyse to work together. 
And it’s all backed by the service and 
support of the world’s leading indepen- 
dent terminal maker.* 

Only one question remains. Now 
that the terminal of the 90s is here, what 
are you waiting for? Call today for more 
information on the WY-150. 


1-800-GET-WYSE 
Wyse* is a registered trademark of Wyse Technology. SystemWyse and WY-150 are 
trademarks of Wyse Technology. Other trademarks/owners: UNIX/ i 


& Telegraph; Concurrent DOS/Digital Research Inc.; PC- / The Software Link, Inc.; 
PICK/Pick Systems; MS-DOS, XENIX/Microsoft. *IDC 1988 U.S. Terminal Census. 
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We make it better, or we just don't make it. 





No other data communication 
can give you this line. 


AT&T Paradyne is uniquely qualified to offer end- 
to-end data communications solutions worldwide. 

Because we're part of AT&T, not only can we provide 
ACCULINK® T1 multiplexers, network management and 
a variety of service programs, we can also complement 
AT&q's digital services with enhanced bandwidth man- 
agement capabilities. All from one vendor. 

And your data is too important to trust to anyone 
less accomplished. 

We build them right. 

AT&T Paradyne makes a wide range of products— 
including analog private line and switched modems, 
digital service units, multiplexers and channel extension 
products—to provide network solutions from the sim- 
plest to the most complex. 

What's more, our products are remarkably flexible. 
For example, our 3400 Series modems let you change 
speeds or upgrade to digital just by plugging in our 
unique “personality module” 

On top of that, what you buy today will work with 
what we introduce in the future. So with us, your invest 
ment is protected. 

You get all of this plus AT&I Paradyne’s quality. We 
guarantee through our maintenance programs that our 
latest data communications products will provide up to 
995% network availability Or we'll credit your account. 


©1989 AT&T Paradyne 





We manage them right. 

Thanks to ANALYSIS™ 6510 and DATAPHONE? II 
Systems Controllers, both compatible with AT&T's 
Unified Network Management Architecture (UNMA), 
we provide state-of the-art network management 
and control. Then we back it up with NetCare® and 
Data MOCC Services that provide everything from net 
work design to facilities management.We minimize risk 
and help insure your data will get through. 

We do it right. 

If your network is global in scope, our sales and 
service organizations and extensive distributor network 
around the world are ready to serve you. 

With AT&T Paradyne, you get single-source 
accountability. Which means quicker, simpler solutions 
to your problems. 

So when we say we offer you end-to-end data com- 
munications, we're not just handing you a line. Because 
only AT&T Paradyne can give you the AT&T line. 

For more information, contact your AT&T Paradyne 
Account Executive or call 1800 482-3333. 
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NEW ORGANIZATIONAL MODELS 
EXECUTIVE REPORT 


Approaching service ina 
businesslike manner 


BY WILLIAM HARRIS and 
SUSAN BEHNKE 


The service ethic is back in business, 
reasserting itself as a driving and, in some 
instances, a reorganizing force. This re- 
vival is one that has profound implications 
for the information systems organization. 

In and of itself, there is nothing terribly 
new about the idea of building reputation 
and market share based on reliability and 
responsiveness. What distin- 
guishes this particular up- 
surge, however, is the dawn- 
ing recognition that service 
quality can be built only from 
the inside out and that IS can 
be the pivot of such efforts. 

Clodagh Duff phrases the 
idea succinctly: “You can’t 
expect your employees to 
give good external service if they don’t 
get good internal service.” Duff is opera- 
tions manager at TMI North America, 
Inc., the U.S. branch of Time Manage- 
ment, Inc., the Danish consulting firm 
that helped Scandinavian Airlines System 
(SAS) engineer its renowned employee- 
centered strategy for reviving the busi- 
ness through service excellence. 

In one year, SAS went from a loss of 
$17 million to a profit of $54 million. Duff 
claims the key to that turnaround was a 
revamping of the organizational struc- 
ture; SAS prioritized the needs and inter- 


ests of employees who provide direct ser- 
vices to customers — flight attendants, 
ticket agents and the customer service 
staff. 

Because technology in most organiza- 
tions is now not only the major vehicle for 
delivering products and services but also 
the governing element in the work envi- 
ronment, Duff says there is a strong mes- 
sage for IS in what SAS did. Of course, 
SAS is a corporation, whereas IS is simply 

a department within a corpo- 
ration. But even if it is not 
strictly speaking a business, 
there is no reason why IS can- 
not think and operate like 
one. No other function of the 
modern corporation affects as 
many people as directly as IS. 
Furthermore, the way that IS 
delivers its services to inter- 
nal customers can influence the way ex- 
ternal customers are served. 

The message here is not that the IS de- 
partment should necessarily be a separate 
utility, but that it does make sense for a 
chief information officer to say, “I’ve got 
to run the IS function as if I were running 
a separate business with a product to 
sell.” 

This form of organization unites the 
external and internal markets of the firm 
in the minds and behavior of IS personnel. 
Every user then becomes a “‘customer.”” 

Some of these ideas are already at 


KEDIT 4.0 


XEDIT COMPATIBLE PC EDITOR 


KEDIT™ is a text editor for DOS and 
OS/2 that supports most com- 
mands and features of XEDIT, 
IBM's editor for VM/CMS. But KEDIT 
goes beyond XEDIT compatibility 
with special PC-based fea- 
tures for a first-rate combina- 
tion of mainframe power 
and PC flexibility. 


@ More than 100 XEDIT com- 
patible commands and SET 
options, including the ALL 
command. 


@ XEDIT prefix commands, 
targets, and fullscreen 
layout. 


@ Multiple files, multiple 
windows. 


@ Built-in subset of the REXX 
macro language included. 


@ Interfaces to Personal REXX, 
our complete implementation 
of REXX. 


@ Enhanced block operations. 
@ And much, much more. 


P.O. Box 532, Storrs CT 06268 
(203) 429-8402 
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“While KEDIT remains true to its 
heritage in retaining compatibility 
with the mainframe XEDIT, it is also 
one of the most feature-packed 
PC text editors around:” 
PC Magazine, 10/31/88 


KEDIT Version 4.0 is available at 
$150; OS/2 version is $175. Add 
$3 shipping. MC, VISA, American 
Express. Demo version available. 


KEDIT is o trademark of the Mansfield Software Group. Inc. 


work in the cash management division of a 
New York-based multinational financiai 
institution. In addition to the regular IS 
department, which takes care of systems 
development, data center operations, 
network management, quality assurance, 
systems software and so on, the division 
also has a marketing staff, which plans 
promotional programs, and a sales staff, 
which concentrates on selling the divi- 
sion’s information-based products into es- 
tablished and potential markets. Orga- 
nized along product lines, the product- 
development function strives to meet 
customer needs. The product-develop- 
ment staff meets with external custom- 
ers, such as chief financial officers and 
treasurers, and asks them what kinds of 
products they would find useful. 

Although the focus of IS marketing ef- 
forts here is the external customer, in- 
company users and commercial accounts 
mingle as equals at the support level. The 
operations and technical services sector 
of DP maintains a Help desk, which is also 
used by the internal cash management us- 
ers, to assist in customer account prob- 
lems and other network difficulties. 

An IS department that effectively mar- 
kets technology to internal customers and 
follows up with service and support im- 
proves the company image by avoiding 
conflicts between customers and poorly 
trained or demoralized employees. 

IS also advances its own cause in the 
process. Technically, an IS organization 
can do a great job and still be regarded as a 
disaster area. Proper targeting and pack- 
aging of services can make a big differ- 
ence in the way that IS is perceived. 

At one firm, which manufactures trad- 
ing systems for the securities and ex- 
change business, the IS department found 
an effective way to verify its worth and 
hone its service edge at the same time. In 
developing an IS plan, IS performed a 
Critical Success Factor (CSF) analysis. It 
interviewed top managers to see what 
kinds of management information they 
needed to measure their departments’ 
performance. That input translated into 
specific systems development projects, 
which IS benchmarked against CSF mea- 
sures. The plan gave the IS department 
both a vehicle to publicize its successes 
and a means of quantifiably demonstrat- 
ing its contribution to the business. 

Cultivating company employees as a 
market for technology can also help to 
clear the way for strategic IS initiatives, 
which might otherwise be derailed by re- 


Changing fixtures 
CONTINUED FROM PAGE 56 


technology chiefs and Nyce, the group en- 
sures that corporate standards are car- 
ried out and investigates emerging tech- 
nology. 

This summer, further changes are 
planned to hone the focus on strategic ef- 
forts. The five units will be compressed 
into three by combining three wholesale 
banking functions into one unit. 

Richard J. Matteis will become chief 
executive officer of the new combined 
unit, which encompasses the bank’s prof- 
it-making IS services and will focus on 
creating cross-selling opportunities and 
efficiencies in cash management, funds 
transfer and trade and custody services. 
The IS functions that support these ser- 
vices will be under Matteis’ wing. 

It is clear that all of these organizations 


COMPUTERWORLD 


sistance or lack of understanding. 

This benefit was seen in a Fortune 50 
consumer products firm that successfully 
implemented an artificial intelligence sys- 
tem designed to expedite customer ser- 
vice. Although employees are often reluc- 
tant to transfer their knowledge to a 
computer for fear of becoming obsolete, 
expert systems were not viewed as a 
threat at this company because it has long 
been committed to a policy of company- 
wide personal computer use and has sup- 
ported that policy through the extensive 
training of employees in PC use and the 
transfer of IS personnel into user organi- 
zations. The service staff soon under- 
stood Al’s benefits and embraced the con- 
cept, which meant that better service 
could be offered to more customers with- 
out adding personnel. 

Still another major benefit of treating 
the IS department as an innovative, peo- 
ple-centered company with both external 
and internal constituencies is the motiva- 
tional impact on IS employees. Organiz- 
ing the department as a “company” acts 
as a tremendous stimulus to departmental 
morale and sense of mission. 

As seen in the cash management divi- 
sion of the financial institution mentioned 
previously, the IS department is strongly . 
identified with the company’s business 
goals. For example, the firm’s electronic 
funds transfer function is crucial to its op- 
eration. If the computers are not up and 
funds cannot be transferred, the institu- 
tion bank could stand to lose millions of 
dollars in penalities. This realization and 
dedication to service is ingrained in the 
employees, who see themselves as the 
lifeblood of the business. 

At SAS, company President Jan Carl- 
zon told everyone from management to 
baggage handlers that they were in the 
service business, not the transportation 
business; the test of the airline’s effec- 
tiveness came down to “50,000 moments 
of truth each day,” whenever employees - 
came into contact with a customer. 

For the IS department, the real task is 
to create the means and the climate for 
service by adding marketing, sales and 
support to its traditional product develop- 
ment function. The bottom line is credibil- 
ity, which translates into effectiveness. e 


Harris and Behnke are chairman and president of 
Behnke Harris & Associates, Inc., a New York/ 
Atlanta consulting firm that specializes in the inte- 
gration of information technology with business 
strategic and operational requirements. 


are positioning themselves for the future 
by adopting new organizational struc- 
tures. It is also clear to these information 
systems executives and to others who 
have experienced organizational change 
more than once in their careers that the 
organizational structure alone does not 
spell success. 

Although implementing the wrong 
model for the organization — one that 
cannot be adopted because of cultural or 
structural limitations — is a sure path to 
disaster, executing the right one takes 
something more than just following a map 
of functional reports. 

“T’m not sure there is an exact struc- 
ture that you should use,” Huysman says. 
“If you have the right roles and responsi- 
bilities and the right chemistry among 
the people, with the right vision, you 
can make midcourse corrections as 
they’re necessary — and you will suc- 
ceed.” e 
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BY J. C. KIMBROUGH 


Contrary to what you may have heard, 
hardware and software are not the key to 
a successful information system. What 
really matters is attitude. 

“For things to happen,”’ says Geoffrey 
Relph, chief information officer at GE 
Canada in Toronto, “you need a prevail- 
ing environment in the organization that 
predisposes it to change and predisposes 
it to the notion that technology is impor- 
tant as an enabler for that change.” 

Things are definitely happening at GE 
Canada. The company is engaged in a ma- 
jor renovation of its IS technology with 
the goal of positioning the company for 
the new century. ‘“We’re committing 
about $30 million over the next few years 
to the installation of a major integrated 
and real-time application system,” Relph 
says 

The system, however, is only part of a 
story that begins with a new vision of 
what technology can do for a company and 
hinges on structural changes affecting 
both the business organization and the IS 
organization. In ad- 
dition to revamp- 
ing its systems, GE 
Canada is changing 
its operating cul- 
ture to emphasize 
information shar- 
ing, fast-response 
capability and 
teamwork. 

The saga began 
about two years 
ago, when GE Can- 
ada’s top manage- 
ment brought in Andersen Consulting to 
review its information systems. 

At the time, both the systems them- 
selves and the IS staffs supporting them 
were as diverse as the corporate struc- 
ture. GE Canada is split into three main 
groups: consumer products, lighting and 
appliances; high-tech; and power systems 
and supplies. Below that level, GE Canada 
supports 17 businesses. 

Steven Tower, a consultant at Ander- 
sen Consulting, describes the systems 
structure he found upon arrival as ‘‘some- 
thing of an octopus.” 

There was no commonality, he says. 
Business units were using different types 
of hardware and different versions of soft- 
ware. He adds that this lack of cohesive- 
ness affected the employees’ attitude and 
acted as a stumbling block to teamwork. 

Tower recommended that the 17 enti- 
ties in GE Canada learn to use IS as a com- 
petitive weapon and work together as a 
family of businesses. To do that, GE need- 
eda single hardware platform, a single ap- 
plication system and the ability to share 
resources. It also needed a unifying strat- 
egy supported by strong leadership. 

Andersen Consulting brought togeth- 
‘er a group of about 25 people from the 
three major business units, including both 
business and IS representatives, and 
helped then put together a 40-page list of 
desired hardware and software features. 
IBM was chosen as the primary hardware 
supplier. There were two reasons for that 
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Strengthening the union 


GE Canada opts for single system, closer ties to businesses 


choice, Relph says. One was IBM’s corpo- 
rate stability, and the other was the per- 
ception that ‘‘it is the organization that at- 
tracts the most application software 
development.” 

When it came to choosing an integrat- 
ed software system, however, GE Canada 
also had to find one that would work with 
the Digital Equipment Corp. systems 
used by its design and manufacturing en- 
gineers. The company selected R-2 from 
the West German firm SAP. 

In addition to compatibility with both 


IBM and DEC, R-2 offered real-time up- 
dating and full integration among modules 
that include repetitive and custom manu- 
facturing, order processing and distribu- 
tion, marketing and sales support, pur- 
chasing, contract management, plant 
maintenance and financial systems. The 
system is also multilingual. It can accept 
and translate English, French, German 
and Italian. 

The various GE Canada businesses can 
opt to use all the functions offered by the 
R-2 system, or they can choose just a few. 
They can also tailor specific applications 
to their particular needs without interfer- 
ing with the integration process. 

The new GE Canada information sys- 
tem is in the development stage. Some 
major implementations are expected by 


“How did I find out 
about the number one 


the first quarter of 1990, and a prototype 
is under way at the GE-Fanuc group, 
which is a joint venture between GE and 
Japan-based Fanuc. The complete system 
is expected to be fully operable in 1993. 
Because of its size and diversity, the 
system will require strong central sup- 
port. Some of that support will come from 
acentral IS group. It was decided, howev- 
er, that IS should remain mostly decen- 
tralized to provide local applications ex- 
pertise and follow-through. Because 
standardization coding and data-handling 
procedures are crucial to a system that 
crosses many businesses, a multigroup 
standards committee was formed. 
GE Canada has also set up a Project 
Council, which includes Relph, the 
Continued on page 65 


selling 286 laptop? 
My competition was 
killing me with it.” 


ZENITH INNOVATES AGAIN’ 


Today's leading 286 battery-powered portable* gives you the edge 

you need to be number one on the road. 
Turning miles into dollars. That's business as usual with SupersPort 286™ Another 

Zenith Data Systems innovation to let you work the way you want...where you want. 


With the lightweight SupersPort 286, hard-driving AT desktop performance is 
yours. Anywhere your business takes you. To crunch the numbers. And the competition. 


And we mean crunch. SupersPort 286 is loaded with unrelenting speed and power 
to tackle huge spreadsheets, files and databases. It even lets you extend your productivity 
through Zenith’s Intelligent Power Management System,” which puts power usage in your 
control. For more than four hours 
of non-stop battery life. 
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SupersPort 286 also 


features a dazzling backlit 
Supertwist LCD screen for 
superior readability. It also 
has one of the widest viewing 
angles of any portable, and can 
be used in virtually all lighting 
conditions. 


So put Zenith Data Systems’ 


SupersPort 286 in the driver’s 
seat. And start letting your com- 
petition know who's number 
one on the road. 


For the name of your 


nearest Zenith Data Systems 


authorized dealer, call 


1-800-842-9000, ext. 1. 
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In change, there is opportunity 


TS organizations are used to dealing with 
technological change. Ralph Loftin suggests 
businesses take advantage of their experience 
as change reaches throughout the company 


n these tumultuous times, 

there are opportunities for 

information systems orga- 

nizations to support their 

companies beyond system 
development and operational 
support, according to Ralph Lof- 
tin. Businesses are going to need 
help figuring out how to cushion 
the shock of change and how to 
build resiliency into their organi- 
zational structures. IS could, 
with a little effort, stake claim to 
the role of guide. 

Loftin, who has held execu- 
tive IS positions at Blue Cross 
and Blue Shield of Massachu- 
setts and General Electric’s In- 
formation Services Division, is 
president of Ralph Loftin Asso- 
ciates, a Newton, Mass., consult- 
ing firm, and a partner in the 
consulting consortium, The 
Dooley Group. Loftin specializes 
in IS management, particularly 
as it relates to planning and orga- 
nizational effectiveness. He re- 
cently spoke with Computer- 
world Features Editor Joanne 
Kelleher about how IS can serve 
as a force for organizational inno- 
vation. 


You have said that IS can 
play an important role in 
helping a business adapt 
to change. | wonder if you 
could talk about some spe- 
cific ways an IS organiza- 
tion can do that. 

One way that the IS organization 
can help the business adapt and 
become responsive is to become 
more adaptive and responsive it- 
self in terms of its internal opera- 
tions. This means becoming ex- 
tremely flexible in terms of the 
ability to alter its own organiza- 
tion structures and operating on 
short notice to accommodate 
perceived changes in the busi- 
ness environment. 

Beyond that, however, the IS 
organization really can become a 
primary instrument of change for 
the business. If the people in the 
IS organization, particularly the 
business analysts and others 
who come into contact with the 
business community, can be- 
come practiced and skilled in 
change management, then they 
can function almost as internal 
organization development peo- 
ple for the business community. 


What would that entail? 
Helping the business community 


understand and deal with the re- 
sistance that change invariably 
provokes. Helping to formulate 
approaches and strategies that 
would ease the adjustment to 
new organization forms or new 
methods of operation. 


It sounds like you are talk- 
ing about something that 
goes beyond dealing with 
changes in technology. 
That’s right. It almost doesn’t 
matter what kind of change is be- 
ing perpetrated on an organiza- 
tion. It doesn’t matter whether 
the change is a change in the use 
of technology, a change in orga- 
nization structure, or a change in 
work roles. Whatever the 
change is, the responses are 
really the same. 

If IS people can understand 
how to deal with change that is 
driven by technology, they are 
capable of dealing with change 
that may be driven by other 
kinds of forces as well. 


Why would IS be a logical 
group for helping to deal 
with that? 

It is primarily technology 
changes that would bring the IS 
organization into play with the 
business unit, but often the need 
for technological changes is 
stimulated by changes in the 
business environment. A system 
project may carry with it all kinds 
of implications for organization 
structure and job roles and 
things of that sort. 


How well-equipped would 
you say the average IS de- 
partment is at the moment 
to teach others about or- 
ganizational management 
and change? 

Most are terrible at it. I’d say 
they’d rank somewhere between 
zero and minus 12 right now. I 
think traditionally the IS people 
have chosen not to deal with is- 
sues like job function and adjust- 
ment to changes in relative pow- 
er within the user organization 
and changes in structure. This 
may be because they feel they 
don’t have the skills, but proba- 
bly it is because they haven’t 
really been sensitized to these 
kinds of issues. 


So is the idea that the IS 
organization should work 
on its own orientation and 


then carry what it learns 
out into the business? 

lam suggesting that the IS man- 
ager look within his own organi- 
zation and explore the use of 
some organization development 
methods, such as survey feed- 
back techniques, problem-solv- 
ing groups, empowering lower 
level employees, really rethink- 
ing the whole notion of power 
within the IS organization. That 
whole area, I think, is a very 
profitable one for the IS execu- 
tive to look at, even if he never 
goes into the business communi- 
ty with it at all. And I also think it 
is essential that the IS executive 


practice some of that within the 
IS organization before trying to 
practice it on the business. 


What kind of reception 
could your average IS 
manager expect from 
business managers when 
he makes suggestions that 
fall outside his accepted 
technical specialties? Is 
this a risky proposition? 
The extent of the risk is a func- 
tion of the relationship that ex- 
ists between the IS manager and 
the business community. The in- 
dividual relationships that the IS 
manager has with business man- 
agers is going to determine the 
reception that he gets. 

Beyond that, I think the ap- 
proach that the IS manager 
takes in trying to introduce this 
idea to the business community 
is critical. You can’t ask people 
to take it on faith. You have to 
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point to situations in other busi- 
nesses that show the advantage 
of doing things differently. It is 
very difficult to ask the business 
community to do something dif- 
ferent and to take it on faith that 
it is going to be better. 


Do you feel it is best to test 
this kind of approach on a 
limited basis, maybe with 
one business unit? 
Absolutely. Some of the most 
successful examples of IS in- 
volvement in business change 
have combined a small business 
unit and an element of the IS or- 
ganization in a way that can be 
seen as a kind of micro- 
cosm of the organiza- 
tion at large. 


Can you think of 
any instances in 
which structures 
and methods de- 
veloped in that 
way have actually 
filtered out further 
in the business org- 
anization? 

Yes. I can think of 
two, actually. In one 
case, where the compa- 
ny is highly divisiona- 
lized, one division initi- 
ated some partnership 
arrangements with re- 
gard to executive edu- 
cation and identifica- 
tion, and the successes 
there have exerted a 

kind of pull-through effect into 
other divisions. What the first di- 
vision did was to go through an 
extensive campaign with the 
business unit manager and his 
subordinates to acquaint them 
with the potential for informa- 
tion technology in this business. 
This business is not one you 
would think of as having a lot of 
potential for exploiting IS tech- 
nology, but they found some 
things that really produced some 
dramatic gains in profitability. 


Did what happened there 
go beyond technology im- 
plementation? Did IS also 
participate in some sort of 
change to the organiza- 
tional structure? 

Yes. As a matter of fact, some of 
the opportunities that were iden- 
tified had nothing to do with in- 
formation technology. They had 
to do with rearranging the 
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distribution organization — closing some 
warehouses, rearranging the distribution 
of products among distribution points and 
so forth — and came out of joint sessions 
that were initiated by the IS community. 


What was the second example 
you were thinking of? 

In that company, the style of management 
practiced by the IS organization has been 
adopted by some of the business units, 
largely through the leadership of the se- 
nior IS executive. 


That raises an interesting point. 
isn’t the usual goal for IS to have 
its management style or structure 
match the organization, instead 
of the other way around? 


e 
Union 
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general managers of the businesses and 
the corporation’s chief financial officer, to 
make policy on issues that cannot be 
ironed out at the standards-committee 
level. 

Although the actual structure of IS is 
expected to change little, the emphasis is 
on developing common skills. The goal is 
to allow IS staffers to go comfortably from 
one GE business to another. GE uses 
some vendor training in conjunction with 
IBM and SAP but relies heavily on its own 
resources and in-house training. 

One of the ways that this development 
of common skills is accomplished is 
through the use of implementation teams 
to set up projects and educate those in- 
volved. These teams, which are made up 
of both IS staffers and users, install local 
application modules; the plan is to have 
part of each team stay on to maintain the 
applications, while the other members 
move on to another project. 

“We set up implementation teams to 
break down the barriers in different busi- 
nesses,’ Tower says. ‘People are cross- 
ing boundaries between businesses to 
help each other.” 

Right now, the implementation teams 
are working in only a few of the 17 GE 
Canada businesses. As they build up ex- 
pertise, they will move out to other com- 
panies and pass on their experience to 
new team members. 

The presence of business users on the 
implementation teams, as well as in all the 
other major planning and governance 
bodies, is indicative of the kind of cohesion 
that GE Canada is seeking among its busi- 
nesses and between the business function 
and the IS function. 

As an illustration of how business em- 
ployees are helping to advance the pro- 
cess of IS integration, Relph likes to tell of 
a GE group that wanted to buy some new 
computer-aided drafting and manufactur- 
ing equipment so it could use draftsmen to 
do some of the work engineers had done 
in the past. The first step, Relph says, was 
not buying the equipment and training the 
draftsmen — it was a matter of deciding 
on a way to do business in the future. 

The group had to negotiate with union 
Officials to get lay-off exclusions for the 
low-seniority draftsmen. They also had to 
break down the barriers that existed be- 
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The good ones usually tend to mirror the 
business organization. The IS organiza- 
tion ought to be aligned with the business 
that way, if not in terms of the payroll re- 
lationships within IS, at least in the way it 
appears to the business. That applies not 
only to job titles and functional responsi- 
bilities but also to management style. 


But it seemed, from the example 
you cited, that you might feel 
mimicking the business organiza- 
tion in terms of structure and style 
isn’t always a good idea. Is that 
true? 

It is a good idea, but it can be carried too 
far. In some ways, I think IS has to be con- 
stantly testing the company in terms of 
the culture. For example, in an old-line 


manufacturing organization, it may very 
well be that the business requires more 
innovation or more risk-taking than the 
culture would appear to permit. 

So it may be necessary that the IS or- 
ganization test that in some ways by em- 
barking on some experiments, by encour- 
aging the business to do some things in 
innovative and creative ways that tradi- 
tionalists wouldn’t buy into. And maybe, 
by the same token, in a real go-go kind of 
environment, the IS organization ought to 
try to be a little more restrained and 
thoughtful or purposeful in the way things 
get done. That kind of moderating can be 
very effective. 

So, IS can’t just take a yes-man kind of 
a role. It has to be concerned about the 
needs of the business, as well as maintain- 
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ing consistency with the culture. And 
where the needs of the business require 
something different from what exists, the 
IS manager and staff should test that and 
confront the business with the need to be 
doing something different. It is, by the 
way, possible to do that in nonhostile and 
nonaccusing kinds of ways. 


But what if the business managers 
don’t think there is a problem? 

It is essentially impossible to do this with 
any effect in the absence of a perceived 
problem. There has to be some perceived 
problem that everyone can recognize as 
something for which the conventional 
methods will not work. So the IS execu- 
tive has to look for opportunities and be a 
little bit opportunistic in his approach. 
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When anontechie 
takes over IS 


The fear of technical disaster is overcome by a list of perceived benefits 


BY ALAN RADDING 


onsider the following 
scenario. While fiction- 
al, it could happen to 
you: Duane Johnson 
worried about taking 
over as head of infor- 
mation systems. Two 
years ago, as executive 
vice-president of mar- 
keting, he had lashed 
out at the company’s IS staff 
during a senior executive com- 
mittee meeting. They were tak- 
ing months to make a seemingly 
simple change to the way state- 
ments were calculated and 
printed for a new preferred-cus- 
tomer product, and they were 
charging him a fortune. A com- 
petitor was about to beat them to 
market with a similar product. 

In frustration, Johnson 
showed some printouts of exact- 
ly what he wanted, something he 
and one of his technically ori- 
ented staffers had done on a per- 
sonal computer spreadsheet. “If 
a couple of nontechies with a PC 
can do this in a few days, why 
can’t IS?” he queried. 

The head of finance, to whom 
the IS manager reported, 
snapped back that he had 
checked the IS billing, and John- 
son was not being gouged. That 
is what it cost. He would show 
the printouts to Davis in IS, but 
Johnson should remember that 
the mainframe is not a PC. 

Now the company was going 
through a major restructuring, 
and the chief executive officer 
had tapped Johnson for an up- 
graded senior executive-level IS 
position in the department. 
Radding is a Newton, Mass.-based au- 
thor specializing in business and technol- 
ogy. 


Johnson and other users felt 
good about the change, but he 
kept thinking about the finance 
chief's comment that the main- 
frame is not a PC. What if he 
screws up? The entire organiza- 
tion rideson that mainframe. 


These days, more and more non- 
technical managers are filling 
top IS positions, creating a situa- 
tion that raises a lot of questions 
— only one of which is, what 
happens if I make a disastrous 
systems decision? Other ques- 
tions concern how IS will be 
treated in the competition for an 
organization’s resources, how 
IS’ role will change under 
nontechnical management 
and how IS fits into the tradi- 
tional path to top manage- 
ment. 

A technical disaster is the 
first possible consequence that 


* A corporate version of musical chairs 


comes to mind when nontechni- 
cal managers are placed in top IS 
positions, but that risk has not 
deterred companies from exer- 
cising the option, according to 
Bruce Rogow, executive vice- 
president at Gartner Group, Inc. 
in Stamford, Conn. 

The movement of nontechni- 
cal people into top IS positions 
has been going on since about 
1975, Rogow reports, despite 
technology nightmares attribut- 
able to bad IS decisions made by 
a poorly informed IS chief. 

A number of companies are 
willing to take a chance on put- 
ting a nontechnical person in 

charge of IS. In a survey con- 
ducted by CJO magazine last 
summer, 26 of the top 

100 chief information 

officers came from 
nontechnical back- 

grounds. Their ex- 


perience levels covered the 
spectrum of corporate activity, 
including finance, marketing, 
corporate planning and general 
business management. 

The movement of nontechni- 
cal people into top IS positions is 
often part of a larger movement 
of people throughout the entire 
organization. In large firms, 
there is a growing tendency to 
cultivate potential corporate of- 
ficers by giving them the oppor- 
tunity to gain experience in 
many areas important to the 
business. 

“There is a conscious move to 
develop people with broader 
business experience,” notes Pa- 
tricia “Tosh” Barron, director of 
corporate information manage- 
ment at Xerox Corp. in Stam- 
ford. Not only are nontechnical 
managers being posted to IS, but 
engineers are moving into sales 
and marketing positions, and fi- 
nancial people are being rotated 
into manufacturing slots as well. 
Barron herself moved into her 
current position from marketing 
two years ago. 

Executive movement within 
an organization “‘is an indication 
that companies realize that key 
staff need to get experience in 
other functional areas,” says 
Douglas Ready, director of exec- 
utive programs at the Boston 
University School of Manage- 
ment. The end result of this 
cross-training, ideally, is ‘func- 
tional integration and team- 
work,” he points out. 

The trend is fueled by the rec- 
ognition of “mutual dependen- 
cy,” Ready adds. Mutual depen- 
dency means that no department 
can properly function without 

the support of other de- 
partments. Line 


¢ Part of the changing perception of systems 


* Do you know just enough to be dangerous? 
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cannot function without IS, and 
IS has no reason to exist except 
to serve the line departments. 


Broadening horizons 

IBM is a classic example of a 
company that typically seeks to 
broaden the experiences of its 
rising executives. “It’s fairly 
common for IBM to move people 
into different functions. I’ve had 
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I’ve never before been in corpo- 
rate [management],”’ says Larry 
Ford, _vice-president/informa- 
tion and telecommunications, 
the top corporate IS post at IBM. 

The arrival of executives such 
as Barron and Ford on the IS 
scene is “extremely significant 
for IS,”” says Michael Anderson, 
a director at DMR Group, Inc., a 
Toronto-based consulting firm. 
“It shows that IS is no longer 


a number of assignments, but 
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perceived as a_ technological 
backyard. It is part of the main- 
stream business,” he explains. 
Seen from this perspective, IS is 
now an accepted stop on the way 
to becoming CEO, some claim. 
Others, however, see nothing 
at all new in the rise of nontech- 
nical IS executives. They cite or- 
ganizations that have considered 
the top IS post a nontechnical po- 
sition for years. 
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San Francisco-based McKes- 
son Corp. is an example of such 
an organization; the nation’s 
largest drug distributor has a his- 
tory of placing nontechnical peo- 
ple into the top IS slot. Jon 
d’Alessio, McKesson’s  vice- 
president of operations planning 
and information technologies, is 
a financial manager who re- 
placed another nontechnical 


manager in the same position in 
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April 1988. “We built strategic 
systems 15 years ago, and we’ve 
been using systems competitive- 
ly ever since, so we had to make 
sure we had a good link to top 
management,” he says. 

To some, the use of nontech- 
nical managers in top IS spots re- 
flects an ongoing disdain by top 
management for highly technical 
people. “In the early days, [top 
management] lacked confidence 
in technical managers to be ef- 
fective operating managers,” 
Rogow says. More recently, he 
continues, the appointments of 
nontechnical IS managers re- 
flect a lack of confidence in tech- 
nical managers’ ability to relate 
to senior corporate management 
and link technology with larger 
corporate concerns. 


Xerox’s Barron 


In many cases, it is not neces- 
sarily the low-tech background 
that is appealing but the broader 
management skills and perspec- 
tive that the general business 
manager brings. In some in- 
stances in which there is a non- 
technical IS chief today, the next 
person holding that position 
could just as well be a technical 
person, if the person’s skills and 
business perspective are right. 

“T don’t set a pattern at Xe- 
rox. There is no reason that an 
IS person can’t have this job,” 
Xerox’s Barron says. 

What is important at Xerox, 
McKesson and most other firms 
in which nontechnical people as- 
sume the top IS slot is the inte- 
gration of IS with the organiza- 
tion’s strategic mission. The 
person at the top is expected to 
straddle both worlds: top corpo- 
rate management and systems. 
Of course, this is true when tech- 
nical people assume the top IS 
position, too. 

“Systems, per se, are never 
the strategy of the company,” 
Barron says. At Xerox, technol- 
ogy enables the company to bet- 
ter pursue its strategy, she 
points out, so it needs someone 
in the top IS slot who sees tech- 
nology as a means of achieving 
strategic objectives rather than 
as an end in itself. 

Ford, who came to IS a year 
ago by way of marketing and in- 
ternational posts, approaches 
the IS field not as a technical dis- 
cipline but as a critical function of 
the business, he explains. Plac- 
ing a business manager rather 
than a technical manager in the 
top post, he continues, signifies 
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the changed role of systems: The 
company has elevated IS to the 
same level as other major de- 
partments. 

The exact impact of a non- 
technical manager on IS and the 
organization cannot be precisely 
identified, but Anderson sees 
two areas in which effects show 
up quickly: The nontechnical 
manager gives IS more credibil- 
ity with top management, and 
the nontechnical manager brings 
the entire department more into 
the corporate mainstream. 

Barron sees herself as the IS 
advocate in the corporation. “I 
think I have more acceptance by 
top management,” she says. In 
the past, a technical manager 
might have advocated the proper 
technology solution but was not 
adept at presenting it in terms of 
its impact on key business is- 
sues. Barron, whose previous as- 


signments also included manage- 
ment consulting, believes she 
can be more effective: “I can ar- 
ticulate technology concerns 
about the directions of the busi- 
ness,” she points out. “I come 
with communications skills.” 
Part of Ford’s mission is to 
wring IBM’s new corporate di- 
‘ections to the IS organization. 
‘IBM is working to be more 
iarketing driven,” Ford ex- 
‘ains. For corporate IS, that 
1eans More emphasis on its own 
istomers. ““My own personal 
sperience has been to focus on 
istomers. In IS, our customers 
.ave to be a major focus. I’m try- 
ng to strike a balance and make 
{S more responsive.” 


Disaster can strike 

While the movement of nontech- 
nical executives into IS makes 
sense from the corporate view, it 
raises serious issues from the IS 
perspective. Running IS is not 
the same as running an overseas 
subsidiary or other more con- 
ventional posts on the corporate 
career path. 

For instance, if a series of bad 
decisions derails an overseas 
subsidiary or sets back an orga- 
nization’s marketing effort, the 
company stands to lose a lot of 
money, but it is unlikely that the 
firm’s very existence would be 
jeopardized. Other parts of the 
company can continue to func- 
tion normally. But if a mission- 
critical IS system suffers from 
poor systems decisions — say, a 
botched distributed processing 
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strategy — then every function 
of the firm could suffer. 

“There is the problem of un- 
derstanding very complex tech- 
nology. [Nontechnical manag- 
ers] need good, credible sources 
of [technical] advice, or they can 
make a terrible mess,” says 
Warren McFarlan, professor of 
business administration at Har- 
vard Business School. 

Harvard runs an executive IS 
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program that tries to blend tech- 
nology and management per- 
spectives. ‘We teach at the in- 
tersection of technology and 
strategy,” McFarlan explains. 
About half the students are tech- 
nical managers trying to broaden 
their business perspectives, and 
half are nontechnical managers 
trying to fill in their technology 
perspectives. 

“T do feel the lack of technical 
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knowledge,” says Barron, a 
graduate of the Harvard pro- 
gram. “I know enough to be dan- 
gerous, and I’m sure to make 
mistakes.”’ When she is called on 
to make technical decisions, 
however, she relies heavily on 
her technical staff. 

At IBM, Ford knows a lot 
about technology — for a non- 
technical person. “I have the 
benefit of knowing our product 


: 


line well,” he says, “but I’ve 
needed to learn the application 
development process.” When he 
needs technical backup, he turns 
to his own staff or to other 
sources of expertise within IBM. 

To get his technical informa- 
tion, McKesson’s d’ Alessio goes 
to computer conferences and 
spends considerable time having 
his staff educate him. ‘‘My job is 
to ask the right questions,” he 
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says. Sometimes a nontechnical 
manager who is ignorant of IS 
dogma but asks challenging 
questions is enough to re-ener- 
gize an IS department. The need 
to educate the nontechnical 
manager forces an IS staff to re- 
examine the accepted ways of 
doing things. 

Not everyone, however, is 
comfortable with nontechnical 
people making crucial technical 
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systems decisions. Although 
nontechnical managers can usu- 
ally grasp enough of the techni- 
cal aspects of IS to make proper 
decisions under normal circum- 
stances, “‘it is much more diffi- 
cult when technology is rapidly 
changing,” Rogow points out. 
Because of the highly techni- 
cal underpinnings of IS, firms 
must be very careful about which 
nontechnical manager is placed 
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in IS, warns Kavin Moody, who 
has been acting director of cor- 
porate information and technol- 
ogy at the Bank of Boston for the 
last four months. Moody is now 
considered a technical person, 
but he spent the first 10 years of 
his business career in nontechni- 
cal management. “You don’t 
need to be a technical person, 
but you do need to appreciate 
technology and be analytical and 





logical,” he says. 

Moody compares a nontech- 
nical manager running IS to the 
head coach of a football team. 
“You don’t have to be a star foot- 
ball player to be head coach, but 
you really need to understand 
the game,” he says. “It is not im- 
possible to make a catastrophic 
decision, so you have to sur- 
round yourself with good [tech- 
nical] people and know when to 
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take their advice,’’ Moody adds. 
“You’re most capable of screw- 
ing things up if you don’t listen, 
don’t understand the issues and 
don’t have good advisors.” 

Increasingly, the top IS per- 
son is not expected to wrestle 
with small technical details. In- 
stead, his job is to establish prior- 
ities, broad policy and direction. 
“If we’re talking about an infra- 
structure issue that has corpor- 
atewide implications, I get in- 
volved,” IBM’s Ford says. But if 
it is something very specific — 
for example, a question about an 
architecture for a particular ap- 
plication — Ford lets the techni- 
cal staff resolve it. 


The partnership approach 
Systems have evolved to the 
point where you do not need a 
technical person, an engineer, in 
the top position, suggests Wil- 
liam Synnott, director of the 





Bank of Boston’s Moody 


banking division at Nolan, Nor- 
ton & Co. in Lexington, Mass., 
but it is difficult to strike the per- 
fect balance between technical 
and managerial skills. ““You need 
a planner, but can you plan right 
if you don’t thoroughly uinder- 
stand the technology?” he asks. 

The dual nature of IS, display- 
ing both complex management 
and technical sides, calls for a 
new approach, Synnott says. 
“‘We’re seeing a lot more part- 
nering, the team concept,” he 
explains. In an ideal IS partner- 
ing arrangement, the top posi- 
tion — the nontechnical one — 
deals with planning and policy, 
while the second position han- 
dies technical operations. 

The growing number of non- 
technical IS managers suggests 
that the emphasis is shifting 
from technical to business is- 
sues, but some still argue that 
the mission-critical nature of IS 
requires that a technical person 
be in charge to assure smooth 
technical operation. 


of over 700 buses. So when a bus needs a tune-up, 
the entire schedule won't break down. We even 
supplied a powerful system which organizes 
financial and human resource management. 

The RID is proud of the efficient transportation 
it offers. And their success is part of our success. 
Prime is a Fortune 500 company with annual 
revenues of over $1.5 billion. 

If you'd like to know how Prime can give you 


more than token results, call us at 1-800-343-2540 
(In Canada, 1-800-268-4700). 
Prime. We can give you a lift. 


__ Prime. 


Prime Computer Inc. 


Prime and the Johnson & Johnson Family of Companies are proud 
co-sponsors of the PBS series NOVA. 


Others counter that IS is too 
important to the business to be 
left in the hands of technicians 
and not managers. “If the com- 
puter goes, we’re out of business 
in an hour,” says d’ Alessio. With 
so much at stake, nontechnical 
management must be deeply in- 
volved. Both sides are recogniz- 
ing that there has to be a part- 
nership combining the dual 
aspects of IS into a singularly ef- 
fective organization. @ 
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plication Integration 
Made Easy 


Consolidated Customer Information/History System 


Account Type: 
reer) Dame oe 


Address: 


Account Number: 


AU 


TPX Version 2.0—the New Standard in Session 
Management 

Session managers allow users to switch among applica- 
tions, but what happens when information is needed 
from two or more applications at the same time? TPX, 
the world’s leading session manager, now sets a new 
standard for session management by providing Applica- 
tion Integration—easily. 


Users Need Application Integration 

Many times every day your users need to access and 
update information from multiple applications concur- 
rently. For instance, a service representative using a 
Customer Information application under IMS sees a cus- 
tomer’s name, address and a summary of accounts. 
While viewing this data, the service representative needs 
to access detailed information from the Account History 
application running under CICS. Think of the increased 
efficiency and improvement in customer service if infor- 
mation from two or more related applications could be 
combined on a single, interactive screen. 
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_Description_ 


TPX Provides the Solution 

TPX makes it easy to front-end your existing applications 
with your own customized screens. You can integrate 
transactions and data from any number of applications, 
giving your users a unified, standard view regardless of 
the format of underlying application screens. 


TPX Does Windows Too 

You can also integrate concurrent applications with TPX 
Windows, a powerful, full-function windowing facility. 
Either way, you will increase your users’ productivity 

and your business’ competitive advantage. 

Discover the Benefits for Yourself 

Return the attached reply card today for more informa- 
tion on how TPX 2.0 can help you integrate your applica- 


tions in an MVS or VM environment or feel free to call 
(412) 323-2600 ext. 444. 
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LEGENT 


The company formed by the merger of 
Duquesne Systems and Morino. 


Two Allegheny Center 
Pittsburgh, PA 15212 


©1989 Duquesne Systems inc 
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INDUSTRY 
INSIGHT 


J. A. L. Savage 


Dunk the 
‘dough’ nuts 


“We don’t care, 
we don’t have 
to,” cried 
bumper stickers 
in the waning 
days of the Nixon 
administration 
— as in ‘Ma Bell: We don’t care, 
we don’t have to.” 

You paid your money, but 
you didn’t have much of a choice. 
Utilities kept jacking up rates. 
Mergers created corporate gi- 
ants, which stumbled over con- 
sumers and squashed their own 
workers. 

The public cried foul to Con- 
gress, and attempts were made, 
hesitatingly, to enforce anti- 
trust laws. Corporations like 
IBM fought. IBM battled the 
Justice Department in antitrust 
litigation for a decade and final- 
ly won. 


Feeding frenzy 

But to keep a veneer of respect- 
ability, most held tight and wait- 
ed until the specter of Japanese 
companies buying up indigenous 
industry was raised in 1983. 
Once Fujitsu, in its quest for 
Fairchild Semiconductor, was 
John Wayned out of Silicon Val- 
ley, electronics companies be- 
gan to move. There was a minor 
feeding frenzy, with National 
Semiconductor buying Fairchild, 
IBM buying Rolm and, in 1987, 
Advanced Micro Devices merg- 
ing with Monolithic Memories. 

At the end of the Reagan 
years, the veneer of competition 
was left in shreds by govern- 
ment approval of and involve- 
ment in chip consortium Sema- 
tech. Not only did Congress 
approve of the country’s larg- 
est semiconductor makers get- 
ting together in a manufactur- 
ing endeavor, but also the 
government was willing to fund 
it to the tune of $100 million per 
year. 

This was, of course, after 
the companies underfunded 
their own efforts at manufac- 
turing efficiencies. 

Wearing nationalism like the 
capitalist crown jewel, Sematech 
forged the new exemption to 
U.S. antitrust laws; that is, 
“Anything goes.” Instead of in- 
dividual companies investing to 
keep ahead of the competition, 
little investment was made, and 

Continued on page 80 
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Enjoying relative calm after the storm 


 BYNE NELLMARGOLIS MARGOLIS 
CW STAFF 


Sometimes no news is good 
news; for the computer industry, 
the financial quarter ended in 
June might have been one of 
those times. “I’m not expecting 
any big surprises, and you know 
that last quarter there were 
some big surprises,” said Scott 
Smith, an analyst at Donaldson 
Lufkin & Jenrette. ‘‘This looks 
like a pretty solid quarter, gener- 
ally speaking.” 

After a harrowing first quar- 
ter, marked by week after week 
of earnings shockers from com- 
puter companies, the relative 
calm of the spring quarter comes 
as a welcome relief to custom- 
ers, companies and commenta- 
tors alike, according to analysts 
(see story, page 76). However, 
they pointed out, the underlying 
industry trends have not altered 
significantly. 

For instance, as in the past 
two quarters, most analysts 
pointed to strong new product 
cycles as the pivotal difference 


between a mediocre or disap- 
pointing quarter and something 
to write Wall Street abo:t. 

Intel Corp., for example, es- 
sentially hovered as it geared up 
to ship the 80486. “‘New prod- 
uct will be the whole story for In- 
tel in the coming year,” said 
Drew Peck, an analyst at Don- 
aldson Lufkin & Jenrette. 


Tug-of-control 

Analysts agreed that the escalat- 
ing emphasis on timely new 
products being key to a compa- 
ny’s quarterly fate underscores 
the continuing shift of control 
from vendors to users. 

Another note from the previ- 
ous quarter that echoed through 
this period as well was the de- 
pressing effect of the strong 
U.S. dollar, particularly on the 
bottom lines of many computer 
companies that have brought 
their overseas operations into in- 
creasing prominence over the 
past several years. 

The ironic coincidence mani- 
fested itself in a new section fea- 
tured with increasing frequency 


1989 second-quarter earnings 
No rude shocks or stellar strides eeoetertess — time around 


$10.3 
$142 
$1.1 


$4.8 

$24 

$3.5 

$30.8 


4% 
82% 
24% 


'Includes $17 million to cover costs associated with Livermore, Calif., plant closing 


Parentheses indicate decrease or loss 


3Includes pretax gain of $9 million from previously negotiated antitrust settlements 
‘Includes an extraordinary credit from net operating loss carryforwards 


in computer industry earnings 
reports: the section in which a 
company executive either 
blames currency differentials for 


CW CHART 


disappointing revenue figures or 
emphasizes that the company did 
as well as it did despite adverse 
currency translation. 





Perot may be cited for contempt 


More fuel added to fire as EDS hauls its founder back to court 


BY MITCH BETTS 
CW STAFF 
FAIRFAX, Va. — Electronic 
Data Systems Corp. (EDS) ap- 
pears to be getting the upper 
hand in its ongoing court battle 
with EDS founder H. Ross 


Perot. Earlier this month, a Vir- 
ginia judge ordered Perot’s new 
company to show cause why it 
should not be held in contempt of 
court. 

EDS had charged that Perot 
Systems Corp., a systems inte- 
grator based in Vienna, Va., on 


IBM continues Sugar Daddy 
role, buying into AMS future 


BY MITCH BETTS 
CW STAFF 


ARLINGTON, Va. — IBM last 
week acquired a 10% stake in 
American Management Sys- 
tems, Inc. (AMS), a systems in- 
tegrator and vendor of applica- 
tions software in the financial 
and government markets. 

The deal — the latest in a se- 
ries of IBM investments in soft- 
ware firms — involved the pur- 
chase of $18 million in AMS 
stock. IBM may increase its 
stake by an additional 10% by 
purchasing stock on the open 
market, according to the agree- 
ment. 

“TBM is interested in building 
stronger ties to independent 
software and services companies 


so it can offer their services un- 
der systems-integration con- 
tracts,”’ said Cato D. Carpenter, 
an analyst at Alex Brown & 
Sons, Inc. in Baltimore. 

AMS, headquartered in this 
suburb of Washington, D.C., had 
1988 revenue of $213 million. 
The company typically offers ge- 
neric applications packages, 
such as credit-management soft- 
ware for banks and tax-collection 
software for government agen- 
cies, and then tailors them to in- 
dividual customers. 

IBM and AMS also an- 
nounced a multiyear agreement 
under which AMS will develop 
applications software to run on 
IBM hardware, initially for the fi- 
nancial services industry. AMS 
already is an IBM Business Part- 
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at least three occasions violated 
a court injunction prohibiting the 
company from soliciting or per- 
forming any work before Dec. 1 
that ‘‘contemplates or calls for 
any profitable return at any point 
in time.” 

At a July 14 hearing, Circuit 


ner for marketing hardware and 
software in that industry. 

For AMS, the deal represents 
an opportunity to seal an even 
closer relationship with IBM. 
“Our financial services clients 
most often want solutions that 
run on IBM systems,” noted 
AMS Vice-Chairman Patrick W. 
Gross, ina statement. 

“The opportunity to work 
more closely with IBM is too tan- 
talizing to pass up,” Carpenter 
said. ‘“‘They’d rather be insiders 
than outsiders.” 

In addition, the cash infusion 
comes at an ideal time for AMS, 
which recently recorded its first 
quarterly loss in seven years be- 
cause of unexpected costs and 
lower than expected revenue 
from contracts with the U.S. De- 
partment of Defense. 

The firm, founded in 1970 by 
five Pentagon “whiz kids” who 
were experts in systems analysis 
and management, has grown at a 
yearly rate of 20%. 


Court Judge William G. Plummer 
agreed that there was evidence 
that Perot violated the injunc- 
tion. 

Plummer also ordered Perot 
Systems to present a copy of the 
injunction to all prospective cus- 
tomers with whom the or- 
ganization negotiates for busi- 
ness. 


No comment 

Perot, a Texas billionaire and 
legendary computer executive, 
was traveling and could not be 
reached for comment. 

The feud centers on the 
agreement Perot signed when 
he left EDS in 1986. The $700 
million buyout contract prevent- 
ed Perot from competing with 
EDS for three years, but Perot 
and EDS disagreed about wheth- 
er Perot could convert his non- 
profit contracts into profit-mak- 
ing ones after Dec. 1. 

After some confusion on the 
issue, the judge issued the re- 
strictive injunction against Perot 
on April 13. 


inside 


e Relational Technology 
says it will try even harder to 
get ahead. Page 76. 

e The computer industry 
isn’t quite out of the woods 
yet. Page 76. 

e Comdisco spins off cgm- 
puter remarketing service 
subsidiary. Page 76. 
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Though other PBX makers are suddenly promising 
to protect you from obsolescence, you have to wonder. Because 
the record shows that Northern Telecom's Meridian SL-1 has 

mee, consistently provided the safe, sure way to grow. 
: We started by designing it with a modular 
ra architecture—highly adaptable to new advances 
=am in technology So you can expand your system and 
add major new capabilities while “preserving 
[eee your original investment.” 
) And we back that design with — ane 
“i = ing commitment to protect our 
Cire Paring customers in the future as 
ISDN standards. 47a have In the past. So 
when you want the latest perfor- @¥ 
mance from your Meridian SL-1, Neen _ 
| | you can get it. ~ bring powerful Meridian 


SL-1 features to any desktop. 

What's more, designing and manufac- 
= turing communications systems is Northern 
=" Telecom’s main business—as it has been for 

fe «(05 years. So it’s no surprise that again this 
aweeenn Year, Surveys show that people who own 
aa . SS Northern Telecom PBXs are the most 
: tanger sm Merion satisfied of all. 
orderenrg veers So if you want a PBX with a future, call 


order entry. 


1-800-328-8800. With a 


Meridian SL1,victory NORTHERN TELECOM 
will be yours at last. 
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RTI shuffles into No. 2 spot 


ANALYSIS 


BY JEAN S. BOZMAN 
and AMY CORTESE 


CW STAFF 


ALAMEDA, Calif. — Relational 
Technology, Inc.’s (RTD) re- 
vamped management team, 
which went into place July 1, is 
trying to be the relational data- 
base management system indus- 
try’s Avis to Oracle Corp.’s 
Hertz. 

“We've risen to be the clear 
No. 2 in a field of four or five,” 
said Christopher Greendale, the 
newly named vice-president of 
marketing. “How we differenti- 
ate ourselves from No. 1, Ora- 
cle, that’s the way I'd like to be 
judged one year from now.” 
Greendale, 37, says RTI needs 
to make more “noise” about its 
products so that users can more 
easily compare them with Ora- 
cle’s product line. 


Greendale, a former Cém- 
share, Inc. executive who was 
president of Marae Groupware, 
Inc., in Ann Arbor, Mich., re- 
placed Robert Healy, who had 
been RTI’s marketing vice-pres- 
ident for 18 months and is now 
on special assignment for RTI. 
At the same time, RTI asked 
Marty Sprinzen, RTI vice-presi- 
dent of engineering, to manage 
the International Operations di- 
vision — and promoted Marilyn 
Bohl, vice-president of product 
development, into Sprinzen’s 
former post. 

Chief Executive Officer Paul 
Newton said the July manage- 
ment changes were aimed at 
speeding the company’s growth. 
Newton would like to see inter- 
national sales, now pegged at ap- 
proximately 40%, grow to more 
than 50% of corporate revenue 
by the early 1990s. 

On the product side, Bohl — 
who was instrumental in design- 


ing IBM’s DB2 relational DBMS 
— will attempt to ensure RTI 
compatibility with IBM DBMS 
products. RTI’s Ingres already 
has gateways into IBM’s IMS 
and DB2  data- 
bases. 

In an interview 
last week, Bohl 
stressed the im- 
portance of impos- 
ing more structure 
on RTI’s software 
development cy- 
cle. 

That, she said, 
will become in- 
creasingly impor- 
tant to ensure 
timely releases for 
RTI products as 
the firm grows beyond last 
year’s $87 million in revenue 
into a $100 million-plus compa- 
ny. 

A year after declaring itself a 
marketing organization, RTI’s 


Industry not quite out of the woods 


BY RICHARD PASTORE 
CW STAFF 


The computer industry may 
have made it to Grandma’s 
house relatively unharmed this 
quarter, but the wolf is still lurk- 
ing outside, looking for a way in. 

Apple Computer, Inc. re- 
ported a fair revenue 
hike but slim profit 
growth compared 
with last year’s lev- 
els. “It was a pretty 
solid report in many 
respects — gross 
margins rebounded 
sharply by about 3%, 
and operating ex- 
pense as a part of 
sales fell 2%, said 
John Rossi, an ana- 
lyst at Alex Brown & 

Sons. 

“The alarming 
thing was the slow- 
down in sales” over 
the previous quar- 
ter, which Rossi said 
he expects to contin- 
ue for the likes of 
Apple and Compaq 
Computer Corp. 

“Unit volume 

growth will still be 

rather encouraging 

but at a slower rate than the last 
two years,” he said. Analysts 
added that the slowdown should 
continue through the end of the 
calendar year. 

After a torturous labor, Lo- 
tus Development Corp. final- 
ly bore 1-2-3 Release 3.0 and 
sent out improved revenue by 
way of announcement. 

“T think they’ve set them- 
selves a very positive construc- 
tive platform for the future,” 
said David Bayer, an analyst at 
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Montgomery Securities. 

The delivery took its toll on 
Lotus’ spring quarter, however 
— witness a dip in margins. “It’s 
been very expensive for them to 
maintain market share in a peri- 
od in which they didn’t have 1-2- 
3 Release 3.0 available,” Bayer 
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whole appear to be reporting a 
soft quarter, according to Bayer. 
“But a few companies are stand- 
ing out because of good product 
cycles — that is the key differen- 
tiating factor,” Bayer said. He 
noted that Microsoft Corp. is 
expected to report better-than- 
anticipated numbers, spurred by 
new versions of Microsoft Word 
and other products. 

Other software makers that 
fared well include Software 


Publishing Corp., which add- 
ed several points to its solid bat- 
ting average, and systems inte- 
grator Legent Corp., whose 
solid first complete quarter in its 
newly merged state backed ana- 
lysts’ and users’ early bets that 
Duquesne Systems, Inc. and 
oe Inc. would be a winning 
team. 

The semiconduc- 
tor sector, with In- 
tel Corp. showing 
the way with a 24% 
drop in income, ap- 
peared a victim of 
miserly inventory 
management on the 
part of its custom- 
ers. Computer firms 
worried about a re- 
cession are not 
building chip inven- 
tories, according to 
Drew Peck, an ana- 
lyst at Donaldson 
Lufkin & Jenrette. 

“All semiconduc- 
tor companies are 
saddled with inven- 
tory normally car- 
ried by their custom- 


mixed at best because customers 
don’t feel like taking on any in- 
ventory now.” 

NCR Corp. reported profit 
and revenue growth of only 2%. 
Montgomery Securities analyst 
John Jones said the management 
at NCR “has a lot of restructur- 
ing to do; their products aren’t 
competing right now.” 

On-line transaction process- 
ing (OLTP) players Tandem 
Computers, Inc. and Sequent 
Computer Systems, Inc. re- 
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RTI's Greendale wants 
to make more ‘noise’ 


metamorphosis has not been 
readily apparent. Known for its 
excellent technology, RTI has 
repeatedly been outshined by 
archrival and marketer par ex- 
cellence Oracle. 

Also, two agreements with 
Digital Equipment Corp., part- 
nering the Ingres DBMS and 

tool technology 

with DEC’s VAX 

tools and an Ultrix 

DBMS, have back- 

fired, according to 

Anthony Percy, an 

| analyst at Stam- 

_ | ford, Conn.-based 

Gartner Group, 

Inc. The “multiple 

images” have con- 

fused RTI’s identi- 

ty, he said, causing 

people to ask, “Is 

RTI a tools or a da- 
tabase company?” 

Last October, RTI entered 
into what was billed as an exclu- 
sive agreement with DEC, under 
which the companies would 
jointly market Ingres tools for 
the VAX, and both sales forces 


ported robust growth for the 
quarter. Apparently, the public’s 
increasing appetite for OLTP is 
fattening the vendors as well. 
Storage products companies 
Seagate Technology, Inc. 
and Maxtor Corp. logged mod- 
erate profit growth for the sec- 
ond quarter. But Iomega Corp. 
took a tumble while taking steps 
to repurchase up to one million 
shares of its common stock. 


would receive commission for 
the sales. At the announcement, 
both companies talked about the 
“cultural match” between them. 

RTI hardly had time to bask in 
the endorsement when DEC 
signed an agreement with Cul- 
linet Software, Inc. for its VAX 
tools, at which announcement a 
DEC senior vice-president de- 
nied having an exclusive agree- 
ment with RTI. DEC explained 
the apparent contradiction by 
stating that the RTI agreement 
was between DEC’s database 
group and RTI but did not bind 
the DEC corporate division, 
whose policy is not to enter into 
exclusive agreements. 

Less than a year later, RTI 
struck another agreement with 
DEC, this time to license to DEC 
the Ingres database technology, 
RTI’s bread and butter.The deal 
was announced by DEC, without 
mention of RTI — turning an ap- 
parent RTI coup into a market- 
ing fiasco and leaving many to 
wonder whether RTI had sold its 
soul, said Gartner Group analyst 
Mark Finley. 


“Telecommunications com- 
panies are doing great,” said 
Dale Kutnick, president of Meta 
Group, Inc., a market research 
firm in Westport, Conn. MCI 
Communications Corp. and 
Network Equipment Tech- 
nologies, Inc., for instance, 
both checked in with hearty re- 
ports. “There clearly seems to 
be price demand and elasticity in 
this market.” 


Comdisco begets high-tech 
remarketing subsidiary 


BY ELLIS BOOKER 
CW STAFF 


ROSEMONT, Ill. — Comdisco, 
Inc., the industry’s largest inde- 
pendent remarketer and lessor 
of computer and high-technol- 
ogy gear, earlier this month cre- 
ated a subsidiary to manage and 
remarket high-technology as- 
sets for third parties. 

The new entity, dubbed Com- 
disco Portfolio Asset Manage- 
ment, Inc. (COPAM), will man- 
age, administer, liquidate, re- 
place or refinance a company’s 
high-tech capital assets for pub- 
lic and private companies, as well 
as other equipment leasing 
firms. Analysts said they were 
somewhat surprised by the an- 
nouncement, noting that Com- 
disco itself already offers many 
of these services. 

“They’re in that business to- 
day. Lessors now wholesale to 
other lessors ... it’s normal 
practice,” said Thomas J. Dono- 
van, director of investment 
banking at IDC Financial Ser- 
vices Corp. subsidiary Technol- 
ogy Investment Corp. in Fra- 
mingham, Mass. 


Donovan speculated, howev- 

er, that the new subsidiary might 
be used as a vehicle to acquire 
the assets of CIS Corp. in Syra- 
cuse, N.Y., the industry’s No. 2 
lessor, which went into Chapter 
11 bankruptcy in January and 
which Comdisco was said to be 
inspecting. 
“We have made a bid for some 
of their computer portfolio,” 
confirmed Comdisco spokesman 
James Hyland. But he said the 
bid, which was submitted several 
weeks ago, proposes only to 
make Comdisco an agent for re- 
marketing CIS assets. ‘“Certain- 
ly, the new company could be a 
vehicle for this,” Hyland added. 

Among other bidders for CIS 
is an investor group spearheaded 
by computer industry legend 
Harold Geneen [CW, July 10]. 

In a separate announcement 
earlier this month, Comdisco 
told investors that it expects net 
earnings this year of $105 mil- 
lion to $110 million; revenue is 
expected to top $1.6 biliion for 
the fiscal year ending Sept. 30. 
Last year, Comdisco posted 
earnings of $92 million on reve- 
nue of $1.3 billion. 
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IBM PRESENTS 
THE SOLUTION TO THAT 
AGE-OLD BUSINESS 
QUESTION. 





“When Fosberry said a PS/2 with Micro Channel 
would let him juggle ten things at once 


and still have time to break for lunch, he meant it.’ 


How're you going to do it? 


These days, no matter what size your company, you ve got to be able 
to keep a lot of balls in the air to stay competitive. 

The Genius Of Micro Channel. Which is why IBM 
developed the Personal System/2° with Micro Channel* Micro Channel 
can — —— operating microprocessors. So you can, for 
example, separately manage peripherals, while freeing up the main pro- 
cessor to crunch numbers. thei master can even be sending a fax 
while another manages traffic on a network, all with greater reliability. 

Naturally, every PS/2° with Micro Channel runs DOS and OS/2* 
So with OS/2 Presentation Manager? you can do multiple tasks concur- 


1BM. Personal System/2 and PS/2 are registered trademarks and OS/2, Presentation Manager and Micro Channel are trademarks of international Business Machines Corporation. © 1989 IBM Corp 





rently, all with an easy-to-use graphical interface. Whats more, 
with Micro Channel, there are no DIP switches to set, for 
simpler, more reliable installation. You can find and reset cards 
anywhere in the network—right from your desk! 

The Solution Is IBM. So, to manage lots of informa- 
tion, jobs, hardware and software, invest in the PS/2 with 
Micro Channel. Contact your IBM Authorized Dealer 
or [BM marketing representative. For a dealer near you, 
call 1 800 IBM- S168, ext. 142. You'll learn 
there’ almost nething you can’t do if you PS/2 it! 
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they all fell behind, so antitrust 
regulations had to be ignored in 
order to save the indigenous 
semiconductor industry. 

With Sematech now firmly 
rooted and with no opposition 
from the Bush administration, 
other for-profit consortiums are 


springing up almost as fast as 
McDonald’s franchises. 

Instead of protecting con- 
sumers by curbing the potential 
for price fixing, Congressmen 
such as Rep. Edward Markey (D- 
Mass.) are taking a renewed in- 
terest in selectively repealing 
antitrust laws. There are calls 
for trade barriers to shut out in- 
ternational competition, which 
sometimes functions to keep the 
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consortiums honest. 

Executives are flush with 
new possibilities in the post- 
conglomophobia era. Not only 
are chip consortiums such as Se- 
matech and the recently 
formed U.S. Memories a reality, 
but computer companies have 
formed a lobby to ensure that 
their new freedoms continue. 

Things may be good for 
those running business from the 





At IPL, we've built a 15-year reputation 
___ of providing low-cost, high-dependability 

- IBM compatibles. We not only produce 
_ fully-compatible memory cards for all 

your 4381 models; we also guarantee 
them witha lifetime warranty and over- 


expansion flexibility. 


top, but consumers should wor- 
ry. With cooperation between 
competitors, there is less 
chance for a consumer, no mat- 
ter how big, to influence ven- 
dors. And the specter of price 
fixing always hovers when 
those who should be rivals are 
meeting behind closed doors. 


Savage is a Computerworld West 


Call IPL today for specification 

and ordering information, and join 

other 4381 users who already count on 
IPL for reliable, low-cost memory cards. 


Call IPL today at 1-800-338-8ipl, 
in MA (617) 890-6620. Or contact 
us at 360 Second Avenue, 
Waltham, MA 02154. 
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Try, try again 

Billerica, Mass. worksta- 
tion maker Adage, Inc. 
last week announced plans 
to merge with West Ches- 
ter, Pa.-based General 
Business Investment 
Corporation (GBIC), 
which offers manufactur- 
ing, real estate and finan- 
cial services operations. 
GBIC and its affiliates cur- 
rently hold close to 20% of 
the Massachusetts ven- 
dor, which recently went 
halfway down the corpo- 
rate aisle with Multiflow, 
Inc. but never made it to 








Buying back 
Apple Computer, Inc.’s 
effort to divest itself of its 
3,423,792-share stake in 
desktop publishing soft- 
ware player Adobe Sys- 
tems, Inc. — all the bet- 
ter to compete with you, 
my dear — had no trouble 
turning up at least one ea- 
ger buyer. Adobe an- 
nounced its intent to buy 
up 300,000, or approxi- 
mately $7.2 million worth, 
of the shares. The repur- 
chase, according to Adobe, 
may work to the advan- 
tage of employee benefit 
plans. 


Backing off 

Unfavorable conditions in 
the technology sector of 
the stock market were 
cited as the reason behind 
Storage Technology, 
Inc.’s mid-July withdraw- 
al of its proposed convert- 
ible stock and debentures 
offering. The company, 
which was going to use the 
proceeds of the recently 
withdrawn offerings to re- 
deem some senior deben- 
tures, has not given up the 
end — only any immediate 
means, according to a 


New kid on 


the block 

Atlanta-based Microbilt 
Corp., purveyor of appli- 
cation-specification com- 
munications systems to in- 
dustries that serve multi- 
ple remote sites, is about 
to become a wholly owned 
subsidiary of H & R 
Block, Inc. The approxi- 
mately $144 million deal 
will join Microbilt’s re- 
sources with those of 
Block’s burgeoning Com- 
puserve, Inc. communi- 
cations empire. 
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Turn and face the changes 


IS executives must learn the ways of competition to make it in the 1990s 


BYTEDFREISER 


SPECIAL TO CW 


Today’s information systems ex- 
ecutives face a growing opportu- 
nity to fail. More and more, each 
of their undertakings will be ei- 
ther a clear success or a distinct 
failure. This trend stems from 
the increasingly complex chal- 
lenges IS executives confront in 
the face of growing sophistica- 
tion and greater expectations on 
the part of both end users and 
top management. 

As a result, IS executives 
must position themselves today 
for major changes in both tech- 
nology and management that 
will alter how people work and 
how companies serve their cus- 
tomers. As management consul- 
tants who have worked with ma- 
jor corporations for 35 years, it 
is our view that the primary 
cause of failure among IS execu- 
tives is their lack of response to 
major change. 

Most of us have known people 
who worked very hard — and 
very effectively — at doing what 
used to be appropriate and 
fought anyone who wanted to 
change their tactics. These peo- 
ple may believe they are acting 
in their corporation’s best inter- 
est, but they do not recognize 
signs of change, do not think the 
change will last or do not believe 
that it will affect their company. 


COBOL 
PROGRAMMERS 
WANTED! 


to 42,000 


it opportunities exist 
orc Cobo! oer Mr. /An- 


ot aie IMS. DB2. ID DB2, DMS 


Today there are numerous 
changes underway in the techno- 
logical realm to which IS execu- 
tives must adapt. They include 
the following: 

e The continuing price/perfor- 
mance advantage of smaller pro- 
cessors. 

e Distributed system software 
that supports remote data ac- 
cess and processing. 

e Standardization and interoper- 
ability within Unix and through 
bridges between Unix and IBM’s 
Systems Application Architec- 
ture that will support distributed 
applications. 

eImproved interface technol- 
ogies such as voice recognition 
and response and image process- 
ing. Voice recognition and re- 
sponse is in use today on the 
shop floor, in banks and for insur- 
ance claims handling. 

e Greater remote storage with 
compact disk/read-only memo- 


ry. 

These changes will drive dra- 
matic increases in the number of 
computer system users and their 
information needs. They will 
also facilitate user control over 
how to meet those needs. These 
developments will in turn place 
additional pressure on IS manag- 
ers to deliver innovative ser- 
vices. 

There are also many changes 
under way in the management of 
IS organizations to which IS ex- 
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ecutives must respond, including 
the following shifts: 

eFrom productivity to quality 
— in other words, getting it 
right the first time. 

eFrom cost centers to profit 
centers. 

e From standardization to custo- 
mization. 








Diebold’s Freiser warns 
against IS foot-dragging 


e From designing applications to 
managing information. 

eFrom a particular computer 
configuration and migration path 
toa flexible platform. 

So what are chief information 
officers doing now to ensure 
their success in this changing en- 
vironment? 

For starters, they are funda- 
mentally changing their orienta- 
tion in two ways. They are mov- 


ing from an aversion to risk to an 
acceptance of risk as a necessary 
part of their job. 

CIOs also are shifting from a 
strategy that emphasizes control 
to one that stresses added value 
— services that make good busi- 
ness sense. 

As a result, IS executives are 
providing services that compete 
with outside suppliers. They are 
charging clients for services ren- 
dered rather than allocating 
costs and offering service-level 
agreements — standards of per- 
formance that let customers 
clearly see whether they are get- 
ting what they are paying for. 


Business focus 

A second move successful CIOs 
are making is to develop an IS 
staff that focuses on results rath- 
er than on processes. Successful 
CIOs redirect their staff mem- 
bers from an emphasis on the 
right way of doing things to solv- 
ing business problems. Their 
people are completely commit- 
ted to doing what makes busi- 
ness sense. A conversion to a 
technically superior product, for 
example, would not make sense 
if the managerial costs outweigh 
the technical benefits. 

A third initiative is planning 
for change. Successful CIOs real- 
ize that locking into a fixed, long- 
range IS plan does not make 
sense in the face of today’s global 
competition, deregulation, take- 
overs, leveraged buyouts and 
uncertain economic environ- 
ment. 

Long-range business plans do 
not last long. Instead of getting 





Software 
Engineer 


caught up in one, CIQs should 
concentrate on the following: 

e Developing shorter range IS 
plans within the long-range 
strategy. 

e Devising an implementation 
program. 

e Continually monitoring and in- 
terpreting changes in business 
conditions to identify the ones 
that will influence their previous 
assumptions. 

e Adapting strategies and plans 
based on the changes and report- 
ing these modifications to man- 
agement and end users. 


Sharper competition 
Finally, successful CIOs are be- 
coming more competitive. Rath- 
er than waiting to be asked to de- 
liver products and services, they 
are becoming more marketing- 
oriented and taking other steps 
to make their services more at- 
tractive to users who might oth- 
erwise go it alone with a personal 
computer or buy a stand-alone 
system. 

Once they are competitive in- 
house, these CIOs are ready to 
go out and sell their services to 
end users, offering terms a busi- 
ness person can understand as 
well as independently validated 
comparisions with competing 
services and prices. 

These four actions are not ex- 
pensive, but they take time and 
determination. Now is the time 
for tomorrow’s winners to start 
pursuing them if they are not al- 
ready doing so. 


Freiser is president of consulting firm 
John Diebold & Associates in New York. 
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DATA PROCESSING 
7733 Bivd. 
St. Louis, MO 63105 

a(t) 727-1535 
: (314) 727-1321 


LONDON 
TOKYO 


(714) 476-9255 
CONTRACT or PERMANENT 


We need (1) 3+ years Sys- 
-_ oo MVS/DB2 
for ‘okyo Integration 
+ (100) P/A's for 
Beach/London/Tokyo. 
CICS/DB2 3 yr development 
Project. Additional needs 
MS/CICS/VSAM/DL1 
AS400/ADABAS/UNIX ‘C’. 


NR Associates 
3941 ‘B’ So. Bristol St., Ste 282 
Santa Ana, CA 92704 
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We are currently recruiting for the following positions 


SR. PROGRAMMER/ANALYSTS 


AND PROGRAMMER ANALYSTS 
ified candidates must be proficient in RPG Ill and CLP on an IBM 


Aeia00 or S/38. A minimum of three (3) — experience in program- 
ming is required. Positions available in t 


following areas: 


Sales Audit and Reformat Systems with POS interface 
Cash Reconciliation Systems 

Financial Systems 

Order Entry Systems 


Candidate must have strong analytical skills with a BS/BA in Com- 

puter Science or Business Administration, or equivalent work experi- 

ence. Structured programming, both interactive and batch, along 
subfile 

be a plus 


Qualified applicants please call: 


programming skills are essential. PC experience would 


(407) 363-8021 


Or, send a resume complete with salary requirements to: 


UNIVERSAL STUDIOS FLORIDA 
Human Resources Department 
1000 Universal Studios Plaza 
Orlando, Florida 32819 
Equal Opportunity Employer 
AN MCA/Rank Organisation Joint Venture 





A major database management software com- 
pany is looking for a Software Engineer. This 
position requires an MS in Computer Science 
plus at least 1 year of database programming 
experience. In-depth knowledge of UNIX and 
MS-DOS, and SQL implementation for a data- 
base management system with an emphasis in 
query optimization techniques also required. 


Duties include implementation of an SQL 
version of a database management system con- 
sisting of menu-based user interface supported 
by a back-end SQL engine. You will also convert 
database requests into SQL statements. Imple- 
mentation in both UNIX and MS-DOS environ- 
ments. 


Minimum salary for this position is $34,000/ 
year, working 40 hours a week. This position is 
located in Lenexa, Kansas. Send resume, no later 
than August 23, to: Job Number 927069, 
Overland Park Job Service, 8417 Santa Fe, 
Overland Park, Ks. 66212. We are an equal 
opportunity employer. 
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That's just what you'll receive 
from PSC if you're proficient in 
software development - lots and lots 
of justified rewards for your skills 
and hard work. 

Rewards like outstanding salary and 
benefits, consistent career growth, 
challenging projects and prestigious 
positions from programming through 
DBA to project management. 
Justifiably. we reward a lot 
because we require a lot - technical 
expertise ... interpersonal savvy ... 
an attention to details... 

Now hiring for immediate openings in: 
HP 3000 * ORACLE + DB2 
UNIX/C *» INFORMIX » MAPPER 
DLS * DEC VAX/VMS 
.. if you have what it takes, call 
David Graziano, Vice President of 
Recruiting at PSC to learn more 
about getting your just rewards 


Rewarding Careers 
for Remarkable People. 
Programming & Systems 
Consultants @# 


11720 Borman Dr.. Suite 102 St. Louis. MO 63146 
(314) 567-1396 





COMPUTER CAREERS 


Socrates, in ancient times, once said that 
the unexamined life was not worth living 
Now-a-days most of us do not have the 
leisure time for such lofty and lengthy 
pursuits. Indeed, most of us are so busy 
doing our jobs that we don’t even 
examine our career growth plans. 

And that is certainly one aspect of 
your life that must be examined. We, at 
National Computer Associates, have 
devoted our lives to the highly specialized 
field of computer career examination. 
We have become experts...specialists in 
the field that is of such vital importance 
to you 

Come in. Call. Or mail your resume 
to the NCA firm nearest to you. We can 
show you more exceptional career 
growth opportunities than you could find 
elsewhere. And we can provide the 
expertise and professional represeritation 
that is needed to develop a career growth 
plan for you. No charge to you for any 
of our excellent services. Confidentiality 
is assured. 


National 
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7 (513) 821-8275 
Resources, Inc 
Sutte 426 
12th & Euciid 


Cleveland. OH 44115 (216) 621-4220 
homas. inc 


af 
of 
i 


Worthington. OH O14) 846-096 

( 
(GALLS: DataPro Personne! Consultants. inc 
13355 Noe! Road. Suite 2001 


900 Asytum Avenue 
Hartord. CT 06105 (203) 549-4240 
(NOUSTOM: Career Consultants. Inc 
1980 Post Oak Boulevard, Suite 1050 
Houston. TX 77056 (713) 626-4100 

CGSTY: DP Career Associates 

‘Suite 502 

KS 66202 (913) 236-8288 
LOS ANGELES: Superior Resources 


FL 33024 (305) 434-6112 
EDP Consultants, inc 
Chancetiory Park I! \ i 


350.N load 
Brookheid. Wi (414) 797-8855 
(GMPLS.ST. PAM: Electronic Systems Personnel 
International Centre 
900 2nd Avenue South 
Minneapolis. MN 55402 (612) 338-6714 
EW JERSEY: Systems Search 
2040 Miliburn Avenue 
NJ 07040 (201) 761-4400 
‘YGRE: Botal Associates, inc 
7 Street. Suite 410 
York, NY 10007 (212) 227-7370 
: 'S Personnel. inc 


400 
1 (716) 325-660 
‘SAM BEEBE: Techrucal Directions inc 
‘Street. Suite 304 
92108 (619) 297-5611 
The Computer Resources 


inc. 


33 Street 
San Francisco, CA 94111 (415) 396-3535 
SEATTLE: Houser, Martin, Morns & Associates 


We are a well-managed, very profitable jeader in our industry. This 
is a unique Opportunity to join our management team during an ex- 


traordinary growth period. 


SENIOR PROGRAMMER ANALYST 


You will: 


* Develop systems required to give us a competitive edge in 


this dynamic environment 


* Formulate cost/benefit analysis for major systems develop- 


ment projects 
* Interface with users, analysts, programmers and outside 
tants 


consul 
You need: 


© Minimum of 3 years experience as programmer analyst 
AS/400 


with IBM System 38 or 


© Strong communications and probiem solving skills 


Compensation and benefits are tailored to atiract exceptional can- 
didates. ae. For confiden- 
i i your qualifications, please forward your resume 
or letter of interest and current salary information to: 
Human Resources Department 
Dept. 7P.J/23, 2839 Paces Ferry Rd., 
Box 1155, Atlanta, GA 30339 


Equal Opportunity Employer 


SR. SYSTEMS ANALYST 
ASSIGNME 


Lionel Software 
108 Fox Hill Street 
Westwood, MA 02090 
(617) 326-2280 


tion; solicit and promote gifts and grants; provide quality customer service 
saoumemeuee’ 


include a bachelor's 


in areas: ic com- 

: c Cetin. Seas ‘ 4 

Sains 0 mine computer Lommnation tonter and eaaatensl exienere. 

Pay range is $41,000 to $57,000 on an annual basis plus excellent benefit 
Package 


Qualified please send a letter of interest and a current resume 
to: MACC of Wisconsin-Madison; 


; 1210 West 

Street; Madison, Wi 53706. Deadline for materiais 

is 7, 1989. Applications for this position postmarked after that 
date will not be accepted. 


An Affirmative Action Plan/Equa!l Opportunity Employer 


CONTRACT PROGRAMMERS 


WITH A MINIMUM OF 4 YRS EXP. 


High tech computer related 
vocations available nation- 
wide, such as: Architecure, 
PhD Computer Scientists, 
Operating System Devel- 
opers, Networks, Microc- 
ode and Compiler, Data 
Base Developers, etc. Simi- 
lar interest in scientific ap- 
plications including data ac- 
uisition, process control, 
AD/CAM, simulation, etc. 
We are a professional 
employment firm managed 
by graduate engineers. 
MANTIS ployer. Gall today for tree 
* FOCUS NOMAD . loyer. Call today for 
e Data . * Renae Workbook & Ca- 
® FORTRAN 77 reer Planner or send your 
seeeeeeeceescesereeesereseneees resume to: 
Scientific Placement, Inc. 
P.O. Box 19949 .C We 
Houston, Texas 77224. 


seeteenercererereeetessetetetes 





TX 77269-0007 
(713) 820-0024 
Fax (713) 376-6431 
Neo trainees or 
Equal Opportunity Employer 


SYSTEMS ANALYST 
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" Architecture erating 
Systems, Computer Networks: 
Electra Computer cena. 

: Factory Process 
EU ured 


Utilizing DEC and other com- 
puters, Networking, PLC's, 


SCARIEST TM | [ues moeoeea 
POSITIONS 
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IDMS, CICS, IMS 
VAX-RDB 


* Sr. Prog. Analyst 
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de) el ey 
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Chuck Klein & Assoc 
3840 Thorson Dr 

ae Or LL ad 
(916) 644-6396 


@P/A- Sr. P/A2+ yrs 


@ Or, mail resume to: 


TWF & ASSOC 
3140 Harbor Ln. Suite 138 
Minneapolis, MN 55441 


@ Or, call direct to: 
(612) 559-4801 


Business Systems Analyst, 40 
hrs/wk. 8:00am - 5:00pm, 
$28,880/yr. Analyze business 
customer requirements and 

to and de- 


nen arene. 
cations include: computer 
; database manage- 
ment artificial intelligence. 
Troubleshoot specific hardware 
- software problems. ADA, C 
on mini and microcomputers with 
the UNIX, VAX/VMS and 


, Reference No. 9335- 
B, AN EMPLOYER PAID AD. 


Computer Systems Manager/ 


Engineer; 40_ hrs/wk: 


Pus ae. 
SOUTHEAST 
(404) 447-8773 


SCAU NO ane 
& TUOLEY: | 


DB2/IMS/CICS/ COBOL / RPG 
AS400/S38/S36/ TANDEM 
DEC-VAX/BANKING CPCS 


Tek meee ee, ee 
CBE Bale) felt) k= lama (Me e) 
Norcross, GA 3007 
CUE re Lea) 


Business Systems eg 40 


hrs/wk. 8:00am - 5:00pm. 


$3 36 or 38 RPGII 
or 
@ AoOmar/Manman 
Executive 
3333 Bowers 


ATTENTION 
PA tte) 


Thanks to YOU, the DP com- 


s ecialize in IBM 
/400, IBM 43XxX, 
XX & HP3000 place- 


ments. 
Call (919) 471-6404 or FAX 
aoe ee 471- 


Re te 
3101 Guess Road, Ste C 
Durham, NC 27705-2664 


AS/400 
Programmer Analyst 


S.F. Bay Area Newspaper 
seeking candidate with a 
minimum of 5 yrs. System 38 
RPG Ill programming exper. 
Position will provide support 
of Creative Data Systems 


experience obra. son 


requires heavy user interface. 
Resume to: 


Rocky Mountain Opportunities 
PROG/ANALYSTS 
Sr. level Prog/Analysts for consult- 
ing positions in Utah & Colorado. 
@ ADABAS/NATURAL 

@ CICS/COBOL 
@ IMS/DB2 

@ DATACOM DB 
@ AS400/RPGIII 


DIRECTORS 


If you need good people, 
we've got them. Compu- 
terworld reaches more 
than 612,000 computer 
pros every week. That's 
more qualified computer 
pros than any newspaper 
can deliver. And you can 
select either a regional 
edition or national edi- 
tion of Computerworld’s 
Computer Careers sec- 
tion for your ad. 


For more information, or 
to place your ad region- 
ally or nationally, call 
Lisa McGrath at 800-343- 
6474 (in MA, 508-879- 
0700). 


Weekly, 
Regional, 
National. 
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COMPUTER CAREERS MID-WEST 
DP opporTUNITIES 


HARTFORD, CT 06103 
(203) 278-7176 
FAX # (203) 278-0320 
One Commercial Piaza 


FIWL ANALYSTS 

3+ yrs of strong {BM COBOL skills with Up thru the ranks tech skills with 

exposure to or VSAM provides op- strong fin’! systems bkgd affords oppty 

pry for this company to train you in to gain extensive user contact and high 
2. IMS/DL1 exp a plus. Salary to level analysis/design with local subur- 

$40,000 ban growth firm. Salaries to $45,000 


IBM PA’S 

Major CT Fin’! Ser Corp has openings 
for 50+ career/business minded DP 
profs! Skills sought: IBM, COBOL, IMS, 
DB2, CICS or FOCUS. Super benefits. 


Salaries to $39,000 


BUFFALO, HY 14202 
(716) 842-0801 
FAX # (716) 842-0470 
420 Main Street 
1112 Liberty Bldg. 


TECHWICAL ANALYST 

High profile Buffalo area research com- 
pany is seeking a Technical Support 
Analyst for their VSE/VM systems dept. 
Requires BA/BS degree and minimum 5 
years experience. Background should 
include Analysis, Systems Program- 
ming, some Assembler knowledge. You 
will work with systems, software, uti- 
lities and communications. Unique op- 
portunity to join first class company. 
To $41,000 


SOFTWARE ENGINEERS 

Outstanding fortune 500 mfg company 
has urgent requirement for several soft- 
ware engineers with a strong engineer- 
ing background. Prefer EE Degree and 
a minimum 3 years experience. Appli- 
Cations should be CIM or Process Con- 
trol. VAX & Fortran knowledge essen- 
tial. Company offers continuous career 
growth and excellent relocation. De- 
lightful living standard in rural setting. 
To $48,000 


CHARLOTTE, NC 28244 
(104) 339-0550 


FAX # (704) 342-2700 
1710 Charlotte Plaza 


MANAGEMENT CONSULTING 

Prestigious SE firm has immediate need 
for systems professionals with 3-15 
years of experience. Must have ex- 
cellent academic record, very profes- 
sional image and strong ambition. IBM 
mainframe, manufacturing and finan- 
cials (MSA, M & D, or SI a strong plus) 
are desired background. Excellent op- 
portunity for professional growth. Salary 
to $60,000 


asi490 


SYSTEMS AND PROGRAMMING MAMAGER 
Large Southeastern corporation seeks 
strong manager for MIS division of state- 
of-the-art IBM mainframe shop. Position 
requires 10+ years systems experi- 
ence with 4+ years in management 
Capacity. Knowledge of Project Life Cy- 
cle and CASE technology de- 
sired. Previous experience with P + C 
Insurance application a big plus! Salary 
open 


Leading NC firm specializing in sys/3x 
software development has immediate 
need for P/A’s and Sr P/A’s with 3+ 
years Sys/38, RPG WM or Sys/36 to 
As/400 conversion experience. Out- 
standing opportunity for systems pro 
who seeks professional challenge. 
Salary open 


ROBERT HALF 


DATA PROCESSING 
PERSONNEL SPECIALISTS 


Contact Manager at office listed above. Client Companies Assume All Fees. 


A Terrific 
Opportunity 


‘SC 


Computer Consulting apo 
Southeast's Information Systems Consulting 


Isc 1S A PROGRESSIVE 
NATIONAL FIRM — SEEKING 
MOTIVATED — PROFESSIONALS 
LOOKING FOR A NEW CHAL- 
LENGE. EXCELLENT BENEFITS 
FOR THOSE WHO QUALIFY. 


Experience Required In: 
IDEAL DB2 
ALC C/UNIX 


CICS Cobol 
Adabas TELON 


340 Providence Towers East, 1.8.8 


5001 Spring Valley * Dallas, Texas 
75244 © 1-800-877-1881 » 214-490-1881 


1-800-222-1273 Dallas, Houston, Kansas City, St. Louis, Atlanta, Los Angeles 


(803) 738-1994 
FAX (803) 738-9123 


ONE 
ComPANY. 


Keane employees enjoy what all technical pro- 
fessionals want. The stability of full-time consult- 
ing work. State-of-the-art technologies including 
fourth-generation languages, databases and 
productivity tools. The opportunity to apply 
their application expertise at Fortune 1000 
manufacturers, insurance companies, banks, 
services companies and government agencies. 
The chance to work for the premier project- 
oriented consulting company in the industry. 
Technical, management and project management 
training. Competitive salaries, comprehensive 
benefits, 401K plan, tuition reimbursement, 
and vacation condominiums. For one career 
offering endless possibilities, consult with Keane. 


PROGRAMMERS! 


PROGRAMMER 
ANALYSTS 


If you’re a computer programmer with 2-5 
years’ experience in the following areas, we 
want to hear from you. 


IMS TELON IDMS 
COBOL ADABAS VAX 
DB2 System 38 CICS 
AS 400 FOCUS WANG 


For more information, call Renee Southard 
at 1-800-328-4688 or send your resume to her 
attention at Keane, Inc., 10 City Square, 
Boston, MA 02129. An equal opportunity 
employer. 


Sr. —" 


Ball Corporation, a Fortune 500 manufacturer, 
is seeking Senior Programmer/Analysts to join 
either our Human Resources or our Diversified 
Products Teams. 


The ideal candidates will possess a college 
degree in Computer Science or a related disci- 
pline, Industrial Management or Accounting. 
Two-five years of programming experience is 
required; knowledge of payroll and benefits 
applications is desired to join our Human 
Resources Team. Work experience with 
COBOL and Command Level CICS is required; 
experience with DL/1, DOS/VSE, SQL, Lotus 
1-2-3 and dBase Ill is desired. 


Ball Corporation offers a big business environ- 
ment in a small town setting, competitive 
compensation and benefits and affordable cost 
of living. 
Please direct your resume to F. Joe Keever, 
Employee Relations Specialist: 

Muncie, IN 47307-0407 


a (317) 747-6100 


Equal Opportunity Employer M/F 


Ball Corporation 
P.O. Box 2407 


CALL OUR 
NEW AND IMPROVED 
24 HOUR ON-LINE 
CONTRACT AND PERMANENT 
JOB LISTINGS 


919-222-0979 


PLEASE TELL YOUR DP FRIENDS 


Arlington, VA 
Akron, OH 
Baltimore, MD 


ENDLESS 
POossIBILITIES. 


Bedford, NH 
Bethlehem, PA 
Boston, MA 
Chicago, iL 
Cleveland, OH 
Endicott, NY 
Hammond, IN 
Hartford, CT 
Kingston, NY 
Melville, NY 
Meriden, CT 
Minneapolis, MN 
New Providence, NJ 
New York, NY 
Philadelphia, PA 
Portland, ME 
Princeton, NJ 
Providence, Ril 
Rochester, MN 
Washington, DC 
Wilmington, DE 


STEP INTO 
YOUR FUTURE 


National Programming Services, a data 
processing consulting company, is 
currently seeking computer professionals 
with experience in the following: 


=COBOL, CICS #®DEC/VAX 
®IDMSADS/O_ #S/38 

® IMS/DB2 ® ADABAS/NATURAL 

® ORACLE ® DOE “OQ” CLEARANCE 
If you would like your future with a company 
where you can achieve your potential and 
be rewarded for it, please call or send 
your resume to: 


NATIONAL PROGRAMMING SERVICES. INC 


121 EXECUTIVE CENTER DRIVE ( SUITE 240 
COLUMBIA, SOUTH CAROLINA 29210 
(803) 772-9412 CF FAX (803) 772-0943 


800-874-9595 


ants RECRUITER 


: Recruiting, Consulting 

Seton nies Must feel equally 
communicating with top executives and staff 
data personnel. Send resume to: 
MIS Recruiter, P.O. Box 6974, Houston, TX 77265. 





“The bottom line is results. 
What Im seeing, thanks to Computerworld, 
is beyond our expectations. 


— Max Steiner 
Director of Marketing 
Kenda Systems, Inc. 


ax Steiner remembers his days as a salesman, 

when he would make calls and, invariably, see a 

copy of Computerworld on the desks of his clients. 
That alone made an impression on Max. 


Today, he is Director of Marketing for Kenda Systems, a 
software services firm with offices in New England, New 
York and Washington, DC, and specializing in placing 
contract engineers within the high-tech industry. Having 
grown by 400 percent annually for the last three years — 
and having placed several hundred professionals in less 
than three years, Kenda Systems is an acknowledged 
leader in the industry. 


The impression that Computerworld has made on Max 
early on has been a lasting one. He directs Kenda’s 
advertising. And he directs it to Computerworld. 


“We are looking for national exposure. First, we want to 
make people aware of Kenda Systems and then increase 
the number of resumes sent to us. I believe that greater 
recognition will lead to greater interest — and understand- 
ing of what we can do for people. 


“It only follows that we can best accomplish our goals by 
advertising with the industry leader — it answers all our 
needs. Computerworld reaches the qualified software 
professionals we’‘re looking for. 


“And we have the proof. We've seen as much as a 30 > 
percent increase in resumes coming into our offices. Plus And it works. 
we're getting everything we hoped for: national recogni- ’ ; 
tion and responses from top people from all over the Framingham MA 01701-9171 (608) 879- ie 
country. Clearly, we'Te quite pleased with the results. , 
ingame ia : , , NEW YORK: Paramus Plaza I, 140 Route 17 
We're hearing from software engineers who are impressed North, Paramus, NJ 07652 (201) 967-1350 

with the fact that Kenda’s in Computerworld. The bottom WASHINGTON, D.C.: 8304 Professional Hill 
line is results. What I’m seeing, thanks to Computerworld, is Drive, Fairfax, VA 22031 (708) 573-4115 
beyond our expectations. : : 

; : : CHICAGO: 10400 West Higgins Road, Suite 300, 
een Seater th re naloing serious re cp . Rosemont, IL 60018 (312) 827-4433 
qualifie ormation systems, communications an pro- ; ; 
fessionals get together in the computer community. Every ro ANGELES: 16004 Sky Park Circle, Suite 
week. Just ask Max Steiner. For ali the facts on how Irvine, CA 92714 (714) 250-0164 
Computerworld can put you in touch with qualified person- 


nel, call your local Computerworld Recruitment Advertising SAN FRANCISCO: 18008 Sky Park Circle, Suite 
Sulen secpeuteiive tuchry. 145, Irvine, CA 92714 (714) 250-0164 





COMPUTER 
CAREERS 
NETWORK 


Now you can reach 
the qualified com- 
puter protessionals 
you're looking for 
with Computer Ca- 
reers Network. 


Every week, the new 
IDG Communica- 
tions Computer Ca- 
reers Network of five 
leading computer 
and communica- 
tions newspapers 
delivers your recruit- 
ment advertising to 
an audience of high- 
ly qualified comput- 
er and communica- 
tions professionals. 
When you put the 
proven, weekly au- 
thority of Computer- 
world and special- 
ized readerships of 
InfoWorld, Network 
World, Digital News, 
Federal Computer 
Week to work for 
you, you get the 
best chance ever to 
target the qualified 
professionals you 
need to reach. 


Sales Offices: John 
Corrigan, Classified 
Advertising Director, 
508-879-0700; 


BOSTON: Nancy Per- 
cival; Andrew Rowe, 
800-343-6474. (in 
Mass. §08-879- 
0700); 


NEW YORK: Warren 
Kolber, 201-967- 
1350; Jay Novack, 
800-343-6474. 


WASHINGTON, D.C.: 
Katie Kress, 703-57 3- 
4115; Pauline Smith, 
800-343-6474. 


CHICAGO: Patricia 
Powers, 312-827- 
4433; Ellen Casey, 
800-343-6474, 


LOS ANGELES: Bar- 
bara Murphy, 714- 
250-0164; Chris 
Glenn, 800-343- 
6474. 


SAN FRANCISCO: 
Barbara Murphy, 
714-250-0164; Chris 
Glenn, 800-343- 
6474, 
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Computer Task Group, the nation’s leader in 
software development and systems integration, 
has been attracting a lot of attention with its 
stable growth patterns and dynamic technology. 
Even industry giant IBM has recognized our 
proven potential and has invested in us. 

You, too, can invest in CTG...with your future. 
We have positions available for PROGRAM- 
MERS/ANALYSTS that wouldbea good career 
“investment” for any dynamic, forward-thinking 
professional. We currently have positions avail- 
able in our Carolina and Virgina offices for 
individuals who possess 1+ years experience 
with Cullinet’s IDMS . CTG can provide a 
stable alternative to the turmoil of acquisition 
and mergers. 

Each year we invest over $6 million in our 
corporate and local educational facilities to keep 
you , and us, on the leading edge of technologi- 
cal developments. In addition, we offer an excel- 
lent salary and benefits package. Travel opportu- 
nities are available , but not guaranteed. 

If you, have proven experience and a desire to 
work for an exciting, vibrant company, then 
direct your attention and resume to: 
COMPUTER TASK GROUP, 150 Executive 
Center Drive, Suite B117, Greenville, SC 
29615, (803) 297-4790. 


{ Experienced Programmer/Analysts 
= 
Mis} 


INTERNATIONAL INC 


MICHIGAN @ OHIO 
ALABAMA @ GEORGIA 


@ UNIVAC 1100 COBOL 

© AS 400 or SYSTEM 38, 

RPG III or 400, or COBOL 
HONEYWELL GCOS 6, 7 or 8, COBOL 
IDMS ADS/O COBOL 

IMS DB/DC COBOL 

DB2 

CICS CL COBOL 

PC's and EASEL 


M.I.S. International, a highly respected 
consulting firm, has served Fortune 560 and 
100 firms including the major automobile 
manufacturers for the last 19 years. 


We currently have permanent positions 
available on our technical staff for 
Programmer/Analysts with at least one year’s 
experience. We offer top notch SALARIES 
and BENEFITS, an excellent RELOCATION 
PACKAGE and VISA ASSISTANCE. 


For more information contact Marie Clark, 
Director National Recruiting at 1-800-521- 
2144, or send your resume ic: M.I.S. 
International, inc., 23380 Commerce Drive, 
Farmington Hills, Michigan 48024. Equal 
Opportunity Employer. 


It’s the efficient way 
to recruit qualified 
computer professionals. 


Now men recruitment advertising to the qualified 

y ee want to reach - elise yao want to 
pane gr nmr is the new IDG Communications Com- 
err waste . Here’s how it can work for you: 


ro an salet he conan o Wve nawapapes tha 
can ot cman 
best sake needs - World, Network 
World, News, home Oempene 


You choose the region. If wish to recruit within a 
area, you can advertise in seaianah oditanp of to reap. 
o. East, West, or Midwest. Of course, national 
of individual newspapers or era 
available when you need to extend your reach. 


You don’t pay for readers you don’t want. Gone are the dai 
when you have to worry about paying for waste circulation. ° 
Computer Careers Network 


a at an Computer Careers Network to work for you - 
ee sales office nearest you. Or con- 

tet Jotes Congen, Advertising Director, at 508-879- 

0700. 

ee 


BOSTON: 375 Cochituate Road, Box 9171, Framingham, MA 
OTOL S71, (508) 879-0700; 


NEW YORK: Paramus Plaza |, 140 Route 17 North, Paramus, 
NJ 07652, (201) 967-1350; 


WASHINGTON: 8304 Professional Hill Drive, Fairfax, VA 
22031, (703) 573-4115; 


CHICAGO: 10400 West Higgins Road, Suite 300, Rosemont, IL 
60018, (312) 827-4433; 


LOS ANGELES: 18004 Sky Park Circle, Suite 100, Irvine, CA 
92714, (714) 250-0164; 


SAN FRANCISCO: 18008 Sky Park Circle, Suite 145, irvine, CA 
92714, (714) 250-0164. 


RESEARCH TRIANGLE 
OPPORTUNITIES 


Currently recruiting experienced 
mor Tal lo ce celFar 
in any of the following: IBM Co- 
Ve ety litt Sar) 
CICS; IDMS; IMS; ADS/O; ORA- 
CLE; DB 2; ADR DATACOM; Ada- 
bas/Natural; UNIX; SAS; 
VM/CMS; S/38 RPGill or COBOL; 
AS400; DEC/VAX COBOL or 
FORTRAN; PICK O/S; Financial; 
Mfg.; MRPII; Banking; Insurance; 
MVS, VM, NCP/VTAM or CICS 
Systems Progrs; DEC/ VAX Sys- 
Cole Darabese rE iCy 
Partial listing of local, regional & 
CT MIL eM eeS e me Or] Meld 
Pn 


Ba Ro lm 


RPE TT eee ed 
Raleigh, NC 27609 
(919) 782-3024 


$/36 - VAX/VMS 
COBOL 


Vuicraft, a division of Nucor 


wood, P.O. 
Joe, IN 46785. EOE M/F/H 


CONSULTANTS 
Progmrs, Prog./Analysts, Engrs 


We Pay 80% of Bill Rate or 
$25/hr. Minimum 


Mid-West consulting firm has 
immediate needs; 3-5 yrs expe- 
rience minimum raqrd. 


@ Tandem (long-term contract) 
@ Sys 38/AS 400 - RPG Ill 

@ VAX-Fortran, COBOL or C 

@ PACBASE 

@ IMS DB/DC, CICS, iDMS 

@ HP 3000 ; 

@ ADA 


JM Ross & Assoc., Inc. 
P.O. Box 1724 
St. Louis, MO 63043 
(314) 434-1976 


CONTRACT 

POSITIONS 

2 Years Minimum 

Programming Experience 

NOMAD - VM/CMS - MVS - REXX 
ALL-IN-1 - ORACLE - COBOL 
SAS - ONLINE & BATCH 
ORACLE - PC - LAN - DB2 - IBM 
PC IBM LAN - VS - VIEWSTAR 
IDMS DB/DC - ADSO 


Call/send resume and references 


ECOM 


10333 N.W. Fwy. #406 
Houston, Texas 77092 


(713) 686-9740 


Or CMAS or DMAS 


Help us Build 
Better Software 
in Atlanta 


Call 
Brien Halimark 
President 
HBL, Inc. 
1479 Brockett Road 
Tucker, GA 30084 


re) eect 
CORPORATION 
OR net 


IMS DB/DC 
DB2/SQL 


Send resume or Sie 
“ef Townepere Way Way 
(502) 245-6533 
COMPUTERWORLD 


COMPUTER CAREERS M/D-WEST 


TANDEM PROFESSIONALS 
Local Interviews 


YOU’LL BE MAKING 
TRACKS, NOT 
FOLLOWING THEM. 


National Data Corporation, a $220 million firm with offices worldwide, is 
leading the way in the electronic transaction systems and services in- 
dustry. NDC’s emergence in high volume systems and services is a result 
of our product innovation and our ability to attract and retain high caliber 
employees. At NDC, you'll be making tracks, not following them. 


DATA COMMUNICATIONS PROGRAMMERS 


The qualified individual will be responsible for programming our Tandem 
Super mini computers. You will code, design, maintain and implement 
software systems in a real time, multi node transaction, processing en- 
vironment. 3 years of TAL programming experience is a must. PATHWAY, 
ENSCRIBE and Data Communications experience a plus. 


APPLICATIONS DEVELOPMENT 


The qualified individual will be-responsible for developing, analyzing and 
designing financial software products. We seek a minimum of 5 years Cobol 
Tandem experience, with applications development experience a must. ABS 


degree is required. 


TANDEM SYSTEMS SUPPORT 


The qualified applicant will be responsible for SYSGENs, system tuning and 
balancing, data base maintenance, capacity planning and system installation 
and troubleshooting. We seek candidates with a minimum of 5 years ex- 
perience in a Tandem, Pathway environment. 


NDC offers competitive salaries, excellent benefits and tremendous growth 
opportunities. For immediate consideration, qualified candidates should 
call our 24 HOUR, 7 DAYS A WEEK toll free number listed below. 


“NDE. 
3 


IDMS/ADSO 


Fortune 100 client 
site—high tech manuf. 
environment — excel- 
lent salary, benefits 
and location (ocean, 
golf, tennis, plus) 


Computer 
Consulting 
Group 

Contract F Professional Services 
Research Triangle Area 


4109 Wake Forest Rd 
Suite 307 
Raleigh, NC 27609 


1-800-222-1273 
(803) 738-1994 
FAX (803) 738-9123 


PROGRAMMER/ 
ANALYST POSITIONS 
SYSTEMS PROGRAMMERS 
(UP TO $50,000) 

With at least 3 years experience in 
* IMS DB/DC, DL *cIcS 
‘TURAL * ADABASE 

* COBOL 
* ORACLE 
* RPGH/W 


* IDMS/ADS/O 
* C LANGUAGE 


in Confidence to: 


1-800-821-7700 
Ext. TANDEM 


NATIONAL DATA CORPORATION 
Human Resources Dept. 

Recruiter-1 

National Data Plaza 

Atlanta, GA 30329 


NDC is a smoke-free workplace 
Equal Opportunity Employer, M/F/H/V 


Computer 


Attitude. 
I ntelligence. 
areers. 


The attitude is one of learning and cooperation 
The intelligence is yours! And the careers are fully 
rewarding... technically, professionally and finan- 
cially. That's what AiC means for people like you 


As an AiC consultant, we'll provide you with a foun- 
dation of training, support, teamwork, and a history 
of success in building systems. Find out what can 
happen with your career, if you have the attitude, 
intelligence and 2+ years of experience in ANY of 
the following: 


IBM: DEC VAX: 
COBOL, IMS DB/DC, COBOL, INGRES, 
IDMS/ADSO, ORACLE 

DB2, CICS 
Burroughs: 
A-Series, COBOL 
DMS I 


AiC wants to hear from you. Among the many 
rewards we can offer you are: competitive salary 
plus paid overtime; medical, dental, life and 
disability insurance; 401(K) savings plan; stock pur- 
chase option; tuition reimbursement; and a variety 
of projects and opportunities. For more information, 
call Carol Lee at 1-800-328-9929 or send your 
resume to her at: Analysts International Corpora- 
tion, Dept. C234, 7615 Metro Bivd., Minneapolis, 
MN 55435. 


Equal Opportunity Employer M/F/H 





COMPUTER CAREERS 


HEAD OF 
COMPUTER DIVISION 


leading high technology 
= a ee ee 
Si ictal iatliadidiiliiis 
ing an organization of approximately 80 computer pro- 
fessionals involved in both the installation and adaptation 
of scientific state-of-the-art hardware and software. 
Prior “hands-on” experience within both a time-sharing 
and @ process control environment is highly desirable. 
Must also have in-depth knowledge of the operation and 
design of data An wane systems. Candidates being 
considered for this function will have a thorough under- 
standing of DEC, SEL and IBM Computer and their over- 
all application within a research and development set- 

ting. Knowledge of CAMAC computer interface is hi ly 
akan This position will be respondsibly for int 
ne ath auderenmaheieaianansaannaiedie- 
search staff working at the frontier of experimental theo- 
retical research in controlled nuclear fusion. 
Minimum requirements for the position are 10-15 years 
experience in computer control and data processing sys- 
tems along with extensive experience managing major 
projects. A B.S. degree in Electrical Engineering, Com- 
puter Science or equivalent ‘s essential, having ad- 
vanced degrees is highly dersirable. 
We offer a competitive salary fully commensurate with 
experience and a comprehensive benefits program. 
Please submit detailed resume to Mr. B. Cohen, Plasma 
Physics eee P.O. Box 451, Princeton, N.J. 
08543 No phone calls please. 

Equal Opportunity/Affrmative Action Employer M/F 


Plas é 
epee, 


Princeton University 





SUNBELT & ATLANTA 
SR ROCK IDMS P/A’s 
IDMS/ORACLE /DATACOM/IMS/DB2/SYS 38 6 “TOssK 
VAX/MAPICS’FOCUS/CAD/CAM/CAE aceteihiinnai 
TECHWRITERS DP SALES/iDMS (DMS PIA's Small town en- 
vironment. Full relocation 
Need Programmers. Programmer Analysts for Full-Time and 
and Consulting Positions in IBM Shops. Relocation Ex- 
penses Paid. Send resume to 


Jim Heard, EDP Consultants, inc 
3067 Bunker Hill Road, Suite 202 
Marietta, Georgia 30062 
FAX 
rier EWA iel8L 


CAREER INDEX 


Computer recruitment advertising activity* 
National 


PERCENT OF SPACE PLACED FOR SELECTED POSITIONS 
December 1988 


0 20 40 60 


F| Systems management/Systems analysts 





SOURCE: CW PUBLISHING, INC.'S RECRUITMENT MARKET RESEARCH DATABASE 
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Now you can recruit the 
right people in the right 
places at the right price 


It’s the IDG Communications Computer Careers Network, and it lets 
you run the most targeted and cost-efficient recruitment program pos- 
sible. 


Its many options help you recruit qualified computer and communica- 
tions professionals - regionally or nationally - with combination buys of 
up to five leading newspapers. And all together, the Computer Careers 
Network delivers your message to an audience of well over 1 million 
qualified computer professionals. 


Look at what the Computer Careers Network lets you do: 


Customize your recruitment program. The Network’s five newspapers 
- Computerworld, InfoWorld, Network World, Digital News, and Feder- 
al Computer Week editions - let you tailor your recruitment program to 
your specific needs. You can buy as many as five newspapers with 
add-on options. That way you can recruit from the combination of com- 
puter and communications professionals that’s best for you. 


Target your ad placement. You can place your advertising exactly 
where you want. If you wish to recruit within a specific area, you can 
advertise in the regional editions of the newspapers you choose - East, 
West, or Midwest. Or you can extend your reach by running in two re- 
gions - or even nationally. Plus - you can still take advantage of stand- 
alone national rates for individual newspapers. 


Reach qualified professionals cost efficiently. Gone are the days when 
you have to worry about paying for waste circulation. The Computer 
Careers Network lets you buy the combination of newspapers that will 
deliver your recruitment message to qualified computer and communi- 


cations professionals - and only those qualified professionals you need 
to reach. 


To put the new Computer Careers Network to work for you - regionally 
or nationally - call the sales office nearest you, or contact John Corri- 
gan, Classified Advertising Director, at 50 -879-0700 ext 676. 


One quick phone call can give you all the information you need to run 
your recruitment advertising in up to five leading industry newspapers. 


Western region 
PERCENT OF SPACE PLACED FOR SELECTED POSITIONS 


80 100 


ey Corporate and marketing management El Programming management/Programmers 


x MIS/Operations management Engineering/Research and development 
management 


*Analysis of computer recruitment advertising space in Computerworld and selected major U.S. newspapers 
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A New Light Will Shine In The West, 


We're Stratus, a company you should know. 

Every time you buy a lottery ticket, use your credit card, withdraw 
cash from an ATM, or buy or sell stock, your transaction is most 
likely processed on one of our fault-tolerant multiprocessor systems. 

We're in Silicon Valley, developing a brilliant new line of fault-tolerant 
UNIX™ computers to answer the need for fault tolerance in the UNIX 


marketplace. 


To help us do it, we're looking for people who believe, as we do, 
that hard work and open minds can make miracles happen. People who'll 
thrive in a small start-up environment within a larger, financially stable 
company; a place where individuai contributions really matter; where the 
pace is fast, the work challenging, and communications lines always open 
If you're ready to let your own light shine with ours, we'd like to talk 


MARKETING 


UNIX Course Developer (cw1) 
5 years’ UNIX course development and 
training 
UNIX System Performance Specialist 
(Cw2) 
5+ years’ UNIX performance, measure 
ment and tuning 


Trademarks are registered to their respective companies 


Marketing Communications 
Technical Writer (cws) 
3+ years’ writing UNIX collateral materials 


ENGINEERING 


Senior UNIX Kernel Developers (cw) 
Trap/interrupt, MMU experience 
UNIX Kernel Developers (cws) 
2+ years’ kernel and/or drivers experience 
Software Quality Assurance Engineer— 
Automation (cwe) 
2+ years’ porting and writing UNIX systefins 
test suites 


“ Florida Location 


SEEEEGGERSEREREEE 


& 
° 


CONSULTANTS 
WANTED 


?. Murphy & Associates, inc. 


4405 RIVERSIDE DRIVE, SUITE 100 
BURBANK, CA 91505 
(818) 841-2002 (714) 562-0506 
FAX: (618) 841-2122 
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As the leading supplier of marketing research 
information on television and VCR viewing 
habits, you will be challenged to direct state- 
of-the-art systems for our applications devel- 
opment environment. 

Responsibilities include managing develop- 
ment personnel and directing the design and 
development of mainframe and micro based 
systems in a database environment. Five or 
more years experience in project leadershio, 
direct experience in the use of structured 
methodology and CASE tools, practical knowl- 
edge of micro-to-mainframe integrated sys- 
tems is required. Must have two plus years 
supervisory experience (5-8 professionals) 
and a demonstrated record of successful 
project management. Experience in project 
management of scale order-entry of 
manufacturing systems a plus. 


We offer a salary commensurate with expe- 
rience, comprehensive benefits, no state 
income tax, and a West Central Florida loca- 
tion offering unparalleled recreational advan- 
tages. 
For immediate consideration, please submit 
resume/etter including salary history, in con- 
fidence to: NIELSEN MEDIA RESEARCH, 
Dept. CW-724, Attn: Human Resources, 
375 Patricla Ave., Dunedin, FL 34698. 

an equal opportunity employer mvt/v/h 


Nielsen Media Research 


a Ferree ceccscorporston 


COMPUTER CAREERS 


Software Quality Assurance Engineer— 
Communications (cw7) 
Communications and network software 
testing 
Dynamic Configuration Developer (cwa) 
3-5 years’ UNIX IO and drivers dynamic 
conf guration experience 
Utilities Developer (cws) 
Port System V libraries, utilities 
O/S Performance Analyst (cw10) 
5+ years’ performance model ng 


PUBLICATIONS 


Technical Writer (cw11) 
3+ years’ documenting UNIX, troff, v 
Communications Technical Writer (cw12) 
2+ years’ documenting UNIX and 
networks 


SOFTWARE CUSTOMER SERVICE 
Software Customer Service Manager 
(Cw13) 

6+ years managing UNIX customer 

support 
Software Customer Service Engineers 
(Cw14) 

1-5 years’ UNIX 

software support 


We offer competitive salaries 
and benefits, and an opportunity to 
be yourself in an open, supportive 
and successful environment. For 
immediate consideration, please 
send your resume—indicating 
appropriate position code—to: 
Human Resources, Stratus 
Computer, Inc., Western 
Development Center, 12980 
Saratoga Avenue, Saratoga, 

CA 95070. 


Resumes can also be faxed to: 
(408) 973-8255 


Technology Tempered By Humanity. 


We are an Equal Opportunity Employer M/F/H/V 


MEET ONE OF THE COUNTRY’S 
MOST SUCCESSFUL FIVE YEAR OLDS 


Computer People Unlimited was founded in 
1984. 


That means in just 5 years, we have grown to be 
the largest locally owned, computer-related 
Consulting firm in Wisconsin. Not surprising, 
ae the firm was profitable 90 days after 

it opened — and currently has annual revenues 
beyond the $11 million mark. 


How? 


Simply by delivering a service that is far superior 
to the competition. 


You say you've heard it all before? 
Consider this. 


Our clients include the who's who of Wiscon- 
sin’s business community — major banks, 
insurance companies, utilities, manufacturers 
and retailers. Support that with a team of top- 
notch software professionals and you have a 
winning combination. 


Due to our diverse range of clientele, we are able 
to match our employees’ personal abilities and 
preferences with our clients’ needs — assign- 
ments that offer technical challenge and career 
development, and variety — from systems design 
to project management. 


COMPUTERWORLD 


Now, consider the following opportunities: 


SYSTEM/38, AS/400, RPG Ill, DB2, IDMS, 
IMS DB/OC, AND COBOL PROFESSIONALS 
ARE IN DEMAND. 


In addition, opportunities exist for individuals 
with experience in any combination of the 
following: PL/1, ASSEMBLER, FOCUS, NATU- 
RAL, SAS, ADABAS ORACLE, INGRES, CICS, 
ADS/O, RPG Ii, 4680 terminals, System/36, 
TELON, and 'SEWVM systems program- 
ming. Positions are also available for individuals 
with DEC, IBM/PC or 4th generation language 
experience. 


We also offer you the opportunity to become 
involved in developing software for 16-Bit and 
32-Bit microprocessors using ‘C’ and UNIX. We 
prefer experience in the writing of device drivers 
and the interfacing of minis and micros, but will 
consider other complex scientific applications 
experience. 


At CPU, you can expect a highly competitive 
salary and a superb benefits package. Please 
call, or send your resume in confidence, to: Bill 
Rudd or Rich Graff, (414) 225-4000 or 1-800- 
527-8462. CPU Dept. CW-717, 744 N. 4th 
Street, Milwaukee, WI 53203. No entry level 
positions available. We are an equal opportunity 
employer. 


COMPUTER PEOPLE UNLIMITED 





COMPUTER CAREERS 


FREE! DB2 GUIDE Now you have a new way to recruit 


If you're in programming, systems analysis or design— 
and you plan to use DB2—our latest Guide to DB2 


i it d coll student 
could help make things easier. universi y cn <0 ege U e Ss 
Guide to DB2 is the perfect way to review critical data 


on DB2 architecture, objects, Structured Query 
Language and more 


6 
planning computer careers: —< > 
Call 1-800-462-4473, Ext. 144 
in Canada cail: 416-977-7457 


sourcec edp’ 


Computer Recrusing Speciansts 
Call anytime 7 days a week for your free copy. Or write 
Department NU1, PO. Box 7571, San Mateo, CA 94403-7571 
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\ if you recruit top computer career students on 
| America’s campuses, your message in this special 


issue will target more of them than any other 
newspaper or magazine! 


| : ‘/ \ Now you can recruit computer talent on 
' . | Campus without leaving your office! 

Kama Enterprises (ASL) | | 

4380 S.W., Macadeam Ave., Suite 490 


| That’s because 115,000 copies of this special 
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And you can do it with just one ad in Computerworld’s 
Campus Recruitment Edition! For a rate card reflecting complete campus 
Minimum 3-5 years experience. distribution, call John Corrigan, Classified Advertising Director, at 800/343-6474 
— (in MA, 508/879-0700). But hurry . . . this issue closes September 29! 
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tS Planned Editorial Features: 


(subject to revision) —— 


| MIS salary and job satisfaction survey ¢ The MIS career ladder 
+ Where are the best jobs?/What positions are hot? + Profiles of acclaimed top level MIS executives 
COMPUTER PROGRAMMERS ¢ Experiences of recent MIS graduates in their 
SOFTWARE ENGINEERS 


J ¢ The strategic advantage of computers and how 
first jobs and what helped them in school they play a key role in running a company 

ALL OTHER MIS SPECIALISTS 

- 1000's of positions available all over U.S.A. 

- Companies pay fees. Most offer paid relocation 
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YES, | want to receive my own copy of COMPUTERWORLD each week. | accept your 
offer of $44.00* per year — a savings of 57% off the single copy price. In addition, I'll 
receive special bonus sections of COMPUTERWORLD Focus on Integration. 


First Name ~~ Last Name 


“Title ~ Company 
Address 


City 


Address shown: (1) Home C Business OO New (Renew Basic Rate: $48 per year 
*U.S. Only. Canada $110, Central/South America $130, Europe $1985, all other countries $295. Foreign orders 
must be prepaid in U.S. dollars. 


Please complete the information to the right to qualify for this special rate. 
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PROGRAMMER 


TWA 


Airline Information Services, the data processing division of TWA, has 
committed its future to new technologies. Technologies that will allow 
talented individuals like yourself to join a creative, exciting data processing 
team in the development of multiple new projects. Come help make 
TODAY’S TWA the PREMIER AIRLINE of the world. 


Applications are being accepted for experienced: 


IMS DATABASE ADMINISTRATORS 

Experience in Physical IMS database design as it relates to corporate 
functional business modeling, data architecture, information systems 
architecture and Entity Relationship Modeling. Knowledge of information 
engineering techniques, C.A.S.E. tools, strategic data and process planning, 
system delivery lifecycles, data management theory, techniques, and tools 
helpful. IMS DC is implementation vehicle for most IMS and DB2. 
Knowledge of DB2 considered a plus. 


INFORMATION ENGINEERING SYSTEMS ANALYST 
This individual will use information engineering techniques and tools in the 
development of business systems. Minimum 3 years experience as systems 
analyst using structured systems analysis and design methodologies. 
Background in COBOL and DB/DC programming with information 
engineering tool experience a plus. IEF helpful. 


DEVELOPMENT CENTER ANALYST 
This individual will provide technical support to applications developers in 
the use of development languages and testing tools. Will be required to 
develop machine/human interfaces to simplify the use of tools by application 
developers. Minimum 5 years experience in applications development with 
knowledge of COBOL, ASSEMBLER, and TSO/ISPF Dialog Manager. 


DATA ADMINISTRATION ANALYSTS 
Knowledge of DA concepts, information engineering techniques and 
C.A.S.E. tools. Experience in Entity Relationship Modeling and general 
knowledge of DP environment required, IEF helpful. 


OPERATIONS RESEARCH ANALYSTS 
Must have strong analytical background. Will be responsible for analyzing, 
programming, and implementing data processing techniques to solve 
complex operational and planning problems. Linear programming, 
regression analysis, sampling, simulation, and forecasting experience is 
required as well as the ability to program using a high-level language (PL/ 
1, SAS, Fortran, C or Pascal). 


cam ONG TERT ORMANCE 

NAGEMENT ANALY. 

Will provide ame and recommendations to sas regarding 

the use of current computer resources and project additional resources 

required to implement new applications and systems. Must have 5 years 

of large-scale computer experience in capacity planning, performance 

management or systems programming. A working knowledge of MVS/XA, 

MVS/ESA, JES 3, SAS, and MICS is required. 


JAD ANALYST 

Assist in the development and implementation of joint application 
development (JAD) workshop methods and techniques for use during the 
analysis stages of computer application development. Includes assisting in 
the integration of those techniques with the information engineering 
methodology. Function as a JAD facilitator in the systems development 
requirement and design workshops. Analytical skills required with a 
background in structured systems analysis and design. 


INFORMATION CENTER CONSULTANT 
Experience in evaluating, consulting, and training on mainframe decision 
support tools such as DB2, QMF, FOCUS, Dialog Manager, and SAS. 
Experience in MVS/TSO preferred. 


TWA’s Data Processing Center is located in Kansas City, Missouri, The 
City of Fountains, ranked high as one of the most livable cities, 18th per 
capita income and 12th for educational achievement. Housing costs in 
Kansas City compare very favorably to other major metropolitan areas. 


TWA offers excellent salary and benefits including worldwide travel 
privileges. Interested and qualified candidates are invited to submit their 
resume and salary requirements to: 


TRANS WORLD AIRLINES 
AIS Technical Careers — 89 
P.O. Box 20007 
Kansas City, Mo. 64195 


Find out how good we really are! 
No Agencies, Please 
Equal Opportunity Employer M/F/H/V 


ANALYST/ ANALYSTS, PROGRAMMERS, DESIGNERS 


2 years minimum professional experience, 
stable work history, good technical references, 
U.S. citizenship or green card, and competence 
in at least one of the following: 

* UNIX/C * VAX/VMS * IBM MVS + AS/400 

* System/38 * Tandem * Ada * RPG Ili * DB2 

* SQL * IDMS-ADS/O * IMS * CICS * ORACLE 

* INFORMIX * SYBASE * PACBASE * FOCUS 

* aes * ADABAS * SNA * VTAM * M&D * MSA 
* 


Networking © Operating Systems 
Processing 


* Di 
. * saaivav OR CM © ASW/Sonar ¢ Radar 
eunuing © CAE © Expert Systems 
° ° Circuit Simulation © Microprocessors 


.. - We Have the Right Service — 


Thousands of piacements of computer professionals 
since 1966; over 1000 client companies and 200 
affiliates nationwide; resume preparation and select- 
ive distribution; no cost or obligation to you; no 
sales pressure. 


TO APPLY: Mail or FAX resume or call Howard Levin. 


mn 2220158 or FA 000 67: 2006 (eet to Dept. C) 


RSVP SS Ss 
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If You Have The Right Stuff. . . 


COMPUTER CAREERS 


COMPUTER SECURITY ENGINEER 


World Class 
Opportunities. 


ARAMCO, the free world’s largest producer and exporter of oil 
and gas, currently has an opportunity available for a Computer 


Security Engineer in Saudi Arabia. 


Requires a BS in Computer Engineering or Electronics with 
seven years in the Security of Computer Programs including the in- 
stallation of Access Control and Maintenance of Program Security 
in a process environment. Knowledge of Engineering Standard for 
instrumentation, communication, micro/mini computer hard- 
ware/software related to program security is essential. Familiarity with 
DEC/MICROV AX 3600 and 2000 plus peripherals maintenance and 
repair experience required; HP 3000/48, HP 7936 Disc Drives and 
HP 7980 Tape Drives desired. Experience conducting maintenance 


and repair workshop on the above a plus. 


Employment with ARAMCO will provide you with an 
interesting lifestyle in a multicultural environment, including com- 
fortable family living arrangements, free medical care while in Saudi 
Arabia, fine schools and a broad spectrum of recreational oppor- 
tunities, plus 36 calendar days of vacation annually, allowing for ex- 
tensive travel. We provide an attractive compensation package which 


includes an expatriate premium. 


For immediate consideration, please send your resume/salary 
history to: ASC, Employment Dept. 06B-029-9, P.O. Box 4530, 


Houston, Texas 77210-4530. 


ARAMCO 


University of Alaska, Statewide Administration 


DATA BASE SPECIALIST: Full-Time Permanent, 
University of Alaska Computer Network (UACN), 
Fairbanks, Alaska. 

SALARY RANGE: $38,764-$64.593 plus excellent fringe benefits. Posi- 
tions generally filled within first quartile of salary range. 

CLOSING DATE: August 14, 1989 


PRINCIPAL DUTIES: Manage disk storage by defining data set place- 
~ analyze Goviep end and develop use projections and make recommenda- 
maintain the data base environment including installa- 
on ‘demon and access strategies and data dictionary maintenance. 
Develop and implement procedures to protect data base st unautho- 
rized access or destruction of data. Develop and deliver in’ tion/train- 
ing relating to concept and usage of the data base. Maintain and monitor 
data base usage and software ince. Assist Operation Analysts in 
Production systems recovery and provide information to analysts as re- 
quested. 
MINIMUM QUALIFICATIONS: Minimum two years data base manage- 
ment systems experience on a system size-equivalent to University of 
Alaska, including a minimum of one year in data base application and man- 
agement and . Minimum three years experience in comput- 
er programming and/or systems analysis. Bachelor's degree in a related 
discipline is desirable. 


UNIVERSITY ENVIRONMENT: IBM 3090 with MVS/XA, VTAM, 
IDMS/R 10.2, IDMS/R-DC, ADS/O, COBOL. 


TO APPLY: Submit a current resume and the name of three professional 
references to: 


University of Alaska Computer Network 
910 Yukon Drive, Suite 208C 
Fairbanks, Alaska 99775-5180 
Attention: Vi Mullen 


a ee eee 
The Overs of Aas should you be among the Position 
University of Alaska is an AA/EO Employer and Educational Institu- 


CONSULTING OPPORTUNITIES 


PER DIEM OR FULL TIME/ 
BEST CLIENTS - BEST RATES 


*DB2/COBOL * SUN Workstations* STRATUS 

* CICS/DB2 * UNIX/C * VAX/C OR COBOL 
*DB2/DBA’S *PL/IORCOBOL *OS/2 
*DB2SYSPRO * ORACLE * MICRO ASSEMBLRS 
* DB2/CSP * INFORMIX * PC/DOS EXPERTS 
*TELON/DB2 * NOMAD * SYS/38 AS/400 
*CICS/IDMS * FOCUS * TECHWRITERS 


Tekmark er Services, Inc. 
37 E. 29th St., New York, NY 10016 


(212) 686-9360 (201) 886-2821 FAX (212) 683-4047 
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ENGINEERING 
SPECIALIST 


EG&G Idaho, Inc., prime operating con- 
tractor for the Department of Energy's 
Idaho National Engineering Laboratory, 
has an immediate opening for an Engi- 
neering Specialist. 


Acting as a Computer Systems Specialist 
the successful applicant will provide ad- 
vanced knowledge and expertise in the 
management anc administration of a large 
and growing distributed computer aided 
engineering environment. 


Significant experience with VAX/VMS, 
VAX/Cluster, DECNET, as weil as exten- 
sive knowledge of networking, system 
development, integration and software 
engineering will be essential. A bdack- 
ground in CAE/CAD systems would be a 
plus. 


Qualifications include a Bachelors Degree 
in Electrical Engineering or Computer 
Science, MS preferred. Minimum of 
5 years directly applicable experience. 


If you are ready for a real challenge and 
unlimited opportunity let us hear from you 
soon. Please send your resume, refer- 
ences and salary history to: Employment 
Services, (TBD-128), EG&G Idaho, Inc., 
P.O. Box 1625, Idaho Falls, idaho 83415- 
3127. Equal Opportunity Employer 
M/F/H/V. US. Citizenship required. 


n EG&G ‘aano, inc 
Cyd 





COMPUTER CAREERS 


It’s easy 
to place your recruitment ad 
in Computerworld! 


All the information you need is right here. 

Just call Lisa McGrath at 800-343-6474 (in MA, 
508-879-0700). Or, if you want, you can send us 
the form below via mail or to our FAX machine. 
You can reach our FAX at ext. 739 or 740 at 
either of the above numbers. 


The following information will help you deter- 
mine the size ad you'd like to run and when 
you'd like to run it. 


CLOSING DATES: To reserve space, you need to 
call us by 5PM (all continental U.S. time zones), 
6 days prior to the Monday issue date. We need 
your ad materials (camera-ready mechanical or 
copy for pub-set ad) by 5PM, 5 days prior to the 
weekly issue. 


AD COPY: We'll typeset your ad at no extra 
charge. You can give us copy via phone, U.S 
mail, or FAX. To typeset an ad for you, we need 
clean, typewritten copy. Figure about 30 words 
to the column inch, not including headlines. 
(There are seven columns on each page.) 


LOGOS AND SPECIAL ARTWORK: Any logos 
or special artwork should be enclosed with your 
ad copy. For best reproduction, please send us 
either a stat of your logo or a clean sample on 
white bond paper. 


COLUMN WIDTHS AND MINIMUM DEPTHS: 
Your ad can be one of seven different widths. 
There is a minimum depth requirement for each 
width. You can also run larger ads in half-inch 
increments. The chart below can serve as a 
reference. 


NUMBER OF COLUMNS WIDTH MINIMUM DEPTH 
1 column 1-1/4” z 
2 columns 2-5/8” 2” 
3 columns 4-1/16” 3” 
4 columns 5-9/16" 4” 
5 columns 6-15/16" > 
6 columns 8-3/8” 6” 
7 columns 9-3/4" cig 


RATES: Your rate will depend on the size of 
your ad and whether you choose to run regional- 
ly or nationally. The national rate is $13.50 per 
line or $189.00 per column inch. The regional 
rate (Eastern, Midwestern or Western editions) is 
$9.00 per line or $126.00 per column inch. You 
can run your ad in any two regions for $11.60 per 


Ad Size: columns wide by 
Issue Date(s): 

Name: 

Company: 

Address: 


Telephone: 


Region: 0 East DO Midwest 


O East/Midwest 0 Midwest/West 
Send this form to: COMPUTERWORLD RECRUITMENT ADVERTISING 
375 Cochituate Road, Box 9171, Framingham, MA 01701-9171 
800-343-6474 (In MA, 508-879-0700) 
Telecopier Extensions: 739 or 740 


line or $162.40 per column inch. In all cases, 
you can earn volume discounts. 


The minimum ad size is two column inches 
(1-1/4” wide by 2” deep) and costs $378.00 if run 
nationally. A sample of this size appears below. 
You can run larger ads in half-inch increments at 
$94.50 per half inch. Box numbers are available 
and cost $25 per insertion ($50 if foreign). 


SAMPLE AD SIZES AND PRICES: To assist you 
in planning your recruitment advertising, the 
following shows common ad sizes and their 
respective costs. 
Two Regions 
One Region (East/West 
(East, Midwest East/Midwest, National 
or West) Midwest/West) Edition 
I column x 2” $ 252.00 $ 324.80 $ 378.00 
2 columns x 2” $ 504.00 $ 649.60 $ 756.00 
3 columns x 3” $1,134.00 $1,461.60 $1,701.00 
+ columns x 5” $2,520.00 $3,248.00 $3,780.00 
5 columns x 7” $4,410.00 $5,684.00 $6,615.00 


PAYMENT: If you're a first-time advertiser or if 
you haven’t established an account with us, we 
need your payment in advance (or with your ad) 
or a purchase order number. Once you have 
established an account with us, we'll bill you for 
any ads you run as long as your payment record 
is good. 

COMPUTER CAREERS NETWORK BUYS: 

You can take advantage of special rates that 

let you run your ad in Computerworld and 
Computerworld’s sister newspapers at special 
rates. Choose from Computerworld Focus on 
Integration, Network World, InfoWorld, Digital 
News and Federal Computer Week. Call for 
details. 


National: 0 


OD East/West 
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Computerworld Recruitment Advertising Order Form 
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BY MICHAEL ERBSCHLOE 


SPECIAL TOCW 


You’re buying a new computer 
system. Your vendor has given 
you an attractive price. You are 
about to sign a contract. But are 
you sure you have identified all 
the costs you will incur by ac- 
quiring the new system? There 
are many hidden ones of which 
you might not be aware. Be sure 
to give special consideration to 
the following factors: 

Property taxes. The 
amount of your property tax will 
be based on a determination of 
the system’s fair market value. 
Depending on local tax codes and 
the assessor’s interpretation of 
them, computer systems may be 
valued by one of the following 
methods: actual cash value, ac- 
quisition cost minus depreciation 
allowed by law, depreciated book 
value or negotiated rate. 

Property taxes are assessed 
only for equipment installed on 
or before the annual assessment 
date. It may be possible to re- 
duce property taxes by shifting a 
scheduled installation date to af- 
ter your local assessment. 

Sales taxes. The effect of 
state sales taxes on the cost of an 
acquisition can be significant. 
Check with local sources such as 
state tax officials to determine 


MARKETPLACE 


the actual rate. If your computer 
is leased, sales tax will generally 
be due on a portion of the annual 
lease amount. 

Insurance. Insurance costs 
typically increase considerably 
with the purchase of a new sys- 
tem. This is especially true if 
your existing computer has little 
current market value. Annual in- 
surance premiums vary widely 
depending on the risks covered 
and the location of the equip- 
ment. 

Insuring against loss by fire is 
the most significant cost and var- 
ies according to the fire rating of 
the building that will house the 
computer. It can be as low as 8 
cents per $100 of insured equip- 
ment for a newer steel or brick 
office building with sprinkler and 
halon systems. 

On the other hand, it can be as 
high as $1 per $100 of the value 
of the equipment for an older 
wood building without a sprin- 
kler or halon systems. 

Installation costs. Most 
equipment will require installa- 
tion and related support ser- 
vices. Along with the hardware 
installation, items that may in- 
volve additional charges include: 
site planning assistance, inspec- 
tion of equipment prior to deliv- 
ery, cables, relocation of existing 
equipment within the data cen- 


The BoCoEx index on used computers 
Closing prices report for the week ending July 14, 1989 


Closing Recent 
price high 

$475 
$800 


IBM PC Model 076 
XT Model 086 


Recent 
low 


$625 


$1,150 $700 


XT Model 089 


$1,225 
AT Model 099 $1,725 


$1,700 


AT Model 239 


$1,400 $950 
$1,850 


$2,100 


$1,500 
$1,70075 


AT Model 339 


$1,800 
$1,750 
$3,200 
$425 ~. $325 


PS/2 Model 50 
PS/2 Model 60 
Compag Portable I 


$2,000 
$2,000 
$3,300 


$1,700 
$1,700 
$2,500 


$925 $600 


$1,150 


Zenith 184 Supersport 


INFORMATION PROVIDED BY THE BOSTON COMPUTER EXCHANGE CORP. 
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$1, 775 


$750 
$3,425 


$1,775 $1500 
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Looking beyond sticker price 


If hidden costs aren’t considered, your new system could be a headache 


ter, testing, software installation 
and system generation. 
Conversion costs. A deci- 
sion to acquire a different system 
or change the current configura- 
tion may hinge on installation 
and conversion costs. In many 


the new site, new cables if longer 
ones are required, refurbishing, 
reconfiguration and floppy-disk 
microcoding. 

Facilities costs. In some 
cases your data center may not 
be properly equipped to handle a 
new computer, especially if you 
need to run the old system while 
the new one is installed and con- 
version work is performed. You 
may need to install or expand the 
following: electrical power and 





ON’T ASSUME there won’t be 
personnel costs just because there are no 
extra programming expenses. 





cases there may be a need to re- 
tain the original equipment dur- 
ing the conversion period; doing 
so may mean incurring duplicate 
costs for a period of six to 12 
months or longer. This approach 
will impact personnel expenses 
as wellas facility costs. 

Lease termination. These 
charges will apply if you are end- 
ing your lease prior to the con- 
tractual termination date. Some 
leases provide that, in the event 
of a sublease of the equipment, 
the lessor will allow the lessee to 
use sublease payments to offset 
original lease payments. 

But sublease terms can result 
in additional costs, including stip- 
ulated termination charges, 
freight for shipping the comput- 
er to the new lessee, insurance 
while in transit, reinstallation at 


BUY SELL LEASE 


PS/2 OPERATING 
LEASES 


3084 3090 
PERIPHERALS 


OEM/PCM 
LEASES 


800-888-7568 
FAX 214/783-1379 


Member 


COLA 


FOR SALE 
2 PILLER 75 KVA 


EST. 


Chuck 


(713) 789-4610 


C { 
> aI 


COMPUTERWORLD 


receptacles, under-floor con- 
duits for cables, fire alarm and 
control systems, room modifica- 
tions, water cooling, uninterrup- 
tible power supplies, air condi- 
tioning and telephone lines for 
modems. 

Personnel costs. Don’t as- 
sume there won’t be personnel 
costs just because there are no 
extra programming expenses. 
Most IS installations are already 
committed to a full schedule of 
application development and 
maintenance. Because of this 
commitment, a conversion bud- 
get must include the cost of de- 
ferring application development 
and maintenance during testing 
and conversion stages of the new 
system. 

Programmer and machine op- 
erator costs to consider include: 


e JCL changes. 

e Program modifications. 

e Program recompilation and de- 
bugging. 

e Loading of operating systems 
and outside software packages. 

e Programs to dump and reload 
data files on new storage media. 
e Parallel runs to check the data 
files and report output produced 
by the converted programs. 
e Retraining operators, 
grammers and management. 
e Consultants’ fees. 

To avoid jeopardizing your 
budget, you should determine if 
any of these considerations could 
adversely affect the purchase, 
installation and conversion of a 
new system. If your acquisition 
is well planned, it will provide 
welcome relief. If not, it may 
turn into just another headache, 
and a very expensive one at that. 


pro- 


Erbschloe is managing editor of ‘‘Com- 
puter Economics Sourcebook” in Carls- 
bad, Calif. 
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PLEXUS P/40 
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617-267-8600 


EQUIPMENT REMARKETING CO. 
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BUY OR SELL 


NEW OR USED 
IBM PC * XT * AT * PS/2 
COMPAQ * HP * AT&T * WANG 
MACINTOSH * APPLE 2 
1-800-262-6399 

Boston 
Computer 
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MA 617-542-4414 
FAX 617-542-8849 
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Systems 
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XEROX 
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EXPERIENCED 
SYSTEMS AND 
PERIPHERALS 
BUY-SELL-LEASE-BROKERAGE 
NEW PLUG-COMPATIBLE 
DISK, TAPE, MEMORY 
PLUS 
THE FASTEST 1/0 
AVAILABLE ANYWHERE 
1ST SOLUTIONS, INC 
11460 N CAVE CREEK ROAD 
PHOENIX, AZ 85020 
602-997-0997 
ASK FOR DON SHIFRIS 


SYSTEMS & PERIPHERALS 
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* INTERFACES Etc 
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Peg sierec vademen of Digte Fovemen Corparet on 


7171 
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3193 


NEC rack mount modems 
All kor Sale 


Or Lease By Owner 
(714) 647-0376 


Mercadus Enterprises, Inc. 
Irvine, California 


BUY & SELL 
DATA GENERAL 
Desktop to MV’s 


Systems - Upgrades 
Options 


AMES SCIENCES, INC. 
(301) 476-3200 
FAX: (301) 476-3396 


We Buy, Sell, 
Lease & Rent 
New & Used 


AS/400 
SYS/3X MICROs 
SYSTEMS-PERIPHE! s 

COMPATIBLES 


1/O- MEMOREX-EMERALD 
GENICOM-ANZAC-QDECK 


@ IBM warranty /maint. 
@ Lowest prices/fast service 
e trade-in 


“Fen 


Your Best Deal Source! 


NORTHEAST MINICOMPUTER, INC. 
55 High Street, Unit 6 
Billerica, MA 01862 


Wants to Buy Your Surplus 
DEC Computer Equipment 


We Pay Cash for Your 

Unwanted Computer, 

Peripherals, Options, 
Memory, and Terminals. 


Call 1-800-343-8302 
or in Mass. 
1-508-663-2550. 
Or Fax Your List 
1-508-667-0718 


Turn Your excess inventory 
into Cash $$$$ 


ak 
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VAX RENTALS 


MV 3600 
MV 3800/3900 
VAX 6000 SERIES 
VAX 8000 SERIES 
Systems & Peripherals 
¢ Fast Turnaround 


© Dependable Products 
© Upgrade/Add-On Fiexibility 


@ 6 Months @ 12 Months @ 24 Months 


BROOKVALE ASSOCIATES 


aR Oe) VR 


RATALME IL 


b 
NEW-USED-AS-IS 
computers 
and peripherals 


Industrial 


Tel. (508) 768-3480 
FAX (508) 768-3479 


Reconditioned 


SBSH080" 


Equipment 
Whatever your requirements are for 
ital Equipment, call CS! first! Buying, 
, trading, ‘easing, consignments - 

we do it all! 

CSI! selis all equipment with a 30 

y unconditional guarantee on parts 
and labor and is eligible for DEC 

Offering systems, disk drives, tape 
Grives, printers, terminals, memory, 


op- 
tions, rds, upgrades and many 
more. 


Compurex Systems, inc. 
75 Tosca Dr. Stoughton, MA 02072 
CALL TOLL-FREE 1-800-426-5499 
in Mass. (617) 344-8600 
FAX (617) 344-4199 


IF YOU'RE BUYING, WE'RE SELLING 


eB. 


JN 


IF YOU'RE SELLING, WE'RE BUYING 
IBM SYSTEMS 
Buy @ Sell @ Lease PERIPHERALS 
(800) 331-8283 
TOLL FREE 
(213) 394-1561 
CALIFORNIA 
Ocean Computers, Inc. 


919 Santa Monica Bivd., Ste. 200 
Santa Monica, CA 90401 


er 
eee tar 
es 


WE RENT VAX 


MVII- MV 3000 
DISK - TAPE - CRT 
DEC Station 3100 


3- to 6-month term 
Immediate delivery 
Purchase accruals 


IN 
ore 
1-800-288-1846 


DEC 8530 
851CD - AP 
96 MEGS Memory 
2 Years Warranty 
Available Now 


WEST: 415/627-9696 
EAST: 415/627-9692 
FAX: 415/627-4313 


Fore Finaroa 
Sermces Grow 


1B) iam bia el 


Seats 
sSS0ca Now 


Computerworid’s 
Classified Marketplace 
works. 


have gotten to in six . No other publication has 
Comsuterworld's Classiied Marketplace has.” 


otherwise rl 
the kind of valuable customers 


Or ask any one of the hundreds of companies who successfully sell their 
Computerworid': 


ucts to readers of 
they advertise in 


prod- 
Classified Marketplace, ll tell 
Because it works. ean — 


For more information, Call: 


800/343-6474 
(in MA, 508/879-0700) 
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GET YOUR BEST PRICE 
Then Cali 
COMPUTER BROKERS, INC. 
For The Best Deal 
WE 


Buy - Sell - Lease - Rent 
New and Used IBM Equipment 
AS400 - System 36, 38, 43XX 
Call 800-238-6405 2 
IN TN 901-372-2622 Sp ee: 


COMPUTER BROKERS, INC. 
2978 Shelby St., Memphis, TN 38134 
“Since 1974” 


¢ Processors 
¢ Peripherals 
* Upgrades 


OE SE he aS 
BURROUGHS [ESTs ae 


UNISYS 


HP 3000 


18377 Beach Blvd., Suite 323 


B20 - B7000 
A Series - V Series 
All Peripherals 
Low Lease Rates 
Depot Maintenance 


LDI/ 
COMPUTER PROVISIONS 
CORPORATION 


(216) 687-0307 


IBM Unit Record 
Equipment 


| Data Modules/Disk Packs 
i] Magnetic Tape/Diskettes 


| 


029-082-083-084-085-088 
129-514-519-548-557-188 


ATE TR NRT se REDE HERE 
2316-3336(1)&(11)-3348(70) 
80-200-300 MB 

Disk Packs 


WANTED 


OBSOLETE 
AND EXCESS 
COMPUTER 
EQUIPMENT 


Top Cash Paid 


We purchase all types of obsolete 
or excess computer equipment 
and peripherals. We pay costs for 
all shipments as well as top prices. 


Cail today for a quote 
on your system. 


COMPU-SCRAP, Inc. 
Randolph, MA 02368 


(617) 341-2695 
Call Collect! 


7937H e 7933H 


Available in Quantity 


Processors @ Peripherais 
Systems 


All In Stock - Immediate Delivery 


All warranted to qualify for 
manufacturer's maintenance 


BUY e SELL e TRADE 
RENT e LEASE 


ConAm Corporation 


It's Performance That Counts! 
800/643-4954 213/829-2277 


id See le el 


1000 e 3000 
9000 


Computers @ Peripherals 
Terminals 
Buy @ Sell e Rent e Lease 


EURODATA INC. 


2574 Sheffield Road 
Ottawa, Canada K1B 3V7 


613-745-0921 
FAX: 613-745-1172 


Series/1 
AS/400 
937X 
System 36, 38 


612-942-9830 
All 1BM Machines and Parts 


DATATREND... 


10250 Valley View Road 
Suite 149 


Huntington Beach, CA 92648 (714) 847-8486 


ni aA aa 


LEVEL 6 DPS 6 SERIES 16 
ele Cima 
Le ee 


Or ee ae ee are] 
eye ete ulema let 
eer elma merle leling 


e Honeywell Maintenance 
uaranteed 


e Immediate Delivery 
eee 


e HDS 5 and HDS 7 
Perel es te mar ey 
BACs lr smell 
in Honeywell Minicomputer 
Sales and Support 


SS 


BOUDREAU COMPUTER SERVICES 
100 Bearfoot Road. 
eum MUR EK Ys 
(508) 393-6839 
FAX 508-393-3781 


AS/400’s 


SHORT OR LONG TERM 
S/1  $/3X 


612-829-7445 
5555 WEST 78TH STREET 
MINNEAPOLIS, MN 55435 


@ Data General © Fujitsu 
@ Data Products @ CDC 
@ Printronix @ Zetaco 


BUY SELL TRADE 


(617) 982-9664 
FAX: (617) 871-4456 


Int’| Computer Exchange, Ltd. 
163 Main St., Kingston, MA 02364 


(800) 888-2000 


V y 
Guar-an-tee , n. 


1. A pledge or assurance; specifically, at a pledge 
that something is as represented and will be re- 
placed if it does not meet specifications; (b) a 
positive assurance that something will be done 
in the manner specified. 


= - 

a 
Tri-dex , n. 
A company that offers ean specifically, 
(1) All of the new equipment you purchase is 
guaranteed for 12 months. Any used equipment 
is warrantied as well. (2) Any of your equipment 
will be repaired or replaced within 48 hours if it 


malfunctions. (3) We are committed to offering 
the best prices available. 


Phone: 603-886-0383 
eo Fax: 603-886-0914 
375A WEST HOLLIS ST. NASHUA, NH 03061 


e ™ 
microsystems ABRHEO 


Buy e Sell e Lease e Repair « New e Used 


DG eAPOLLOe SUN 


i= PET ees hey ICE-BUYS 


Ce H. Trawinski 
617-585-8688 
FAX: 617-585-9177 


FOR SALE 


Bull 
DPS 7000 


8mb, 4 500mb disks, 


STRATUS 
XA 420 Computer 
With 300 LPM Printer, 

6 Terminals 
and software for 

VOS, X.25, X.29, 900 LPM 

Cobol, PL/1, ““C” Sanu, dete net 8/05. 
$50,000 
Or best offer 


Please Contact: 
Steve Freeman 
(415) 254-7897 


For more information call: 
(314) 361-3600 
Ask for C. Bagley 
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UNLOCK YOURSELF 
From Mainframe 3270 Response Time 
EXEC 3270: 


@ Supports nested cals to subroutines 

@ Allows parameter passing 

@ Provides branching GOTO & DO loops 
@ Supports file transfers 

fg eee enema 


itonesatetnenee 
Seeeermgen Sty HLLAPI — 


Dorie $69.95 


128 Dover Chester Road FREE: 
Randolph, NJ 07869 Call TOU. . 
800-344-9814 


Fax: 201-361-5621 
* IBM is a regeistered TM of IBM Corp., Inc 


Attn: All XEDIT Users ROOMER2 


Our company offers Xedit tools 

that enhance. any Xedit session - 
® Cut and Paste parts of lines 
© Over 30 new prefix commands 
® Many new macros (PF keys) 
* Benefits all Xedit users 
© Help files and documentation 
© Full support and maintenance 
© Commented source code 
® Updates as tools are enhanced 
® New tools as they are developed 


- and for only $590 


Create computer room layouts and 3D wews with 
your IBM PC or compatible. New library of com- 
puter components makes i quick and easy. From 
$295 Call for free brochure Money Back 


Hutnage| Software * PO Box 747 


We also offer Rexx tools including ar yeriren inter) 


® Rexx pseudo-compiler 
* Rexx source formatter 


Call today for a free 30 day trial run 


(214) 750-8112 
Billy Guthrie 


HEWLETT 
tA PACKARD 
GENUINE 


ToNeo 


BOARD REPAIR- 
BOARD EXCHANGE 


PARTS a 


HUGE 
Dey Shipment Call: 
"*04500-22-TONER 
°1-800- 


PLOTTER SUPPLIES AT ‘SIMILAR a 


704-365- Baad 


Call Don Cullars FAX: 704-365-0 


AMERICAN DATA CO, INC. 


PO Box 221513 - Charlotte, NC 28222 


Che ead ac) Bale] 


ecu Computerworld’s 
tn pete Classified 
Marketplace 
needs only 6 days notice 
to run your ad! 


IBM TERMINAL 
SCREEN to 
BIG SCREEN 

mans 


When you're selling, you want your 
advertising to hit the market quickly 
and frequently. You can’t afford to 
wait for an issue that’s coming out 
several weeks -- or months -- into the 
future. With Computerworld, 
there’s no waiting for the next avail- 
able issue because we've got one 
waiting for you every week. What's 
more, your ad can appear in the Mon- 
day issue of Computerworld if you 
order it as late as 6 days prior to the 
issue (Tuesday). 

So if you're selling computer prod- 
ucts or services, advertise in the 
newspaper that won't keep you wait- 
ing. Advertise in Computerworld’s 
Classified Marketplace! 


For more information, call 


800/343-6474 


(in MA, 508/879-0700) 


Other — Te $599 


<7 BOXLIGHT 
epg pia 
15/892-4744 


aed cee 


When you need programmer's develop- 
ment tools, Programmer's Connection is 
your best one-stop source. We are an 
independent dealer representing more 
than 300 manufacturers with over 800 
software products for IBM personal 
computers and compatibles including: 
COBOL compilers and utilities, relational 
databases, and much more. Call today 
to receive a FREE comprehensive 
Buyer's Guide, and find out why 
Programmer's Connection is your best 
connection for software tools 


Programmer's Connection 
7249 Whipple Ave NW 
North Canton, Ohio 44720 


800-225-1166 
216-494-3781 
216-494-5260 
Telex 9102406879 


international 
FAX 


Project Planning 
Accounting and 
Tracking 


Mainframe MIS 
CICS or TSO 
175 Users 


The Bridge inc. 
800-423-4303 


The 
CLASSIFIED 
MARKETPLACE 


Reach Over 612,000 
Computer Professionals 
When They Reach For 


COMPUTERWORLD! 


(800) 343-6474 
(In MA. (508) 879-0700) 


BUY SELL 
LEASE 


DEC/VAX 


CALL 


LDI/ 
COMPUTER 
PROVISIONS 


Lou Vascek 
(216) 687-0307 


MISSISSIPPI CENTRAL 
paren ogi ti 
Sealed proposals will 
CDPA. 301 N. Lamar St., P01 Buming Suite 
508, Jackson, MS 39201 for the foliowing 
Se services: 


Acoust 10, 369 at 3:30 pr on 
p.m. ac- 
omy Ae pif to an existing Unisys 
isting of . 


CRT workstations, and a laser for 
PAT HARRISON WATERWAY DISTRICT. 


OF HIGHER LEARNING. 
Request for Proposal No. 1625, due Friday, 
ee ee 
aoe the Administrative and Aca- 

canheme-eneed facilities for 
SACKSON STATE UNIVERSITY. 

Detailed specifications obtained from 
the COPA fice. The COPA rssrves te t 
reject any Proposals 

ee ih ‘dang 


Patsy Stanley @ (601) 359-2604 


Classified 
MARKETPLACE 


Where 
piinere Computer, 


(800) 343-6474 
(In MA;, (508) 879-0700) 


it’s the 


CLASSIFIED 
MARKETPLACE 


Reach Computer 
Professionals 
Where They Shop 


O Buy/Sell/Lease 

0 Hardware 

Software 
Peripherals/Supplies 
Communications 

0 Graphics/Desktop Publishing 
O Time/Services 

O Bids/Proposals/Real Estate 
0 Business Opportunity 


CALL NOW 


800-343-6474 
(in MA., 508/879-0700) 














The Computer and Data Com- 
munications Services Agency 
of The City of New York is so- 
liciting proposals for the acqui- 
sition of an upgrade of a IBM 
3090 mode! 400E processor 
or equivalent. To obtain a copy 
of the request for proposal 
please call Jeff Burns at (212) 
240-4318. Proposals are due 
by August 14, 1989. 


The Computer and Data Com- 
munications Services A 

of The City of New York is so- 
liciting proposals for the pur- 
chase and maintenance of a 
software package for auto- 
mated disastor recovery plan- 
ning. To obtain a copy of the 
request for proposal please 
call Jeff Burns at (212) 240- 
4318. Proposais are due by 
August 17, 1989. 


Advertise Your Products In The 
CLASSIFIED MARKETPLACE 


Featuring: 
0D Buy/Sell/Lease 
D Software 


0 Communications 
0 Graphics/Desktop Publishing 


0 Hardware 
0 Peripherals/Supplies 
0 Time/Services 


O Bids/Proposals/Real Estate 


Reach over 612,000 information systems professionals 
by placing your company’s message in Classified Marketplace. 


Name: 
Title: 
Company: 
Address: 
City: 
State: 


O11 am enclosing ad material with this form 


Ad size: 


columns wide x 


Zip: 


inches deep. 


Return this form and advertising material to: 


CO Business Opportunities 


Computerworld 
Classified 
Marketplace 


375 Cochituate Road, Box 9171 
Framingham, MA 01701-9171 


Or call a 


tive today 


for all the details: 


(800) 343-6474 
(in MA., (508) 879-0700) 


JULY 24, 1989 





NEW AND USED 
RAISED 
FLOORING 


immediate Delivery 
Quality Installation 


Raised Floors 
One Charles Street 
Westwood, NJ 07675 


(201) 666-8200 
FAX (201) 666-3743 


MAIL LISTS 


ees ad 


EXCLUSIVE OFFERING 
FREE TRIAL PERIOD—MAJOR COST SAVINGS 


FULL SERVICE COMPUTER PROCESSING 
IBM 3090 Processor-MVS/XA & VM/HPO, TSO, CICS 

* Broad Software Support Product Line 
« Domestic & International Network 
* PROFS, Decision Support Products 
« Data Base Management 
* Banking/Financial Services 


CALL 1-800-443-8797 


Guaranteed Lowest Rates in the Industry 


Allowances for Peak/Cyclical Processing 


[Ifa FINANCIAL TECHNOLOGIES 


CHANTILLY, VIRGINIA 


PRICE: oe malo guren Soft ¢ware 
ayers Packaging 


EVERLOCK copy protection 
Label/sieeve printing 

Full packaging services 
Warehousing 

Drop shipping 

Fulfiliment 

48-hour delivery 
Consultation & guidance 


800-243-1515 
Star-Byte, Inc. 


2680 Bergey Rd. Hatfield, PA 19440 


INCOMPATIBLE COMPUTERS? 
Disk Interchange Service Company 
transferring files between incompatible oe - 


puters. Our seven conversion yg sopport 
1000+ formats: 


Conversions 
* Custom Programming/Data Reformatting 
© Data Entry 
Disk Interchange Service Co. (DISC) 
2 Park Drive ¢ Westford, MA 01886 
(508) 692-0050 


aan, 
DCO 


Innovative Computer Techniques 
COMPUTER SERVICES 
IBM 3084 


We run your programs 
while you 
work on the future. 


LANDART SYSTEMS, INC. 
65 Broadway, NY, NY 10006 


212-363-3170 


Gives you reach to over 612,000 
potential buyers! 


And this audience is even verified by the Audit Bureau of Circu- 
lations in the only independently audited pass-along survey of 
its kind. What’s more Soma Classified Marketplace pene- 


trates ass Nae or anics in 2 all > industries. That's _hngt's because 


major users -- and major buyers -- raion computer products and ser- 
vices. 


So if you’re selling computer products and services, advertise in 
the newspaper that delivers over 612,000 potential buyers. Ad- 
vertise in Computerworld’s Classified Marketplace! 


For more information, call 


800/343-6474 


(in MA, 508/879-0700) 
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REMOTE COMPUTING 
AND FACILITY 


MANAGEMENT SERVICES 


© IBM MVS/XA Environment 

© DB2, IDMS/R, Model 204 
and 4GLs 

© Professional Support Staff 

© Experienced Migration 
Management Team 

* Full Supporting Services 
— Media Conversion 


— Laser and Impact Printshop 


— Application Programming 
© Simplified Pricing and 
Invoicing 
* Technical Support — 
24 Hours a Day — 7 Days 
a Week 


May& Speh, inc. 
1501 Opus Place 
Downers Grove, IL 60515-5713 
(312) 964-1501 
For More Information 
Contact: Tony Ranieri 


4 Multiple centers 
4MVS/XA 

VM, DOS 
4 RACF, CICS, IMS 
4SAS, DB2 


4 Volume and term 
discounts 

4 Worldwide access 

4 Full technical 
support 

4 Laser printing 

4 Disaster recovery 
services 


(919) 469-3325 


IBM 
Systems Specialist 


VM/XA SP, MVS/ESA, ACF/VTAM & NCP 


Programming & Software development (Sub 


systems & applications SAA). Installs, up- 


grades & conversions. Servicing & training 
Performs evaluation, tuning & capacity plan 
ning 


Experience (plus 10 years) with IBM large 


systems internals & architectures. 
Available fuil or part time & will travel 
IMMEDIATE & 
AFFORDABLE SOLUTIONS 
Call SEMI SEMI-DIKOKO 
(212) 721-2728 


Let Us Be 
Your Data Center 
Get high-quality computing 


service that can make a 
difference to your bottom line. 


From MCN Computer Services. 


Full IBM compatability 
including: 


MVS-ESA 
VM/XA 
CICS 
TSO/E 
ROSCOE 


Programmer Productivity Aids: 


© FILE-AID 

® CICS PLAYBACK 
¢ dBUG-AID 

* ABEND-AID 

® CICS ABEND-AID 


We provide state-of-the-art 
systems, software and security 
for major clients across the 
country. And we deliver 
high-quality, cost-effective 
services that include: 


® Computer Electronic 
Printing 


® Letter Shop 


For more information, call 
Karen Gray at: 


1-800-521-0444 


| 
MCN o=loom 
Computer Services, Inc. 


5225 Auto Club Drive 
Dearborn, MI 48126 


NATIONWIDE REMOTE 
COMPUTING SERVICES 


e Fixed Price 
Computing 

e Remote Facilities 
Management 


e Generai Time- 
sharing Services 


e Image/Forms Design 
and Laser Printing 


e Integrated Financial 
Applications 


© Major Third Party 
Software Packages 

® Micro/Mainframe 
Applications 

e Nationwide Network 

e Operating System 
Conversions 

e Overflow Processing 


DATA CENTERS: 
Boston, MA 
Los Angeles, CA 
Washington, DC 


Computer Services 
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COMDISCO 
COMPUTING 
SERVICES CORP. 
provides you with 
low-cost, state-of- 
the-art computing 
services. 


IBM* CPUs and 
Peripherals 

Systems Software 
MVS/XA. TSO/E 
ISPF/PDF. CICS. VM/XA 
VM/SP. HPO. CMS 
Application Software 
Database Management 
Application Development 
4/GLs 

Statistical Analysis 
Graphics 

Multiple Communications 
Methods 

Technical Support 
Pricing to fit your needs 
IBM 1s a registered tra 


International Business 
Corpor atior 


For more information 
Call Jeff Daum 


201-896-2030 


COMDUCO 


OTTO M ORM O eR eL Te 
SERVICES CORP 

P.0. Box 26 

Carlstadt. NJ 07072 


aa U li etel>) aa eoee 
Cost-Effective 
Compute Utility 
® Three IBM 3090E CPUs 


Operating Environments 
MVS -ESA, XA, SP 


@ DB2 and IMS Databases 


® Technical Su Desk 
°24 hours-7 days/week 


@ Nationwide Network 


FLEXIBLE SOLUTIONS... 
from special projects to 
data center replacements 


a ——— and 


* Finandal, NASTRAN, 


ANSYS, SAS... 
@MSA-M&D Support 
®Conversion Services 


Client Disaster Recovery 
===} Information 
Ih == Network 


== = Corporation 


Call 1-800-222-1590 





eeccce Peeeeeresccessccescesesesesees 


Seeeecccreseseceeesececeseseseeseses 


TRAINING 


Tailoring training to custom fit 


End-user classes geared to specific groups can offer numerous benefits 


BY NAOMI KARTEN 


SPECIAL TOCW 

Most end-user computer cour- 
ses, whether delivered by mem- 
bers of an in-house staff or train- 
ing vendors, are generic pro- 
grams. This kind of training is 
the easiest to plan and deliver, 
especially given the limited 
training resources of many orga- 
nizations. 

However, the convenience of 
generic training diminishes in 
importance when compared to 
the long-term benefits provided 
by training that is customized. 
Tailored training, by its selective 
nature, avoids many of the prob- 
lems inherent in generic, one- 
size-fits-all training approaches. 

In addition to addressing the 
specific needs of students, such 
tailored training can generate 
discussion of new uses of com- 
puting within a firm and facilitate 
evaluation and modification of 
training programs. 

In a generic classroom situa- 
tion, you will find students with 
disparate levels of computer pro- 
ficiency. Because these students 
do not come with an equal need 


to know features, functions and 
techniques, much of the 
coursework — examples, exer- 
cises and case studies — is un- 
likely to fit the immediate needs 
of many students. The result is 
either an “attend-and-forget” 
syndrome or poor attendance. 

Tailored training, on the oth- 
er hand, is customized for the im- 
mediate needs of a specific func- 
tional area or business unit. 
Course objectives are deter- 
mined jointly by training profes- 
sionals and representatives of 
the end-user department, who 
can articulate required skills and 
criteria for evaluation. When de- 
partmental representatives par- 
ticipate in planning classes that 
revolve around their specific 
needs, they have a greater stake 
in a successful outcome. 

In helping set course objec- 
tives, managers also become 
more conversant with the risks 
they face and the responsibilities 
they assume for the computing 
their employees are doing. 

Tailored training can be busi- 
ness-oriented rather than prod- 
uct-oriented. It is more likely to 
revolve around real problems 


that the department is facing or 
expects to face. Students can be 
shown how to apply the comput- 
er technology to analyze and re- 
solve these problems. This prob- 
lem-solving orientation discour- 
ages the tendency to place hands 
on the keyboard first and think 
about the problem later — if at 
all. 

In addition, course exercises 
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than one product if a project calls 
for it. 

Each class is delivered only to 
members of the department and 
even then only to department 
members whom a manager des- 
ignates as requiring the materi- 
al. As a result, no-shows are less 
likely to be a problem. 

Tailored classes can be fo- 
rums for identifying unique de- 
partmental responsibilities re- 
quiring special procedures. For 
example, a department prepar- 
ing reports to be sent to a regula- 
tory agency may need help in- 
corporating certain checks and 


AILORED TRAINING can generate 
discussion of computing within a firm and 
facilitate evaluation of training programs. 


can revolve around the develop- 
ment of applications that the de- 
partment will actually use; re- 
tention is improved because the 
material presented is relevant to 
students’ work. They see first- 
hand not only how to use a prod- 
uct or a technique but also how it 
can be usefully implemented . 
Classes can be limited to the 


“specific techniques the depart- 


ment needs, thus trimming class 
length and narrowing the focus. 
Programs can also address more 
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balances in its applications. 

A manager can designate a 
member of his end-user depart- 
ment to serve as internal prod- 
uct support specialist after train- 
ing is completed. This individual 
might serve as the first source of 
support to department mem- 
bers, with additional help avail- 
able from the training depart- 
ment or the information center. 

Because students in a tailored 
program are from the same firm, 
class discussion often involves 
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other relevant uses of the mate- 
rial being presented. Thus, the 
scope of the class can extend be- 
yond the specific agenda along 
beneficial lines. 

The success of tailored train- 
ing is easier to gauge because it 
can be based on performance cri- 
teria established at the outset. 
Similarly, training problems are 
easier to diagnose and solve. 

Tailored training can be 
planned to extend beyond a sin- 
gle course. It may be appropriate 
to develop an entire curriculum 
that addresses a range of depart- 
mental needs. 

Because trainers develop a 
perspective of the overall needs 
of the area, they can fine-tune 
course material to highlight key 
issues, avoid redundancies and 
maintain consistency in format 
and style across courses. 

Training is often viewed as a 
reactive function for which bene- 
fits are difficult to demonstrate. 
Training tailored to a specific de- 
partment is a means of moving 
from a come-and-get-us orienta- 
tion to a go-get-’em approach 
that focuses on generating docu- 
mentable benefits by supporting 
business needs. 


Karten is president of Karten Asso- 
ciates in Randolph, Mass., and editor of 
the monthly newsletter ‘Managing 
End-User Computing.” 
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Software Engineering) 
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Is testing the only way to measure job performance? 


= 


SA ee 
eeriy Re Ere. 
a 


TRAINING PAGES 


Where training buyers meet training sellers. Every week. 


JULY 24, 1989 





SALES OFFICES 


Publisher /Fritz Landmann 


Senior Vice-President/Associate Publisher/Val Landi, 
COMPUTERWORLD, 375 Cochituate Road, Box 9171, Fra- 
mingham, MA 01701-9171, (508) 879-0700 


BOSTON: Regional Vice-President - North/David Peterson, 
Sr. District Managers/Bill Cadigan, Sherry Driscoll, District 
Manager/John Watts, Sales Assistants/Alice Longley, Lisa 
Bonaccorso, Paula Wright, COMPUTERWORLD, 375 Cochi- 
tuate Road, Box 9171, Framingham, MA 01701-9171 
(508) 879-0700 


CHICAGO: Regional Vice-President Midwest/Kevin 
McPherson, Senior District Manager/Lany Craven, Sales 
Assistants/Kathy Sullivant, Karol Lange, 

WORLD, 10400 West Higgins Road, Suite 300, Rose- 
mont, IL 60018, (312) 827-4433 


NEW YORK: Regional Vice-President - East/Bernie Hocks- 
wender, District Managers/Fred LoSapio, Paula Smith, 
Sales Assistants/Linda Pipines, Patricia DeBiase, COMPU- 
TE , Paramus Plaza |, 140 Route 17 North, Pa- 
ramus, NJ 07652 (201) 967-1350 


LOS ANGELES: Regional Vice-President - West/Jan 
Harper, Southwestern Regional Manager/Carolyn Knox. 
Sales Assistant/Bev Raus, COMPUTERWORLD, 18008 


1 
a Circle, Suite 145, irvine, CA 92714 (714) 261- 


SAN FRANCISCO: Regional Vice-President - West/Jan 
Harper, Senior District Managers/Emie Chamberlain, Mi- 
chela O'Connor, District Manager/Alicia Saribalis, Sales 
Assistants/Chris ears Nurit Zekman, Cynthia Yarber 
COMPUTERWORLD, 500 Airport Boulevard, Suite 400, 
Burlingame, CA 94010 (415) 347-0555 


ATLANTA: Regional Vice-President - East/Bernie Hocks- 
wender, District Manager/Melissa Christie Neighbors, 
Sales Assistant/Debra Brown, COMPUTERWORLD, 1400 
orn Drive, Suite 330, Atlanta, GA 30319 (404) 


DALLAS: Regional Vice-President Midwest/Kevin 
McPherson, Southeastern District Manager/Darren Ford, 
Sales Assistant/Brenda Shipman, Ci TERWORLD, 
14651 Dallas Parkway, Suite 304, Dalias, TX 75240 (214) 
233-0882 


WASHINGTON, D.C.: Regional Vice-President - East/Ber- 
nie Hockswender, District Manager/Paula Smith, COMPU- 
TERWORLD, Paramus Plaza |, 140 Route 17 North, Pa- 
ramus, NJ 07652 (201) 967-1350 


CLASSIFIED ADVERTISING SALES: 

Classified Advertising Director/John Corrigan, Marketing 
Director/Derek E. Hulitzky, 375 Cochituate Rd., Framing- 
=e 01701-9171 (800) 343-6474, In MA (508) 879- 
PRODUCT CLASSIFIED ADVERTISING: 

East: Account Manager/Paul Bonarigo, 375 Cochituate 
Rd., Framingham, MA 01701-9171 (800) 343-6474, In 
MA (508) 879-0700 


Midwest: Account Manager/Marie Keyes, 375 Cochituate 
Rd., Framingham, MA 01701-9171 (800) 343-6474, In 
MA (508) 879-0700 

West: Account Manager/Karen Massimino, 375 Cochi- 
tuate Rd., Framingham, MA 01701-9171 (800) 343- 
6474, In MA (508) 879-0700 


RECRUITMENT ADVERTISING SALES OFFICES: 
New England: Regional Manager/Nancy Percival, 375 Co- 
chituate Rd., Framingham, MA 01701-9171 (800) 343- 
6474, In MA (508) 879-0700, Account Executive/Andrew 
Rowe, (800) 343-6474, In MA (508) 879-0700 


Mid-Atlantic: Regional Manager/Warren Kolber, Paramus 
Plaza 1, 140 Rte. 17N, Paramus, NJ 07652 (201) 967- 
1350, Account Executive/Jay Novack, (800) 343-6474 


South-Atiantic: Regional Manager/Katie Kress, 8304 
Professional Hill Drive, Fairfax, VA 22031 (703) 573- 
4115, Account Executive/Pauline Smith (800) 343-6474 


Midwest: Regional Manager/Pat Powers, O'Hare Corp. 
Twr 1, 10400 W. Higgins Rd., Ste. 300, Rosemont, IL 
60018 (312) 827-4433, Account Executive/Ellen Casey 
(800) 343-6474 

West: Regional Manager/Barbara Murphy, 18008 Sky- 
park Circle, Ste. 145, Irvine, CA 92714 (714) 250-0164, 
Account Executive/Christopher Gienn (800) 343-6474 
DIRECT RESPONSE CARDS: 

East: Account Manager/Norma Tamburrino, Paramus Pla- 
za 1, 140 Rte. 17N, Paramus, NJ 07652 (201) 967-1350 
West: Account Executive/Jill Halbert, 18008 Skypark Cir- 
cle, Ste. 145, Irvine, CA 92714 (714) 250-0164 

IDG INTERNATIONAL MARKETING SERVICES: 

Managing Director/Frank Cutitta, COMPUTERWORLD, 375 
Cochituate Road, Box $171, Framingham, MA 01701- 
9171 (508) 879-0700 

West Coast Marketing Manager/Leslie Barner, 3350 West 


Bayshore Road, Suite 201, Palo Alto, CA 94303 (415) 
424-1001 


CW PUBLISHING/INC. 
An IDG Communications Company 
Fritz Landmann/President 
Computerworld Headquarters: 375 Cochituate Road, P.O. Box 9171, Framingham, MA 01701-9171 
Phone: 508-879-0700, Telex: 95-1153, FAX: 508-872-8564 
Senior Vice-President/Associate Publisher, Val Landi 


OPERATIONS Vice President/Operations, Matthew Smith. Business Manager, Mark Sullivan. 
SALES Advertising Director, Carolyn Novack. Classified Advertising Director, John Corrigan. 
Marketing Director, Derek E. Hulitzky. 
Display Advertising Production Manager, Maureen Carter. Classified Operations Manager, Cynthia Delany. 


MARKETING Vice President/Business 


Kevin Harold. 


Communications, Mary Doyle. 


Development, Manager, Marketing 
Account Manager, Marketing Communications, Elizabeth Phillips. Manager, Trade Show & Conventions, Audrey Shohan. 
CIRCULATION Director of Circulation Management, Maureen Burke. Director of Circulation Promotion, Carol Spach. 


PRODUCTION Vice President/Manufacturing, Leigh Hometh. Assistant Production Director, Caro! Polack. 
Production Manager, Beverly Wolff. Art Director, Tom Monahan. 
PUBLISHER'S OFFICE Assistant to the President, Karen Eliott. Assistant to the Senior Vice-President, Libby Levinson. 


Poorer ececcceeeeseseseseseesesesese 


FOREIGN EDITORIAL/SALES OFFICES 


Argentina: Ruben Argento, CW Communicaciones S/A, Av. 
Belgrano 406-Piso 9, CP 1092 Buenos Aires. Phone: (011) 
54 134-5583. Telex: (390) 22644 (BAZAN AR). 

Asia: S.W. Chan, Asian Computerworld Communications 
Ltd., 701-4 Kam Chung Bidg., 54 Jaffe Road, Wanchai, 
Hong Kong, Phone: (011) 852 5 861 3238. Telex: (780) 
72827 (COMWOR HX). FAX: (011) 852 5 86 10953. 


Australia: Alan Power, Computerworld Pty. Ltd., 37-43 Al- 
exander Street, Crows Nest, NSW 2065. Phone: (011) 61 2 
4395133. Telex: (790) AA74752 (COMWOR). FAX: (011) 
61 2 439 5512. 


Austria: Manfred Weiss, CW Publikationen Verlags 
Ges.m.b.H., Zieglergasse 6, A-1070 Wien, Austria. Phone: 
(O11) 43-93-16-31-0 or (O11) 43-93-05-08-0. Telex: 
115542 SCH/A. FAX: (011) 43-93-05-08-33. 

Brazil: Ney Kruel, Computerworld do Brazil Ltda, Praca Flor- 
iano, 19/26 Andar, CEP:20031 Rio de Janiero. Phone: 
(011) 55 21 240 8225. Telex: (391) 21 30830 BR. 


Denmark: Preben Engell, Computerworld Danmark A/S, 
Torvegade 52, 1400 Copenhagen K, Denmark. Phone: 
(011) 45 1955 695. Telex: (855) 31566. FAX: (011) 45 
154 56 14. 

France: Francois Chaussonniere, Computerworld Communi- 
cations S.A., 185 Avenue Charles De Gaulie, 92200 Neuilly 
Sur Seine, France. Phone: (011) 33 14 747 1272. Telex: 
(842) 613234 F. FAX: (011) 33 14 241552. 


; Dezso Futasz, Computerworld Informatika Co., 
Kft. Pf. 386, 1536 Budapest, Hungary, Phone: (011) 36 1 
228 458. Telex: (861) 22 6307 (KSH H). 
italy: Umberto Costamagna, Computer Publishing Group 
S.R.L., Via Vida 7, 20127 Milano, Italy. Phone: (01 1) 39-2- 
2613432. Telex: (843) 335318. FAX: (011) 39 2 282 
0886. 


Japan: Dick Yamashita, Computerworld Japan, Akasaka 
Omotemachi Bidg., Minato-Ku, Tokyo 107. Phone: (011) 
81 3 551 3882. Telex: (781) 252-4217. FAX: (011) 81 3 
582 7239. 


M. Nakamura, IDG Communications, Japan, c/o Marcom In- 
ternational, inc., Akasaka Center Building, 1-3-12 Moto- 
akasaka, Minato-ku, Tokyo 107, Japan. Phone: (011) 81 3 
403-8515. Telex: (781) J27941 (reps for all CW Publishing 
Publications except Computerworld Japan). 

Mexico: Henry Morales, Computerworld Mexico S.A. de 
C.V., Oaxaca 21-2, Mexico City 7 D.F. Colonia Roma, 
06700 Mexico. Phone: (905) 514 4218 or 6309. Telex: 
(383) 177 1300 (ACHAME). 

The Netherlands: Wout Berends, IDG Communications 
B.V., Paulus Polterstraat 18, 1071 DA Amsterdam, The 
Netherlands. Phone: (0) 20-664 64 26. Telex: (844) 18242 
(CWCOM NL). Fax: (20) 79 60 06. 


New Zealand: Martin Taylor, Computerworld Communica: 
tions Ltd., 2nd Floor, 15 Augustus Terrace, Pamell, Auck- 
land, New Zealand. Phone: (011) 64-9-779-902. Fax: 
(011) 64 9 774 604. 


Norway: Morten Hansen, CW Norge A/S, Hovinveien 43, 
0576, Oslo 5, Norway. Phone: (011) 472 647725. Telex: 
(856) 76476 (CW NOR N). FAX: (011) 47 268 0152. 


People’s Republic of China: Chen Mingkun, China Compu- 
terworld, 74 Lu Gu Road, Box 750, Beijing 100039, Peo- 
ple’s Republic of China. Phone: (011) 47 814 0044. Telex: 
(716) 222214 (CCW CN). 


Spain: Paco Zabala, CW Communications, S.A., Rafae: 
Calvo, 18, 48, 28010 Madrid, Spain. Phone: (011) 34 1 
419 4014. Telex: (831) 45522 (CW E). FAX: (011) 341 
419 61 04. 


Sweden: Bengt Mamfeidt, CW Communications AB, Sodra 
Hamnvagen 22, S-115 41 Stockholm, Sweden. Phone: 
(011) 46 8 67 91 80. Telex: (854) 14904 9 (NOVACW). 
FAX: (011) 46 8 65 3132. 


Switzerland: Gebhard Osterwalder, CW Publikationen AG, 
Witikonerstrasse no. 15, Postfach 253, CH - 8030 Zurich, 
Switzerland. Phone: (011) 41 1 55 10 77. Telex: (845) 816 
710 (CWC! CH). FAX: (011) 41 1 55 1135. 


Talwan: Leona Wang, ACE Media Agency Co. Ltd., P.O. 
Box 26-578, Room 503#1, Fu Hsin, S. Road Sec 1, Taipei, 
Taiwan, R.O.C. Phone: (011) 886 2 721 4302. Telex: (785) 
14142 (ACE GROUP). (Representative for all CWC! pubiica- 
tions). FAX: (011) 886 2 731 0420. 


London: Martin Durham, CW Communications Ltd., 99 
Grays inn Rd., London, WCi 8UT, United Kingdom. Phone: 
(011) 44 1 831 9252. Telex: (851) 262346 (THEPUB G). 
FAX: (011) 44 1 405 2347. 


United Kingdom: Colin Smith, Oliver Smith & Partners, 18 
Abbeville Mews, 88 Clapham Park Road, London SW4 78x, 
United Kingdom. Phone: (011) 44-1-978-1440. FAX: (011) 
44-1-978-1550. 


Venezuela: Kalman von Vajna Nagy, CW Comunicaciones, 
C.R.L. Tore Maracaibo, Piso 13, Oficina H, Av. Libertador, 
Caracas, Venezuela. Phone: (011) 58 2 72 76 30. FAX: 
(011) 58 2 724970. 


West Germany: Eckhard Utpade!l, CW Publikationen Ver- 
lagsgeselischat mbH, Rheinstrasse 26/28, Postfach 40 
0429, 8000 Munich 40, West Germany. Phone: (011) 49 
89 360860. Telex: (841) 5215350. (COMW D). FAX: (011) 
49 89 3 60 86109. ; 


Peeoeereccecssesseseseceseseseseeess 


IDG COMMUNICATIONS/INC. 


Patrick J. McGovern 
Board Chairman 


Axel Leblois 
Vice-Chairman 


William P. Murphy 
Vice President/Finance— 


Compatonsantte 5 eaeeneee (Se Cees the world’s largest publisher of computer-related information. 1DG 
computer publications in 33 countries. Fourteen million people read one or more IDG 
publications 


Contribute to the IDG News Service offering 
Publications 


Venezuela; WEST GERMANY'S Computerwoche, Information Management, PC Welt, PCWoche, Run/Run Speciais. 


JULY 24, 1989 


ADVERTISERS INDEX 


Andersen Consulting.............C3 
AT&T Paradyne...............58-59 


Banyan Systems. ..................40 
Bull Worldwide Information 
ET 


Compaq Computer ..........22-23 
Computer Associates ........3,68 
CW Circulation ..................... 98 
CW Premier 100..............62-63 


Data Design Group. .69 
Data General Corp.. 

re © 
Data/Ware ...........c0ccceseeeeeeee 12 
NR ooo eracesvacesiicncanns veeeee 84-35 
Dynatech Communications....50 


Eastman Kodak seccecucenso a 


Gandalf Technologies ........ <ioe 


Hayes Microcomputer ...........44 
Hewlett-Packard... 36-37,48-49 


ooo asiisis seienicssexecss eed Cte 
Information Builders .............55 
Wiis sccisccscisccevessesccs kOrhe 
Innovation Data Processing..... 7 
Intergraph Corp. ................... 66 
IPL Systems ................000000. 80 


Leasametric................00.00+++- 56 
LGRONE COED acscccsscsesevessecassee  & 


Mansfield Software Group.....60 
McCormack & Dodge .. .C4 
Micro Focus ............-... 

Mitron Systems Corp............14 
Multi-Tech Systems. .........42-43 


Northern Telecom............74-75 


No csperenihccasioecesicnee 
On-line Software Int’l............96 
Oracle Corp.............0...- 9,13,15 


ParcPlace Systems...............20 
Pilot Executive Software .......27 
Platinum Technology....... 

Prime Computer Corp. .....70-71 


SAS Institute........................24 
Se oo isiccrtcccenkancoacerennc el 
Software AG..............020e000002 47 
Software Engineering of 
PM asec concaccacecnstcctecaie te 
SIG ravi cscicccidccvadexiaccucescucdoel 


TBS Software.............0.0se00008 29 


Unisys ...... --- 28-29 
SI I eo eiesccceacencavsacarsesue 


Wyse Technology.................57 


Zenith Data Systems............61 


This index is provided as an additional service. The publisher does not assume any liability for errors or omissions. 


Have A Problem With Your Subscription? 


We want to solve it to your complete satisfaction, and we want to do it fast. 


Please write to: 


COMPUTERWORLD, P.O. Box 2043, 


Marion, Ohio 43305-2043. 


Your magazine subscription label is a valuable 
source of information for you and us. You can 
help us by attaching your magazine label here, or 
copy your name, address, and coded line as it 
appears on yur label. Send this along with your 


correspondence. 


Address Changes or Other Changes to 


Your Subscription 


All address changes, title changes, etc. should be 
accompanied by your address label, if possible, 
or by a copy of the information which appears 
on the label, including the coded line. Please 


allow six weeks for processing time. 
Your New Address Goes Here 


Name 
Company 


Address 


City State Zip 





Address shown: C) Home _ OC Business 


Other Questions and Problems 











It is better to write us concerning your problem and include the magazine 
label. Also, address changes are handled more efficiently by mail. However, 
should you need to reach us quickly the following toll-free number is 


available: 


TH 


1-800-669-1002 


Outside U.S. call: (614) 382-3322 


P.O. Box 2043, Marion, Ohio 43305 


COMPUTERWORLD 








NEWS 


STOCK tere | 
TRADING INDEX | CO™Puterworld Stock Trading Summary 


a Semiconductors 
52-WEEK CLOSE WEEK 


WEEK 
aor RANGE WLY19, NET PCT 
eee e ee [ects 1989' CHNGE CHNGE ADV MICRO DEVICES INC 
1 sap soo [TTT 1] Bl DEVICES 
stock index [7 


— me 
—Te 


Rao-~woN~ 
bho 


Communications and Network Services 


~ 


SRBB 
oh-aRo 


>zZzZZO0OCOZZ 
snd 

aae 

o8~8 


S=-owns==—S06 
b= aOOWWR =e 
CodWHOKOWKW 


62 
24 

7 
37 


- 


obe- 


Bakwak 
Pik 


Nedhoo 





OnNOOas Oe 


—OUIN-BOAtBDS 


—— ee 


> 


@nWnn 
be oS=pyppyps 


aaunaddod 


| Communications 

| Computer Systems 

Software & DP Services 
Semiconductors 57.8 
— & Subsystems 81.4 
| Leasing Companies 113.4 

| Composite Index 90.1 ae 
| S&P 500 Index 138.5 


Ne 
B-uonnnon 
- 


ZOZZZHZFZOZOZOZZOZOO 0000000 ZZZOZ0O02 


BBSLFoFRBBSRS=—LGBann SLoBwoBSs~ 
BaSsRuBBRrorawsoBwaw Iiak-w8B 
H+oesos0-s0999999=999 $-Sh050-5590~-=— 
D=-DN——-B-OWOUN-aADMOUOWR ——BOW-BW~-BOU~ 
ROKLOH--S-ONOS—ONOEM Sb aH —-—Sh-: 
BAULTW=—-NEOWOKHWNWONOUH VaRwDONOWES-O-BDO 


DOSK=cOwBNOS 


— Dame 
@BwWeOe-nNouwue 


gs 





ALLIANT COMPUTER SYS 6 
ALPHA MICROSYSTEMS 8 
ALTOS COMPUTER SYS 

AMDAHL CORP 


Nn 
aw 
- 
eH NROBNSWOONDNDAMOODHRONESONNOUWUO~—OO 


B= b-WO-0CO0OW-OUN-BWOW--00——bWaWOOaUNDS 


ZO ZO Z00 ZO ZOOO ZOO0O0000006 ZZ FO POOOO ZO 
edososornodsoodsso00s$00w00~-$55~—=5500 


Qanw 
BoSo=Naaao~-e 
r-S8-=yor 


8 
a 


Leasing Companies 
AMPLICON INC 115 11 
CAPITAL ASSOC INTNL INC 9 = 
0 
3 
3 
5 


So°09999 
-—wuowoouw 
H=2wowow 
PWWOWON 


; 
i 


EXCH:N=NEW YORK;A=AMERICAN;Q = NATIONAL 


Let down 


Despite positive announcements, 
IBM shares drop off slightly 


Good news does not always lead to higher 
stock prices. IBM found this out when, after 
announcing a strong second-quarter earn- 
ings report, a patent-licensing agreement 
with Compaq Computer Corp. and software 
development plans with American Manage- 
ment Systems, Inc., its shares fell 2 points to 
close Thursday at 112%. AMS, however, 
shot up 1% points to close at 12%, and Com- 
paq climbed 1% to 93%. 

Sequent Computer Systems, Inc. also had 
a big week after releasing a much brighter 
earnings report than analysts had expected. 
The parallel processing systems supplier’s 
stock rose 3% points to close at 26%. Also 
announcing strong earnings, Tandem Com- 
puters, Inc. finished at 19%, up 1% points. 

Despite announcing lower second-quar- 
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Microsystems, Inc. Lotus stock closed at 25 
points. The pact failed to stir Sun’s shares, 

which dropped % of a point to close at 1642. 
On the downside, Intel Corp., which 
reached an agreement to supply AT&T with 
personal computers, fell 1% points to close 
at 28%. Fellow chip-maker Motorola, Inc., 
however, finished up 2% points at 56%. Cray 
Research, Inc. continued to drop, finishing at 

43%, down 3%. Digital Equipment 
also declined, ending at 93%, off 2 points. 
JOSEPH J. FATTON 
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BY JAMES DALY 
CW STAFF 


MOUNTAIN VIEW, Calif. — 
Sun Microsystems, Inc. and Lo- 
tus Development Corp. last 
week teamed up in a software 
development pact aimed square- 
ly at introducing Unix to the gen- 
eral-business office in which 
IBM-sanctioned operating sys- 
tem software now dominates. 
Although both companies re- 
fused to reveal either product 
specifics or a ship date, Lotus has 
agreed to develop products for 
Sun’s three computing plat- 
forms: the Scalable Process- 





Sun 


FROM PAGE 1 


Street doesn’t see this opportu- 
nity five years out. They get paid 
every third nanosecond. They 
don’t know how to deal with a 
company that is taking as big a 
swipe at the computer industry 
as we are.” 

Internally, employees say the 
mood remains upbeat, albeit 
guarded. Most employees now 
realize that the increasingly 
combative workstation market 
is one battleground where few, if 
any, will emerge unscathed. 
“‘We’ve all come to the realiza- 
tion that Sun is not going to take 
over the world like people 
thought a few years back,” said 
one Sun employee who request- 
ed anonymity. “We’re not the 
only game in town anymore, but 
if you consider the problems of 
DEC, IBM or HP/Apollo, we 
look pretty good.” 

Although employee reviews 
of McNealy are externally posi- 
tive, the occasional barb slips in. 


or Architecture-based worksta- 
tions, the Motorola, Inc. 68000- 
based Sun-3 line and the Intel 
Corp. 80386-based Sun 3861. 
The absence of general-busi- 
ness application software has 
kept Sun from making significant 
inroads in all but the power- 
hungry financial community. 
Analysts said the alliance is a 
natural fit for both companies. 
With the stroke of a pen, Sun is 
quickly aligned with a firm fam- 
ous for general-application soft- 
ware — including the best-sell- 
ing 1-2-3 spreadsheet program 
— while the Cambridge, Mass.- 
based Lotus enters the running 


“He’s not as incompetent as a lot 
of the managers in the computer 
industry,” noted one backhand- 
ed review compliment. 


Still, the loss 
of some of Mc- 
Nealy’s top gen- 
erals promises to 
make his job that 
much more diffi- 
cult. No replace- 
ment has yet ap- 
peared for No. 2 
man Bernard J. 
Lacroute, who 
served as the 
vice-president in 
charge of product 
and technology 
development and 
left in April, claiming that the 
hectic pace of the company had 
become too wearing. Although 
rumors have also surfaced that 
the position of chief operating of- 
ficer may be soon be created 
within the company, no official 
confirmation has appeared. 

McNealy has not ruled out 
some reshuffling of Sun’s corpo- 
rate structure but has stopped 


Some spots on Sun 


un’s future has become 


more difficult to 


considerably 
predict since a series of closely bunched hot spots be- 
gan to bedevil the company. Some of the more recent _ 


Sun-spots: 
eet 12, the day Sun hoped to monopolize indus- 
the much-ballyhooed 


ting 
leapfrogged Sun as the No. 1 vendor in that market. 
e On June 4, a fumbled cutover from a HP minicomputer to an 


IBM-compatible 
thousands 


complex was blamed for delaying 


mainframe 
of orders. With revenue suddenly far behind expec- 
tations, Sun President Scott McNealy conceded that Sun could 
soon experience its first quarterly loss since it went public in 


1986. 


e Eleven days later, Chief Financial Officer Joseph A. Graziano 


said he was jumping 


ship to assume the same title at Apple 


© On July 1, a hiring freeze on all but the sales and support staff 


went into effect. 


e The company has also said that it will delay its move into a 
new building in Palo Alto as weil as the staffing of a new plant in 
Scotland. 
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Sun’s McNealy: too 
much to handle? 
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Sun, Lotus gang up in Unix push 


for lucrative government con- 
tracts, which often require Unix 
compatibility. 

Earlier in the week, Sun had 
furthered its thrust toward the 
general-business market with a 
similar technology and market- 
ing agreement with Sybase, Inc. 
Arrangements are also expected 
next month with other relational 
database vendors. 

The alignment with Sun 
marks a fundamental change for 
Lotus, which had previously sold 
to an exclusively IBM-compati- 
ble environment. “Our strategy 
has evolved,” said Frank Moss, 
vice-president of networked ap- 


short of calling it a reorganiza- 
tion. “There is a very strong 
trend toward simplification and 
focus,”’ he said. 

The result has 
been industry 
ataxia, with some 
of McNealy’s har- 
shest critics sug- 
gesting that Sun 
keep an eye out 
for a more well- 
rounded execu- 
tive in much the 
same way that ex- 
Pepsico, Inc. Pre- 
sident John Scul- 
ley was brought 
in to bolster Ap- 
ple Computer, 
Inc. and subsequently unseat co- 
founder Steve Jobs. 

Company veterans also indi- 
cated that McNealy may have a 
vision of the company to which 
increasing numbers of employ- 
ees no longer subscribe. Robert 
Smith, a board member of Santa 
Clara, Calif.-based Insite Peri- 
pherals, Inc. who served as Sun’s 
first chief financial officer from 
1983 to 1987, said he believes 
Sun has divided into two camps: 
veteran employees still adhering 
to the near-religious fervor that 
fueled Sun’s early rapid growth 
and greenhorns devoid of such 
total body-and-soul commit- 
ment, for whom Sun is merely a 
good place to work. 

“This division is happening at 
higher and higher levels,” Smith 
said. “In the mind of McNealy, 
everyone is still on this crusade, 
but this is just not the case any- 
more. That’s why we see the 
slipups happening.” 

The result has been that the 
company’s lofty expectations 
have sometimes crashed far 
short of goals. McNealy recently 
admitted, for instance, that or- 
ders for older Sun products were 
stronger than forecast while or- 
ders for the new products, such 
as the Sparcstation 1, have 
lagged [CW, June 5]. 

“Sun never doubted the un- 
questioned success of their new 
products, and that assumption is 
now having big repercussions,” 
said Bruce Jenkins, a vice-presi- 
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“The 


plications and systems. 
picture we see now is one in 
which users have a variety of 


LANs interconnected ... and 
we believe Unix is the way for 
this to happen.” 


It couldn’t hurt 
Analysts said the move will help 
Lotus, which has recently suf- 
fered through several down 
quarters, keep all the bases cov- 
ered. “Lotus may not be com- 
pletely convinced that the 
changeover from DOS to Unix 
will occur, but they sure want to 
be there if the swing does hap- 
pen,” said Michael Slater, editor 
of the newsletter “‘Microproces- 
sor Report.” 

Although company officials 
were enthusiastic in their mutual 





backslapping, Sun President 
Scott McNealy was careful to 
limit the scope of the announce- 
ment. ‘‘Read my lips: There is no 
product announcement here to- 
day and no ship date,” he said. 
“‘We won’t discuss a product un- 
til we have one ready to go.” 

Lotus officials, however, said 
they are well along in their de- 
velopment cycle, and the move 
has been relatively easy because 
it is not acomplete rewrite of Lo- 
tus applications. ““We’re going 
to use the same code that’s going 
into the mainframe version of 
Lotus’ 1-2-3/M,” said Chris 
Wraight, product manager for 
the forthcoming product. 

West Coast Bureau Chief 
Jean Bozman contributed to 
this report. 





dent at Daratech, Inc., a re- 
search firm in Cambridge, Mass. 
“Management needs to pay at- 
tention to these details.” 

However, company veterans 
also argue that it is unfair to 
question the firm’s resilience 
based on a few skid marks. 
“Sure there are going to be 
some ups and downs, but I feel 
pretty good about their future,” 
said Vinod Khosla, a co-founder 
of Sun who now serves as presi- 
dent of Dynabook Technologies 
Corp. in Pleasanton, Calif. 

Nevertheless, the bloom is 
now most definitely off the rose. 

“Sun is facing some very in- 
tense and public growing pains,” 
ex-CFO Smith said. “It still 
wants to be a kid, pursuing what- 
ever strikes its 





RISC horse race, it lagged far be- 
hind, with 25% of the total units 
shipped, IDC noted. 

In addition to encouraging de- 
velopment of low-cost Sparc- 
based clones, Sun has also tried 
to gain market share by playing 
price-cutting hardball. Nagging 
questions linger about how long 
Sun can play that game with a 
$50 billion company like IBM, 
which may simply be content to 
absorb slim profit margins on its 
desktop line until Sun runs out of 
breath. 

Company officials, however, 
claim they saw this train coming. 
“We started in this business with 
the understanding that our mar- 
gins would be lean,” said Direc- 
tor of Investor Relations Austin 

Mayer. “Sun is a 


fancy and pos- lot better posi- 
sessing unlimited tioned to deal 
energy, but it’s with low margins 
grown into an than IBM or 
adult.” DEC, who've got 
Once the un- to financially feed 
challenged work- layer upon layer 
station market of bureaucracy.” 
leader, Sun has Analysts also 
found itself fight- warn that Sun 
ing battles on should be careful 
several fronts. not to let its high- 
Digital Equip- Dynabook’'s Khosla level tactical er- 
ment Corp. and feelsgood about Sun rors filter down 
IBM are pushing and alter the pub- 
toward the desktop with a new __lic perception of the company. 


vigor; DEC introduced the 2100 
Unix workstation last Tuesday, 
and a revamped RT is expected 
from IBM this fall. Hewlett- 
Packard Co. is offering a 90-day 
free trial of its workstations. 

Sun also faces stiff competi- 
tion in selling its Scalable Pro- 
cessor Architecture (Sparc), 
where it is pitted against several 
other reduced instruction set 
computing (RISC) architectures 
by such companies as Intel 
Corp., Motorola, Inc., Inter- 
graph Corp. and Mips Computer 
Systems, Inc. 

So far, Sun has faced a tough 
uphill battle in that area. Inter- 
graph was No. 1 in the RISC 
market last year, accounting for 
more than 39% of total RISC sta- 
tions shipped, according to In- 
ternational Data Corp. (IDC). Al- 
though Sun finished next in the 


So far, that has not happened. 
Despite concerns, Sun remains 
the darling of the desktop power 
user. “If we stopped ordering 
from every company that occa- 
sionally has a botch-up, there 
would be nobody that we’d buy 
from,” said Bush Karbal, asso- 
ciate director in charge of ad- 
vanced technology support at 
Bear Stearns & Co., Inc. in New 
York. 

Most observers predict that 
Sun has the intestinal fortitude 
to weather the shifting winds of 
change and could ultimately 
emerge as a more mature and 
savvy venture. “The issue here 
is not whether Sun is a good 
company; it is,” Montgomery 
Securities’ Ossad said. “But now 
we're going to see if it’s going to 
rise above all this to become a 
great company.” 
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Putting a price on PC information 


BY MICHAEL ALEXANDER 

CW STAFF 
When the thief who cleaned out a 
tax consultant’s office in Silicon 
Valley realized that one of the 
personal computers he had sto- 
len contained client tax records, 
he downloaded the information 
from its hard disk onto 20 flop- 
pies and mailed them to the vic- 
tim. 

The sympathetic thief real- 
ized that without the tax returns, 
the consultant would quickly be 
out of business. “It’s the only 
case so far in which the thief rec- 
ognized that the information had 
more value than the PC itself,” 
said Donn Parker, a security ex- 
pert at SRI International, a man- 
agement consulting firm in Men- 
lo Park, Calif. 

It is probably inevitable, 
Parker warned, that at least 
some thieves will start realizing 
that the real money is not in 
fencing stolen PCs but in resell- 
ing the information they con- 
tained to a company’s competi- 
tors or holding it up for ransom 
to its owners. 

“Information theft” is being 


a 
Prison 
FROM PAGE 1 


had the ability to store data “that 
may be a threat to the orderly 
operation of the institution,” 
said Tom Rolfs, assistant direc- 
tor of the division of prisons. 

Rolfs said the realization that 
so much data could be stored out 
of easy reach of prison staff and 
the appointment of a new prison 
director this past winter were 
the major reasons for the 
computer-use policy change 
issued last month. 

There is a chance the 3- 
year-old program will get a 
reprieve. Last week, in- 
mates were notified that 
while the computers were 
to be either shipped out of 
the institution or confiscat- 
ed July 21, a final decision on 
the program would not be 
made until late August. 
Rolfs said the reconsider- 
ation was due in part to lob- 
bying by the computer in- 
dustry. Interested organiz- 
ations include Redmond, 
Wash.-based Microsoft 
Corp. and Autodesk, Inc., 
based in Sausalito, Calif. 

According to officials, ev- 
ery man whose record qualified 
him to have a personal computer 
either had one last week or had 
one on order. All the inmates had 
to pay for the computers out of 
their own funds or have the 
hardware donated to them. At a 
pay rate of no more than $30 per 
month, the computers cost them 
an average of 10 years’ salary. 

“This institution originally 
supported the program because 
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given a careful mulling over by 
many insurance and security ex- 
ecutives these days. How to de- 
fine and value information so 
that it can be properly protected, 
even insured, is much more of an 
issue, in part because PCs are 
now sO common in 
corporate America. 
The Information 
Systems Security As- 
sociation, Inc.’s Cor- 
responding Commit- 
tee on Information 
Valuation has spent 
more than a year ham- 
mering out definitions 
that it hopes will enable the in- 
surance industry and others to 
define and value information. 
The committee convened in 
St. Louis this month to “‘deliver 
the final cut on terminology, de- 
liver a preliminary cut on factors 
of whether and how to value in- 
formation and take a first cut at a 
methodology for valuing infor- 
mation,” said Will Ozier, presi- 
dex: of Ozier, Perry & Asso- 
ciates, a computer security 
consulting firm in San Francisco. 
Ozier is also chairman of the 
ISSA’s Committee on Informa- 


we thought [PCs] would be like a 
TV. That thinking is no longer in 
vogue,” said Jim Evans, intelli- 
gence officer for the Washington 
State Reformatory. 

Evans said that requirements 
to have a computer in the cells 
were “clearly modifying behav- 
ior” and creating less of a disci- 
pline problem for the staff. 

However, Mike Woods, asso- 
ciate superintendent of security, 
said that he could not pin down 
any direct effect on discipline. 


The program was started 
three years ago by Max Lewis, 
an on-site computer systems 
teacher for Edmonds Communi- 
ty College. Lewis also credits 
John Anderson, a convicted mul- 
tiple murderer, with helping 
him 


Many of those with comput- 
ers, such as Anderson, have lit- 
tle chance of release. But, An- 
derson said, some still want to 


tion Valuation. 

“Can the potential value of in- 
formation be insured?” asked 
Marr Haack, director of market- 
ing, electronics and information 
technology at St. Paul Fire and 
Marine Insurance Co. in St. Paul, 

Minn. “That is the 
tricky part, and a 
number of people in 
the insurance and in- 
formation industries 
are trying to come up 
with an answer for it,” 
he said. “It’s an 
emerging area of risk 
management that re- 
quires more work.” 

Most insurance companies 
are going to be skeptical of what- 
ever value a company wants to 
place on its information, Haack 
pointed out. If the company rec- 
ognizes that its information is 
valuable, then it would be better 
off looking at ways to minimize 
the potential of losing it, he said. 
“Use common-sense procedures 
to protect the data, not the box.” 

Even the most rudimentary 
computer equipment policy will 
cover the cost of reproducing in- 
formation lost to theft or other 


keep their brains from “turning 
to tapioca with a steady diet of 
television.” 

The convicts acknowledge 
that some who learn computers 
could use their computer skills in 
acriminal manner. 

Still, The Prisoners Users 
Group feels that the state is tak- 
ing away the potential to develop 
programming skills on their own 
time and with their own funding. 
Although no records have been 
kept, the handful of inmates that 


Prison inmates hope for a reprieve from the removal of their PCs 


have been released after taking 
part in the program have stayed 
out of prison. One success story 
is Bill Boone, who, after serving 
his time, now works as a comput- 
er-aided design operator for a 
Seattle engineering _firm. 
“These guys are trying to ad- 
vance themselves. A portion of 
them are trying to do scams, but 
to take away their [PCs] does 
more damage. You have no 
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means, but none cover the value 
of the information itself. 

tting a value on a compa- 
ny’s information would be diffi- 
cult, even if insurance to cover it 
were available, said Michael 
Ridgway, vice-president of sys- 
tems at Grange Insurance Co. in 
Columbus, Ohio. “‘Obviously, the 
cost to re-key the data is infini- 
tesimal compared to the actual 
value of the data itself in the 
wrong hands,” he said. 

It is difficult to put a value on 
information because it is often 
intangible, and its value goes be- 
yond whatever it costs to ac- 
quire, develop or maintain it, 
ISSA’s Ozier explained. 

“What use is made of the in- 
formation, its criticality to the 
mission of the organization, how 
long can the organization go 
without the information and sev- 
eral other factors contribute to 
the value of information,” he 
said. 

Information also has different 
values to different groups. Au- 
thorized users of a company’s in- 
formation may not even recog- 
nize that the information has 
value beyond its identifiable 
costs, while a thief who can sell it 
to a competitor does, for exam- 
ple. 


hope,” Boone said. 

One skill not available on the 
program was the ability to use 
modems, according to Lewis. 
He added that the only calls go- 
ing out have to be made collect. 

Yet the lack of access to the 
outside world has not deterred 
prison officials and staff from 
thinking that the PCs were being 
used for illicit purposes. 

Guards are afraid that con- 
victs can keep track of them via 
computer. “Computers are a 

very strong source of infor- 
mation. The criminal ele- 
ment here can take advan- 
tage of it,”’ officer Theodore 
Bucher noted. 

Security officer Woods 
said that having computers 
in the cells took too much of 
his guards’ time. “Ninety 
percent of the staff don’t 
like it,” he said. Peripherals, 
down to each cable, had to 
be indexed, and prison offi- 
cials were supposed to know 
what was on each disk, a 
time-consuming endeavor. 
There is also a certain 
amount of resentment be- 
tween inmate computer us- 
ers and prison staff. Inmate 
Michael McVay said that a 
guard told him, “We can’t 

have you guys smarter than we 
are.” 
If the in-cell computers do not 
get a reprieve by the end of Au- 
gust, Lewis, as well as other 
teachers and prison officials, are 
hoping to expand the hours of 
the computer lab to allow for 
programming homework. If his- 
tory is any indication, it is unlike- 
ly that funds will be made avail- 
able for this expansion. 











Antivirus 
legislation 
proposed 


BY MITCH BETTS 
CW STAFF 


WASHINGTON, D.C. — USS. 
Rep. Edward J. Markey (D- 
Mass.), after chairing a hearing 
on the Internet virus last week, 
authorized his subcommittee 
staff to draft antivirus legislation 
with the help of Arlington, Va.- 
based Adapso, the computer 
software and services industry 
association. 

Markey, chairman of the U.S. 
House of Representatives’ Sub- 
committee on Telecommunica- 
tions and Finance, said the panel 
will ‘move forward in a deliber- 
ate but speedy fashion. . . tocre- 
ate a significant disincentive”’ for 
malicious software attacks. 

The legislation is likely to 
start with Adapso’s proposed 
amendments to the Computer 
Fraud and Abuse Act of 1986, 
which covers unauthorized ac- 
cess to federal computers [CW, 
Nov. 4]. John E. Landry, execu- 
tive vice-president of Cullinet 
Software, Inc. and chairman of 
Adapso’s virus subcommittee, 
urged Congress to amend the 
law to specifically cover ‘“‘com- 
puter program tampering.” 


Need stronger definition 
Landry also said the amend- 
ments should better define the 
word “‘access,”’ include the con- 
cept that harm is caused by the 
disruption of computer systems 
and ensure that laptop comput- 
ers are covered. 

At the hearing, the U.S. Gen- 
eral Accounting Office (GAO) 


| endorsed the concept of amend- 
| ing the 1986 computer-abuse 


law to cover viruses and to make 
prosecutions easier. ‘Legisla- 
tion directed at computer virus- 
type incidents could eliminate 
the uncertainty regarding the 
applicability of current laws,” 
the GAO said. 

Michael M. Roberts, vice- 
president of networking for a 
university consortium called 
Educom, cautioned that the leg- 
islation should be carefully 
drawn so that it does not restrict 
the free flow of information over 
research networks or discrimi- 
nate against students. 

The GAO, in a report on the 
Internet worm attack last No- 
vember, recommended that the 
White House Office of Science 
and Technology Policy fill an In- 
ternet management void and be- 
come the security watchdog. 

However, Markey said he will 
make an independent decision 
about which government agency 
should have responsibility for In- 
ternet, a web of interconnected 
research networks. 
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Excel, will be able to issue com- 
mands to an SQL server,” said 
David Passmore, a partner at 
Network Strategies/Ernst & 
Young, although he added that 
the company is not there yet. 
Users should thoroughly test in- 
teroperability between each ap- 
plication and server, since each 
vendor may have a slightly dif- 
ferent SQL, Pass- 
more said. 

Passmore also 
suggested that 
companies such 
as Kodak should 
look into a variety 
of options before 
they decide on 
one vendor’s 
server solution. 
While Kodak is 
definitely moving 
toward a distrib- 
uted LAN data- 
base server archi- 
tecture, it has by no means 
committed to any given technol- 
ogy to get the company there, 
Savarese emphasized. 

In Kodak’s pilot system, IBM 
Personal Computers will use 
personnel and payroll software 
from Peoplesoft in Walnut 
Creek, Calif., to access data from 
Gupta Technologies, Inc.’s SQL- 
based DBMS, which will reside 
onan OS/2 server. 

One reason Kodak chose 
3Com’s networking software af- 
ter evaluating competitive prod- 
ucts from IBM and Novell, Inc. 
was that, at the time, only 


Kodak’s Savarese 


3+Open supported remote 
workstation connections at rates 
of up to 9.6K bit/sec., Savarese 
said. This will become a key fea- 
ture when Kodak’s windows-ori- 
ented applications become more 
widely used and ‘“‘a tremendous 
amount of data gets sent across 
those lines,” he added. 

Even now, with the pilot just 
going in and the 9.6K bit/sec. 
links up and running, Savarese’s 
group has uncovered some re- 
sponse-time problems, which re- 

late less to line 
speed than to 
how the applica- 
tion, DBMS and 
possibly the mo- 
dems handle the 
data, he said. 
While 3Com’s 
3+Open has not 


network system 
is unlikely to har- 
bor any major 
problems beyond 
the usual early bugs, said Dale 
Kutnick, president of Westport, 
Conn., consulting firm The Meta 
Group, Inc. 

The larger challenges for Ko- 
dak, Kutnick said, are operation- 
al, administrative and control as- 
pects of the LAN. “‘Once you put 
up distributed shared databases, 
you enter a whole new realm in 
terms of management require- 
ments, including integrity and 
data synchronization issues,” he 
said. 

Besides supporting human re- 
sources staff, the 3Com system 
will provide employees through- 
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out the company with a quick, 
easy way to view and update 
their own personnel records on 
the LAN servers. 

Kodak developed software in- 
ternally based on IBM’s Infowin- 
dows that allows users to query 
the system using a touch screen 
on an IBM PC. Such PCs would 
be installed at kiosks around the 
company, he added. 

If the pilot works and is ac- 


cepted by users and if Kodak de- 
cides that this is the way it wants 
to handle its business — “all 
very large ifs,” Savarese said — 
the system could be installed in 
300 or more LANs throughout 
the world. Kodak would then 
move all of its human resources 
data off the host and onto serv- 
ers. 

The hosts would be retained, 
at least temporarily, and LAN- 


to-host links installed, so that us- 
ers can access other types of 
data, such as general ledger, Sa- 
varese said. 

In addition, while LAN users 
could communicate with one an- 
other via 3Com’s 3+ Open Mail, 
the current host-based corpor- 
atewide electronic mail system, 
based on IBM’s Professional Of- 
fice System, would be retained, 
he added. 


EDS no longer in Kodak picture 


BY CLINTON WILDER 
CWSTAFF 


astman Kodak is renowned worldwide 
for its color film and processing, but 
its negotiations for an outside vendor 
to run its data centers now have only 
one color: Blue. 

Kodak confirmed last week that it has broken 
off negotiations with Electronic Data Systems 
Corp. (EDS) and is talking solely with IBM 
about a closely guarded project to farm out 
some or all of its Rochester, N.Y., area informa- 
tion systems operations to a services provider 
{CW, June 19]. Even though both companies are 
longtime Kodak vendors, the decision to drop 
EDS came as a surprise because IBM submitted 
a proposal for this project several months after 
EDS. 

“What IBM had to offer was closer to what 
we wanted,” said Bill Brautigam, a member of 
the negotiating team for the project and an IS 
employee at Kodak. “‘As you go through a pro- 
cess, you look at things differently.” 

Brautigam said the dropping of EDS does not 
indicate a change in Kodak’s goals for the proj- 
ect, which may involve building a new data cen- 


ter to consolidate the three centers Kodak runs 
in the area. However, a source within Kodak 
said IS employees were not happy about the 
prospect of working for EDS and preferred 
IBM’s proposed approach, which the source 
said is more of a joint partnership with Kodak IS 
management. 

“EDS goes in with kind of a hatchet, elimi- 
nates bodies, orchestrates, coordinates and 
economizes,” said Stephen McClellan, a com- 
puter services industry analyst at Merrill Lynch 
& Co. “‘That’s their job, and that’s what they do 
well. Hardware is another thing they try to 
squeeze. I suspect that might not be IBM’s ap- 
proach.” 

At least one proposal currently being dis- 
cussed would consolidate Kodak’s data centers 
at corporate headquarters and two Rochester 
manufacturing facilities, the Kodak Apparatus 
Division and Kodak Park. Negotiations with 
IBM are in the final stages and an announce- 
ment could come very soon, sources said. 

If consummated, the agreement could be a 
major coup for IBM’s push into commercial sys- 
tems integration and services and would make 
Kodak one of the largest companies to opt for 
outside management of the IS function. 


Andersen exec joins competitor CSC 


BY CLINTON WILDER 
CW STAFF 


CAMBRIDGE, Mass. — Consul- 
tant Melvyn E. Bergstein, who 
helped build Andersen Consult- 
ing’s huge commercial informa- 
tion systems services business, 
will now try to do the same for a 
major Andersen competitor, 
Computer Sciences Corp. (CSC). 

CSC hired Bergstein last 
week as senior vice-president of 
newly formed CSC Consulting, a 
unit consolidating the commer- 
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cial systems integration and con- 
sulting firms that CSC has ac- 
quired in the past three years. 
CSC, a longtime leader in federal 
government IS projects, is try- 
ing hard to crack the commercial 
sector, and tapping Bergstein is 
its latest move in that direction. 
Bergstein, 47, will report to 
Thomas P. Gerrity, president of 
CSC Consulting and former 
chairman of Index Group, Inc., 
the senior-level IS consulting 
firm that CSC acquired last year. 
Analysts said landing Berg- 


stein was a significant coup for 
CSC to position itself in commer- 
cial IS. “He may bring the most 
practical commercial experience 
of all those groups,” said Doug- 
las Wilder, manager of Input, 
Inc.’s systems integration pro- 
gram in Vienna, Va. CSC Presi- 
dent William Hoover “‘is really 
focused on getting the right peo- 
ple in place to make the commer- 
cial business work.” 

Bergstein, a colorful and out- 
spoken consultant, made no se- 
cret of the fact that recent ten- 
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sions between the auditing and 
consulting practices at Chicago- 
based Arthur Andersen & Co. 
played a part in his departure. “TI 
felt my contribution there was 
behind me,” he said. “It wasn’t 
fun anymore, and this business is 
too tough if it 

isn’t fun. You 

can’t maintain 

the same enthusi- 

asm.” 

Bergstein not- 
ed that CSC Con- 
sulting, with 
about $250 mil- 
lion in annual rev- 
enue, is the same 
size as Ander- 
sen’s IS consult- 
ing practice when 
he became an An- 
dersen partner in 
1977. 

His goal, Bergstein said, is not 
to “re-create Andersen,” with 
its legions of systems program- 
mers and legendary “technology 
boot camp” for new employees. 
Under Bergstein’s direction, An- 
dersen also became a major ven- 
dor of software products spear- 
headed by Foundation, its 
computer-aided software engi- 
neering tool set. ““We have a lot 
of other things we have to do be- 
fore we start selling software,” 


Bergstein said of CSC. 

CSC has maintained a hands- 
off approach with its acquired 
companies to date. Bergstein 
said his primary job will be to find 
areas where CSC’s large-tech- 
nology expertise — including 

designing large 
systems for 
weapons guid- 
ance, air-traffic 
control and the 
space program 
— can aid CSC 
Consulting’ s 


Saatchi & Saatchi, Inc.’s Victor 
Millar and Information Consult- 
ing Group’s Gresham Brebach. 

But Merrill Lynch & Co. ana- 
lyst Stephen McClellan, who 
hailed Bergstein’s addition as a 
breakthrough for CSC, down- 
played the impact his departure 
had on Andersen. 


er,” he said. “For them to lose 
much momentum is going to 
take alot more than that.” 


101 











TRENDS 


SSS SHS SOSESHHSESSSSESESESSSSES ESSE ESESESESESEES SOOO SSSESOESOESSS SESS ES ESESESESSOSE SES ESEOESEES SEE EEOOOOOEEES 






Leasing 


A Gallup survey of 225 executives indicates that leasing is becoming 
a vital means of financing all types of equipment. Computer leasing 
alone hit the $20 billion mark in 1988. 


/ 





What does your company lease? 


PERCENT OF RESPONDENTS (BASE OF 159) 





14.5% 





10.7% 
Copying Transportation Computers/ Telecom Materials- 
machines equipment Peripherals equipment handling 
equipment 


What are the advantages? 
PERCENT OF RESPONDENTS (BASE OF 225) 
Maintains cash flow/Capital 


Protects against obsolescence/ 
Allows flexibility to upgrade 





Maintenance provided 14.7% 
Costs less than buying 13.3% < Most of the reasons for leasing revolve 
around financial considerations. 
Tax advantages gained 
Spreads out payments 
What are the disadvantages? 


PERCENT OF RESPONDENTS (BASE OF 225) 


High cost 





No ownership 


Administrative burden/ RHEE 
Complicated transaction Ee < High 


Tax advanta7es lost Scel 3.6% 


SOURCE: AMERICAN ASSOCIATION OF EQUIPMENT LESSORS 





NEXT WEEK 


t sounds impossible, » 

but Doug Lewis, chief 
information officer at 
Pratt & Whitney, has 
trimmed costs and cut 
staff at the jet engine unit 
of United Technologies — 
and he’s won friends and in- 
fluenced people while do- 





Journal. PBX subsidiary, Intecom, _ tion. 






OVERVIEW 





< Computers, which were the most leased equip- 
ment five years ago, have fallen to third place, 
in part because of the fax craze that boosted that 
machine to the top spot along with copiers. 





igh monthly 
— gain in equity 
that purchasing can be the better option. 


(CW CHARTS: FRANK C. O'CONNELL 







actually is on the trading 
block. Industry analysts, 
however, noted that con- 
summating a sale might 
prove even harder for 
Wang than the process of 
arriving at the decision — 
and the roadblocks, they 
believe, may well be far 
ing it. Read about what else fter repeated stone- from particular to Wang. 
is on this up-and-coming walling on the subject, See more about the ins and 
IS executive’s agenda in Wang Laboratories, Inc. outs of the situation in the 
the profile in Manager’s recently confirmed that its Computer Industry sec- 








INSIDE LINES 


Does this impress you? 

“Impressive performance” figures will accompany the avail- 
ability of Version 2, Release 2 of IBM’s DB2, which will take 
place as promised prior to October, says Donna Van Fleet, the 
director of database strategy at IBM’s Santa Teresa Laborato- 
ries. “Our goal is to not let performance be an issue,” Van 
Fleet said, referring to earlier user hesitancy in moving to rela- 
tional database technology. DB2 will show performance gains 
in queries, on-line transactions and batch processing, she said. 










Please, don’t let it be in service! 

Wang Laboratories has more than met its goal of paring the 
work force down to 28,005 by its fiscal year’s end, which fell on 
June 30. A spokesman said the company has “‘lost”’ 3,000 
positions, mostly through layoffs. After an “exact” head count 
that will be conducted in the fourth quarter, the company will 
make a determination as to whether more layoffs are neces- 
sary. 









Finally in line with world opinion. . . 

Five years of struggling against the tide in the computer in- 
dustry has clearly humbled AT&T. Attendees at last week’s 
unveiling of Intel’s line of 80386-based personal computers 
heard Robert M. Kavner, chief executive at AT&T’s Data Sys- 
tems Group, concede at one point that yes, the Big Bell has 
wound up with a reputation as the company that can’t sell com- 
puters. 










. but not ready to call it quits 
Michael Goulde, a director at BIS CAP International, attend- 
ed a separate AT&T briefing at which executives foreshad- 
owed both OS/2 client support and an OS/2 LAN Manager 
application programming interface in the next release of its 
Stargroup network operating system, due out by the end of 
the year. AT&T also said it would support Apple’s Appletalk 
and indicated it is closely tracking Intel 80486 developments. 
Regarding the Extended Industry Standard Architecture 
(EISA) alternative to IBM’s Micro Channel Architecture, 
Goulde relates, “It was evident that they will introduce [an 
EISA] machine, but they do not see the need for a wide range 
of EISA cards.” This is because AT&T sees EISA as more or 
less serving a niche market, he added. 


Mac attack! 

Microsoft reportedly gathered key Macintosh developers re- 
cently in a Redwood City, Calif., hotel to extol the virtues of 
Windows and Presentation Manager. At the not-so-top-se- 
cret meeting, Microsoft reportedly pitched development tools 
aimed at easing the overall programming burden. We wonder 
if it also begged? 


Who can keep track? 

Amdahl has been bragging for months that it is ahead of 
schedule for introducing MVS/ESA compatibility for its main- 
frames. But rival National Advanced Systems will beat Am- 
dahl to show-and-tell time with its first demonstration, set for 
Tuesday. Amdahl’s first demonstration is scheduled for next 
week. 


We don’t blame them 
Following up on Computerworld’s July 17 report of impend- 
ing indictments against Robert T. Morris Jr., the Cornell Uni- 
versity student who allegedly put a worm into the Internet 
last year, USA Today said last week that the bashful student is 
working at Saber Software, located in Cambridge, Mass. A 
developer of tools for machines running DEC’s Ultrix and 
Sun’s Unix, Saber denied Friday that Morris is an employee. 
nace sc taacaaaitanss niin tienen 





































































How ingrained is high-tech in the culture of Silicon Valley? 
Well, a local firm selling a whirlpool unit that hooks to the 
side of your bathtub is running a radio ad wherein the gizmo 
is described as “modem-size.” If you're tuned into valley de- 

upload them to the attention of News Editor Pete 
Bartolik by dialing into our bulletin board at 508-626-0214, 
or call in at 800-343-6474, 
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You wouldn’t build a 
house on sand. So why 
build your company’s 
critical systems 


on uncertainty? 





The Proven CASE Sodatbins. 


Information systems, like houses, require the right plans, procedures, 
and tools for proper construction. Otherwise they could come crashing 
down around you. FOUNDATION software from Arthur Andersen & Co. 
helps you put your house in order with premier technology and a proven 
framework for applications development. 

. FOUNDATION is the automated, full life cycle CASE solution that 
__ integrates every phase of systems development. From planning and design 
through generation and maintenance. Using FOUNDATION, hundreds of 

ies worldwide have delivered quality applications of all sizes, on-time 


And you can lay out your own blueprint for success, with optional 
implementation and education programs. All modeled from over 35 years of 
systems develc mt experience that only Arthur Andersen & Co. can provide. 

Find out how FOUNDATION can put your systems on solid ground. 

apes lon as coe 





There’ only one 
sottware company 


that can lead you 


into the next 
millennium. 


To meet the challenges that await integrated processing environment - 
you in the next age of computing, it only Millennium® ® The first DB2 systems 
makes sense to follow an experienced development tool from an applications 
guide ® A company with a proven track software vendor ® And now, the first true 
record of success, leadership and tech- SAA workstation # 
nological achievement ® Call 1-800-343-0325 and ask for 
McCormack & Dodge is just that our white paper which describes in detail 
company ® We can point to a 20-year his- how McCormack & Dodge is dealing with 
tory of leadership in Human Resource and your concerns about SAA ® You'll find out 
Financial software ® A history marked why our 20 years of success is just what you 


by accomplishments like the first truly need to face the next 20 years of change ® 


20 YEARS OF SUCCESS IN FINANCIAL AND HUMAN RESOURCE SOFTWARE. 





M‘Cormack & Dodge 


[B acompany of 
bal The Dun& Bradstreet Corporation 
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